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Glens Falls Group 
Shows Satisfactory 
First Quarter Gains 


Increases in Income From Under- 
writing, Investment Income and 
Net Income After Taxes in ’54 


PRESIDENT MEAD REPORTS 


Consolidated Capital, Surplus and 
Voluntary Reserve, Increased 
Over $2,300,000 in 3 Months 


Operating results of the Glens Falls 
Group for the first quarter of 1954, as 
reported at the annual meeting, May 21, 
developed satisfactory increases in in- 
come from underwriting, investment in- 
come and net income after taxes. 

The complete for the first 
quarter of 1954, as submitted to the di- 
rectors by G. D. Mead, president of all 
companies, showed earned premiums to- 
taled $17,515,923, compared with $16,- 
989,750 for the first three months of 
1953. Incurred losses and loss expense 
increased to $9,584,694 from $9,460,753, 
and underwriting expenses were $7,236,- 
970, compared with $7,412,945 for the 
same period a year ago. 


report 


Total Net Income Rises 


Income from investments for the first 
three months of the year increased 
11.5% to bring the total up to $697,386, 
not including capital gains. Total net 
income after taxes increased to $846,409 
from $543,365 for the same period in 
1953. Premiums written by the group 
decreased slightly, from $18,474,904 for 
the first quarter of 1953 to $17,622,222. 

The consolidated capital, surplus and 
voluntary reserve, including Glens Falls 
Corp., amounted to $36,971,762, compared 
with $34,629,650 as of December 31, 1953. 
The increase in unearned premium re- 
serve was $106,299 for the three months’ 
period. : 

The board approved payment of the 
usual quarterly dividend of 50 cents a 
share on the capital stock of the Glens 
. Falls Insurance Co., payable on July 1, 
to stockholders of record as of June 11. 

The stockholders reelected the follow- 
ing directors to the boards of all of the 
companies of the Glens Falls Group: 
| Lyman R. Beeman, William M. Bowden, 
Hubert C. Brown, Louis P. Brown, 
Robert C. Carter, G. Perry Crawford, 
George I. Davis, Edward P. Farley, R. 


(Continued on Page 26) 
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LANCASHIRE 
GROUP 


ey me 


He’s Protected — Naturally 


Mr. Duck’s umbrella is 
built in — no chance of it 
poking his neighbor in the 
eye. But your clients and 
their families need L & L’s 
comprehensive liability 
coverage, not just when 
they carry umbrellas, but 
every day of their 

modern, busy lives. 


London & Lancashire 
GROUP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LID. © ORIENT INSURANCE COM- 
PANY @ LAW UNION & ROCK INSURANCE COMPANY, LTD. ¢ SAFEGUARD INSURANCE 
COMPANY OF NEW YORK ° STANDARD MARINE INSURANCE COMPANY, LTD. 
(Fire Department) . LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA 
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R. D. Murphy Warns 


Of Social Security 
Expansion Moves 


Equitable Society | President Cites 
Some Misconceptions About 
Whole Security Program 


SEES DANGER TO ECONOMY 


Mounting Benefits and Costs Can 
Defeat Objectives; Unsound 
Features of Pending Bill 


The average American thinks of the 
Social Security plan as a low-cost pro- 
gram with little idea of what it is going 
to cost in the future directly and in- 
directly, accordingly it is important at 
this time when the whole program is 
under revision, to encourage wide dis- 
cussion of the old-age benefits under the 
system, Ray D. Murphy, president of 
Equitable Society, said before the Na- 
tional Industrial Conference Board an- 
nual meeting in New York. The cost of 
Social Security can have an important 
effect on the economy. Lord Beveridge, 
father of the British Social Security plan, 
was also a speaker on the “Welfare Con- 
cept.” 

Far-reaching Effect of Cost 


“The tax rate at 
risen to 4%—2% 


present,” said Mr. 
Murphy, “has from 
the employer and 2% from the employe 
—and with no further increase in benefit 
level can readily rise eventually to be 
Neces- 


sarily, the top figure is uncertain since 


about 8% or even possibly 10% 


the result depends on many uncertainties. 
These uncertainties embrace employment 
conditions, wage levels, changes in 
longevity, changes in the proportion of 
the population at elderly ages, the in- 
centives to the elderly to retire and so 
on. As taxes go up, as they will with 
no further increase in general benefit 
levels, will industry recoup by raising 
prices, will workers press for higher 
wages to maintain take-home pay? If 
they do, can we obtain such an increase 
in individual production as to maintain 
existing price levels? These are pertinent 
questions and grave questions. The fact 
that they exist should caution us to 
adhere closely to Lord Beveridge’s in- 
junction, which I quoted, that benefits 
should be confined to a subsistence level, 
and not attempt to include provision 
which can and should be made by private 
pension plans, individual savings and by 
relief measures for special cases of need 
which are more properly administered 
locally by municipalities and states. 


Misconceptions About OASI 


“A dangerous thing about Social 
Security in the United States,” continued 
Mr. Murphy, “is that the American 
people have not yet come te fully realize 
that ‘More can be given,’ as Lord 


(Continued on Page 12) 
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LOOK AT THIS 
LOW COST! 


SELECT ORDINARY INSURANCE 
$5,000 Policy Illustrations — Age 35 


Effective May 1, 1954. Minimum sum insured $3,000. 


Disability Waiver of Premiums also available at new low cost. 

























































LIFE PAID UP 20 YEAR 20 YEAR suamions ‘ 
AT AGE 85 PAYMENT LIFE ENDOWMENT SECURITY (c) 
ANNUAL PREMIUM $ 138.95 $ 196.45 $ 258.75 $ 178.10 
20 YEAR SUMMARY ©) 
Premiums 2,779.00 3,929.00 5,175.00 3,562.00 
Accumulated Dividends '>) 1,087.40 1,216.30 1,271.95 1,147.45 
Cash Value 1,866.35 3,308.45 5,000.00 2,890.20 
Return over Cost if Surrendered 174.75 595.75 1,096.95 475.65 
20 Year Average Return 
over Cost per $1,000 1.75 5.96 10.97 4.76 
(a) Figures involving dividends apply to policies issued on (b) Accumulated dividends (including settlement 
or after May 1, 1954 and are not guaranteed but are dividend payable only upon surrender). 
merely illustrations based upon current experience. (c) Endowment maturing at age 65. 


Get full information from your local John Hancock office 







Vesel 4OB 
MUTUALJLIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
































ee oe ae 


_ 


wou 
whi 
will 
song 
ecut 
cert 
lead 
by | 
tean 
othe 
othe 
ing 
sum 
“A 
ing 
brev 












RA HE 


ETERS 















May 28, 1954 














Insurance Is People 
Fitzgerald Tells CLIOA 


DEAL WITH MANY CATEGORIES 





Northwestern Mutual President Shows 
Importance of Relationships 
Among Varied Groups 


In his address before the CLIOA meet- 
ing at the Seigniory Club, Quebec, this 
week, Edmund Fitzgerald, president 
Northwestern Mutual Life, said that al- 
though sheer size can be awesome, re- 
sponsibility does not increase in propor- 
tion to size in the life insurance busi- 
ness. “Every member of the Canadian 
Life Insurance Officers Association, 
every officer in every life insurance com- 
pany, regardless of size, has essentially 
the same responsibilities to his company, 
its policyholders, the community and his 
nation,” he said. 

Discussing his versions of some of 
these responsibilities with particular at- 
tention to relationships with people, Mr. 
Fitzgerald said: “To some of us in- 
surance is investments; to others, insur- 
ance is actuarial data; to many, insur- 
ance is a balance sheet—at the moment 
suppose we consider ‘Insurance Is 
People.’ 

“In our business we deal with many 
categories of people. You and I are first 
of all concerned with the people who 
are presently in our organizations and 
most particularly with their leaders, the 
officer or management group. Our first 
responsibility is to them because most 
of our other responsibilities are dis- 
charged through them. We also have the 
people of our industry, our community 
and our nation. 


Importance of Organization Vitality 


“So, when we speak ‘Insurance Is 
People’ we should have no trouble in 
finding prototypes in our own experience. 
There are some differences between the 
American and Canadian life insurance 
business. You are more venturesome than 
we in doing business in South America, 
Africa, the Middle and Far East. 

“Another difference between us is, you 
have no Section 213. Doubtless, some of 


you find this is comforting. I under- 
stand that the general agency system 


is all but extinct in Canada. It is still] 
thriving institution in America, especially 
at Northwestern. 

“Tt is evident that our relations with 
people are not haphazard. The structure 
which we use should be as a trellis to 
support our human relationships so they 
can grow and blossom. This concept 
leaves no place for the one-man organ- 
ization. 

“Men will not learn or grow as leaners. 
It is important, too, that the organiza- 
tion have not only competence and 
know-how but vitality. Men grow with 
responsibility. Men react positively to 
freedom. In our nations we have freedom 
under the law, in a company there must 
be freedom within organizational policy. 
I believe that the chief executive should 
avoid making decisions that belong to 
others, yet be available to help in their 
making. 

“I am not speaking for others and I 
would readily concede that the degree to 
which this philosophy will be carried out 
will have some relationship to the per- 
sonality and interests of the chief ex- 
ecutive. Strict adherence may remove 
certain glamor from him as a dynamic 
leader, but that will be more than offset 
by the improved tone and fibre of the 
team and that the concept of power with 
others is better than that of power over 
others. The total result of people work- 
ing togther is always greater than the 
sum of the individuals involved. 

_ “Another important reason for avoid- 
ing the one-man organization is the 
brevity of one man’s candle as compared 





to the ever-burning light of the organ- 
ization. The life of the company is long; 
incumbency as a president, particularly 
with present-day retirement plans, is 
relatively short. There is a prime and 
inescapable duty to bring in, train and 
build people who can carry on in the 
future. 

“Then, too, the time reference suggests 
another dimension in our analysis—the 
people who have gone before us. Sound 
guides for the future may be found in 
the reasoning behind earlier decisions. 
The decisions of the past have built the 
reputation of your company and mine 
upon adherence to contract and complete 
performance of our obligations to others. 

“This record of integrity and reliability 
has not been lightly achieved. In the 
cumulative accomplishment of men of 
good will working with others in a com- 
mon cause over the years, there have 
evolved certain principles, policies and 
good manners to which we adhere. These 
intangibles, earned through time and 
hard experience, must not be capriciously 
discarded.” 

Obligation to Community 

Touching on the modern corporation 

(Continued on Page 15) 


Canadian Life Insurance Officers Assn. Meeting 


EDMUND FITZGERALD 


Foster On Legislation Situations 


R. Leighton Foster, Q.C., general 
counsel, Canadian Life Insurance Offi- 
Association, in his report to the 
Association at its annual 
Seigniory Club, Quebec, this 
viewed the legislative situation in the 
various Provinces 
capital of the Dominion. 


cers 
meeting in 
week re- 


and also at Ottawa, 


Group and Pension 


Several items of Ontario legislation 
dealt with Group insurance and pension 
plans. 


Amendments were made to the Muni- 
cipal Act and the Schools Administration 
Act to clarify the power of municipali- 
ties and school boards to establish Group 
insurance plans for their employes. This 
legislation was welcomed because it 
served to dispel any doubt about the 
legality of numerous Group insurance 
plans which have in the past been en- 
tered into by municipalities as well as 
those which may be entered into in the 
future. The amendments limit the con- 
tribution of a municipality or school 
board to 50% of the total cost of such 
a plan and it was urged upon the au- 
thorities that this might be unduly 
restrictive in the case of a Group life 
insurance plan where the average age 
of the insured employes was higher than 
normal. However, the Department of 
Municipal Affairs would not agree to a 
change in this limitation and successfully 
opposed the Association’s submission. 
Nith respect to pension plans, amend- 
ments were made to the Conveyancing 
and Law of Property Act respecting the 
appointment of beneficiaries under pen- 
sion plans not governed by the Insur- 
ance Act. 


Assessments for Quebec Insurance 
Department 


The Quebec legislature at its recent 
session amended the Insurance Act to 
change the method of levying tax on 
insurance companies and fraternal bene- 
fit societies for the purpose of defraying 
the expenses of the Insurance Depart- 
ment. Companies and societies have in 
the past been paying an assessment 
based on their premium income but in 
future each company and- society will 
pay a flat minimum amount and only the 
balance of the total sum to be assessed 
will be apportioned on the basis of pre- 
mium income. It is anticipated that the 
new basis will probably result in a slight 


decrease in the amount of the assess- 
ment levied upon the majority of mem- 
ber companies. 

At its last session the Quebec legisla- 
ture also passed legislation to impose an 
income tax on individuals. The sections 
of the Act of interest to member com- 
panies follow fairly closely the corre- 
sponding provisions of the Federal 
Income Tax Act as they relate to indi- 
viduals. Regulations have been made 
requiring the withholding of tax from 
remuneration paid to employes as from 
April 1, 1954 and tax deduction tables 
have been forwarded to all employers 
doing business in Quebec. With the 
approval of the chairman of the Stand- 
ing Committee on Taxation, it was 
suggested to member companies that 
they should assume that the withholding 
regulations embody the same principles 
as those made under the Federal Income 
Tax Act. 

A bili was introduced in the Quebec 
legislature to authorize the ‘administra- 
tors” of a pension plan to make loans to 
employe-participants in the plan for the 
purchase of houses. Later, it was with- 
drawn. 

British Columbia Agents 


At the 1953 session of the British 
Columbia legislature, the Municipal Act 
was amended to authorize municipalities 
to impose increased fees for many trades 
and occupations, including insurance 
agencies and companies. However, this 
legislation did not override the section of 
the Insurance Act which provides that 
only agents who occupy and use premi- 
ses with the municipality for carrying 
on their business shall be liable for any 
municipal license fee or tax. Subse- 
quently, the Union of British Columbia 
Municipalities concluded at its annual 
convention in October, 1953, to seek the 
repeal of this section of the Insurance 
Act and thus to obtain authority to tax 
all agents whether resident in the muni- 
cipality or not and regardless of any 
business premises they might or might 
not occupy. It was not repealed. 


Death Benefits for Federal Employes 

Mr. Foster also commented on the in- 
ten tion of the Dominion Government to 
establish a_ self-administered plan of 
death benefits for Federal employes. 
The proposed plan of the government 
resembles Group insurance life plans is- 
sued by life companies, but has some 
important differences. For instance, par- 


(Continued on Page 15) 





Moorhead On Teamwork 
Of Actuary and Agency 


CITES SOME MUTUAL PROBLEMS 


New England Mutual Associate Actuary 
Tells Canadian Officers Areas 
of Common Interest 


Taking as his theme “Getting Along,’ 
E. J. Moorhead, associate actuary, New 
England Mutual Life, in his talk before 
the Agency Officers’ Section of Canadian 
Life Insurance Officers Association meet- 
ing at Seigniory Club, Quebec, this week, 
discussed how the agency officer cam get 
the maximum value from the actuary of 
his company. Making an analysis of the 
activities of a typical actuarial depart- 
ment that impinge upon the activities of 
the agency officer and the ‘field force, he 
gave a description of questions which 


the actuary must ask himself ma con- 
siderations involved in arriving at 
answers which will prove satisfactory 


from the sales viewpoint. 

The first situation he described was 
when the actuary produces a new divi- 
dend scale. In this activity he is working 
with factors which he can measure but 
which are beyond his control. To the 
extent that each of these is controllable, 


mortality is determined by the under- 
writer, interest by the investment officer 
and expense by everybody in the com- 
pany, including the actuary. The actuary 
knows that the dividend scale will rest 
on three premises: ability of the com- 
pany to pay it; fairness between, policy- 


holders and soundness in competition. 
Questions the Actuary Must Decide 


“When the actuary,” said Mr. Moor- 


head, “working in close harness with the 
agency officer, turns his attention to 
policy and rate book preparation he 
faces questions as to what plans and 
riders the company shall offer, what 
policy privileges shall be granted and 


what price tags shall be attached to all 
of these. Two of the foremost questions 
are the extent to which the company 
shall try to match the sales portfolios 
of competing companies and the extent 
to which success may lie in striking out 
along less well-trodden paths. 

“Also to be decided is whether 
simplicity and general streamlining are 


the preferab'e goals or whether a large 
number of what may be called ‘frills’ 
should be made available. The actuary 


develops an ability to distinguish be- 
tween frills that are expensive and those 
that are appealing but relatively inex- 
pensive. 

“Another useful service the actuary is 
equipped to render is that of keeping 
the agency department informed on op- 
erating factors and results. 

“Again, the actuary can perform a 
tremendous service if he develops his 
ability to fortify agents with faith in 
the product they are selling. This ap- 
plies particule irly to the struggle between 
life insurance itself as a medium for 
savings and protection and other plans 
which are aggressively marketed, such 
as stock purchase plans, uninsured re- 
tirement plans and government savings 
devices. A few actuaries have done great 
work for all of us in the analyses they 
have made of these choices with which 
the public is frequently faced.” 

Mr. Moorhead said there are 
rewards to be gained from teamwork 
between the agency officer and the 
actuary in projecting actuarial vision so 
that advantage may be taken of oppor- 
tunities that are not so easily recognized, 
and to face the problems that will be 
with us tomorrow. “Life insurance con- 
ditions in Canada,” he said, “make that 
country a particularly appropriate one 
for experimentation with forms of cov- 
erage and methods of merchandising that 
are not in existence or even visualized 
today.” 


great 
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Colonial Life Director 





LUGE 


DONALD C. 


Evans, Colonial 


Richard B. 


announced the election of Don- 


president, 


Life, has 


ald C. Luce as a director of that com- 
pany 

Mr. Luce is president of Public Serv- 
ice Electric & Gas Co. of New Jersey 
and is also a director and member of 
the executive committee of the board 
of directors. Previously, he had been 


president in charge of combined 
operations and prior to that he was vice 
president in charge of electric opera- 
tions. He started with Public Service 
in 1924 as a cadet engineer in the 
tric department 

He is also a director of Public Service 
Coordinated Transport; the Edison Elec- 
tric Institute and the Plainfield, N. J. 


vice 


elec- 


Trust Co. He is a member of the Ameri- 
can Institute of Electrical Engineers; 
the American Gas Association, and be- 
longs to the Essex Club of New Jersey, 
the Baltusrol Golf and Plainfield Coun- 
try Clubs 

Mr. Luce is a graduate of Lehigh 


n Plainfield, N. 


University and lives 


Eastern Life Elects 
Pines Vice President 


Louis Lipsky, president of Eastern 
Life, of New York, announces the elec- 
tion of Ned L. Pines as a vice president. 

Mr. Pines is president of Standard 
Circulation Service, Inc., Popular Li- 


brary, Inc., and Pine’s Publishing, Inc. 
He is also the publisher of Silver 
Screen, Screenland, See, True Life 
Stories, and also one of the major lines 


of pocket size book 
He is a member of the board of the 
following organizations: Magazine Pub- 


lishers’ Association; New York Guild 
for Jewish Blind: United Cerebral 
Palsy Association of Westchester, and 


is a member of the board of trustees of 
the Federation of Jewish Philanthro- 
pists of New York. He is active in many 


other civic and charitable endeavors. 


Davis Tells National’s 
FHA Loan Experience 


BEFORE TEXAS MORTGAGE MEN 


Vermont Company President Cites FHA 
Insurance and GI Guaranty by 
Government 


National Life of Vermont has demon- 
strated its confidence in FHA mortgages 
by purchasing nearly half-a-billion of 
them since 1935 having on March 31, 
27,042 loans on the books with a prin- 
cipal sum of $203,431,000 and also it has 
18,940 GI loans with principal balances 
of $83,310,000. The company has also 
been willing to make 100% loans and 
without down payment because of reli- 
ance on the FHA insurance and GI 
guaranty. As to the company’s experi- 
ence, it has foreclosed or assigned 180 
FHA loans or three-tenths of 1% of 
those purchased. Of the GI loans pur- 
chased, the company completed fore- 
closure on 232 or 1% of those purchased. 

These were among statements made 
by Deane C. Davis, president of National 
Life of Vermont, before the Texas 
Mortgage Bankers Assn. at San Antonio 
last week. 


They Are Self - Liquidating 


“Our policy represents something of a 
attitudes to- 


departure from orthodox 
ward mortgages as expressed over the 
past several decades,” said Mr. Davis, 


“but we ever must keep in mind that 
while mortgage loans have been known 
the recorded history of man, the 
mortgage loans available have 
materially, particularly during 
the past 20 years. A mortgage loan to- 
day is a self- liquidating form of invest- 
ment as a result of the pattern of amor- 
tization which has been so popular. As 


since 
types of 
ch inged 


a matter of fact, the mortgage loan 
which is made today to finance home 
ownership resembles more closely the 
pattern of installment fin< uncing, which 


has played such an important part in the 
development of the Americé an economy 
in the past 30 years, than the pattern 
of the mortgage ‘loan ; as we thought of it 
25 years ago. 


“Tt took us, I must confess, a ‘little 
time to orient our thinking to this new 
pattern of investment. But as time has 
gone on, we have become thoroughly 


convinced that we may rely almost en- 
tirely upon the FHA insurance and the 
VA guaranty, particularly when the lat- 
ter represents more than 50% of the 
loan. This is because the guarantee of 
principal and interest of debentures is- 
sued pursuant to the contract of insur- 
ance by FHA and the guaranty under a 
VA loan are by express terms of the 
law unconditional obligations of the 
United States Government, which obli- 

rations for credit purposes are of equal 
binding effect with the obligation ex- 
pressed in a Government bond. 

“As a matter of fact, we go so far in 
our thinking that we are willing to buy 
such loans solely on the guarantee pro- 
vided we have a borrower of good credit 
standing on the paper. This attitude re- 
duces the costs of originating the loans 
and increases our return. We also be- 
lieve that, as a lending institution, we 
have a great responsibility tomake loans 
to the extent that they are guar anteed 
or insured when the Government of the 
United States has expressed its willing- 
ness to give its guarantee. Unless we 





WANTED 
ASSISTANT SUPERVISOR 


Large Life agency has opening 
under Company sponsored train- 
ing program for college graduate 
under 30 for training in program- 
ming Pension Trusts and Business 
Insurance. Salary and commis- 
sions. 

Call REctor 2-7900, extensions 
439 and 530. 











Service Bureau Moves 


The American Service Bureau, inspec- 
tion affiliate of the American Life Con- 
vention, which for the past 20 years 


has been in the Carbide & Carbon build- 
ing, 230 North Michigan Avenue, Chi- 
cago; has moved into quarters at 65 East 
South Water Street, Chicago, which is 
directly west of and adjacent to the Car- 
bide & Carbon Building. Both the 
Service Bureau’s headquarters office and 
the Chicago branch office are on the 
23rd floor of the Esquire Building. 

The move was made when expansion 
of the facilities of the Service Bureau 
became necessary to properly handle the 
growing volume of its business. Tele- 
phone numbers of both offices remain 
the same. 





are willing to accept this guarantee in 
good faith and at face value, it behooves 
us to be less critical of Government in- 
roads into the field of private finance. 
Because we are willing to rely upon 
FHA insurance and GI guaranties, by 
the same token we are willing to make 
100% loans, loans without cash down 
payments, and also to go to 30 years 
on the term of the loan, relying again 
on the guarantee. 


Government Back of Loans 


“These statements may seem a b't 
extravagant in the light of some of the 
allegations made during the past several 
weeks about FHA activities. However, 
it should be emphasized most vigorously 
that at no point has any suggestion been 
made that FHA loans are not good in- 
vestments or that the insurance of such 
loans is not gilt-edged regardless of 
what might have happened in connection 
with an occasional loan. Tihe insurance 
of these loans and the ability of the 
mortgagee to obtain debentures guaran- 
teed as to principal and interest by the 
United States Government provide an 
investment of which any institution can 
be proud. The credit of the United 
States Government is still the finest 
credit in the world regardless of any 
errors of judgment or acts of malfea- 
sance on the part of any Government 
official. If unconscionable acts have been 
committed by borrowers of FHA ofli- 
cials, the investigation and cessation of 
such practices should serve effectively to 
strengthen the position of FHA loans 
in the future, rather than to detract from 


the appeal of their quality.” 

Mr. Davis, in speaking of FHA ad- 
ministration, paid tribute to Guy T. O. 
Hollyday, former FHA Administrator, 
“for his eigen age 3 execution of the 
responsibilities of FHA Commissioner 
and for the well-known efforts which he 
exerted to improve the operations of 


FHA.” 

















DO YOU have clients 
with EUROPEAN operations? 
Life insurance is available to them 
at DOMESTIC rates. Let us show you 
how to tap a tremendous market for 
extra volume. 

We consider prospects 

throughout the world 











8 8) 


ITE & 
INSTON 


INC 





General 
The UNITED STATES LIFE 
INSURANCE CO 


Wel tall 
Agents 








Geo. E. Woodford Dead 
Dr. George E. Woodford, retired 
medical director of Home Life of New 
York, died this week in Overlook Hos- 
pital, Summit, N. J. His age was 65. 
Dr. Woodford joined Home Life in 
1929 as assistant director. He 
was medical director from 1933 until his 


medical 


retirement last October. 

He was a graduate of the University 
of Western Ontario Medical School and 
interned at the Harper Hospital in De- 


troit. Dr. Woodford was a member of 


the College of Physicians, the American 
Heart and the Life Insur- 
ance Medical Directors Association. He 
was secretary of the Medical Advisory 
Clinic and the Medical Review Panel of 
the New York State Masonic Research 
Fund on Rheumatic Fever. He was 
largely responsible for the moderniza- 
tion of the company’s home office medi- 
cal facilities. 

Surviving are his widow, two sons, 
George and James; a daughter, Mrs. 
Roger Lyon, and three grandchildren. 

He was a resident of Short Hills, N. J. 
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National Association 

Boston Program Ready 
DATES ARE SEPTEMBER 20-24 
Full Daily Schedul Pl d; CLU 


Directors, NALU Trustees Meet 
Saturday; Statler Headquarters 











The complete program for the Boston 
convention September 20 to 24 of the 
National Association of Life Underwrit- 
ers has been completed. Headquarters 
will be at Hotel Statler. The time 
schedule follows. 


Saturday, September 18 


10:00 a.m.—American Society, CLU Di- 
rectors—all day. 
2:30 pm—NALU Board of Trustees. 


Monday, September 20 


9:00 a.m.—American Society, CLU Di- 
rectors—all day. 

9:30 am.—NALU Committee Meetings. 

1:30 p.m.—Meeting of the National 
Council. (Evening Meeting 
of National Council if de- 
sired.) 

4:00 p.m—WQOMDRT Business Meet- 


ing. 
6:00 pm.—NALU Board of Trustees. 
Tuesday, September 21 


9:00 am.—Meeting of the National 
Councilforenoon. 

12:15 p.m—GAMC Luncheon. 

2:00 pm—GAMC Business Meeting 
and Program Session. 

2:00 p.m.—Agents’ Forum. 

2:00 p.m.—American College Trustees. 

4:00 p.m—Committee of Agents. 

5:00 p.m.—NALU Board of Trustees. 

6:00 pm —WQMDRT Reception and 
Dinner. 

6:00 pm.—American College Trustees 
Dinner. 


8:00 p.m.—GAMC Panel Discussions: 
(1) Ordinary. 
(2) Combination. 


Wednesday, September 22 


8:15 am—American Society, CLU 
Breakfast. 

9:15 a.m.—General Convention Session. 

12:15 pm—WQOMDRT and Committee 
of Women Underwriters 
Joint Luncheon. 
(Afternoon open for enter- 
tainment and relaxation.) 

2:00 p.m.—American Society, CLU Fo- 

rum on Chapter Activities. 

6:30 p.m.—American College and Amer- 
ican Society, CLU Dinner 
and Conferment Exercises. 


Thursday, September 23 


8:00 a.m.—Executive Secretaries Break- 
fast. 

8:00 am.—Graduate Society of the In- 
stitutes of Insurance Mar- 
keting Breakfast. 

8:00 am.—Texas Trained Seals Break- 
fast. 

9:15 a.m.—General Convention Session. 

12:15 pm—NALUTC Luncheon. 


12:15 pm.—Luncheon for Press and 
Speakers. 

2:30 p.m—Meeting of the National 
Council and _ Convention 


Business Session. 
6:00 p.m.—Company Dinners. 
10:00 p.m.—President’s Reception 
Ball. 
Friday, September 24 


9:15 am.—General Convention Session. 
12:30 p.m.—Fellowship Luncheon. 
3:00 p.m—NALU Board of Trustees. 


Saturday, September 25 
9:00 am.—NALU Board of Trustees. 


and 





TO HEAR G. I. GROSS 

The Savings Banks Insurance Forum 
will hold its tenth annual dinner meeting 
on Thursday, June 10, in the Palm Ter- 
tace Room of the Hotel Roosevelt. 

George I. Gross, well known insurance 
attorney, and a member of the law firm 
of Powers, Kaplan and Berger, will speak 
on “The Rights and Responsibilities of 
the Mortgagee.” 





Dick Imig Resigns 
From Old Line Life 

WAS AGENCY VICE PRESIDENT 

Former NALU Executive Vice President 


and Director of Development; Long 
With New York Life 








Richard E. Imig has resigned as agency 
vice president of the Old Line Life of 
Milwaukee. He has not announced his 
future plans. 

Mr. Imig joined Old Line September 


RICHARD E. IMIG 


1, 1952. A trustee of National Association 
of Life Underwriters from 1947 to 1949, 
he joined the NALU headquarters staff 
in the latter year and served for three 
and one-half years, first as acting execu- 
tive vice president and then as director 
of development. Before that he was for 
20 years a prominent agent of the New 
York Life at Sheboygan, Wis., where he 
now resides. 

Mr. Imig started in the life insurance 
business as an agent of the Aetna Life 
while a student at Vanderbilt University. 
He is a past president of the Sheboygan 
and Wisconsin life underwriters associa- 
tions. He is chairman of the institutional 
liaison subcommittee of the quality busi- 
ness committee of the Life Insurance 
Agency Management Association. 


Worcester Companies Name 


Three General Agents 


J. C. Bourland, Theodore R. Goddard, 
and Robert B. Hogan have been named 
general agents for Massachusetts Pro- 
tective Association, Inc. and Paul Re- 
vere Life. 

Mr. Bourland is the newly appointed 
general agent at Fort Worth. He joined 
the Worcester, Mass., companies in 1941 
as a special agent in Albuquerque and 
prior to his present appointment, was 
associated with their Phoenix agency 
as district manager. A native of Texas, 
he attended Texas Technological Col- 
lege at Lubbock. He succeeds Fred 
Richards, who thas resigned to devote 
his full time to personal selling. 

Mr. Goddard, who will serve as gen- 
eral agent at Manchester, has been 
associated with the companies since 1952 
in the New Hampshire area. 

Mr. Hogan has been named general 
agent at [Baltimore. He joined the com- 
panies two years ago as special agent 
in the Richmond area. Prior to entering 
the insurance business, he had served 
the State of Virginia in an administra- 
tive capacity and had been engaged in 
sales work. 








N. E. Mutual Top Executives 
Will Feature MDRT Panel 


Top officials of New England Mutual 
will participate in a panel discussion on 
pension planning at the 1954 annual 
meeting of the Million Dollar Round 
Table to be held in Coronado, Cal. 
June 15-18, it was announced by G, 
Nolan Bearden of Beverly Hills, chair- 
man of the organization. 

O. Kelley Anderson, president of New 
England Mutual, will serve as moderator 
for the panel; Lambert M. Huppeler, 
CLU, vice president, will talk about 
“Executive Responsibilities’; John L. 
Stearns, vice president and actuary, will 
discuss “The Actuary’s Point of View,” 
and Sherwin C. Badger, financial vice 


president, will tell about “Investment 
Differences.” 
Following the talks by each of the 


panel members the meeting will be 
thrown open for general discussion with 
the participants answering questions 
from the floor. 


Other phases of the program during 
the four-day meeting in Coronado will 
cover such items as a case analysis of 
an entire estate planning situation, a 
panel discussion on basic selling tech- 
niques and the traditional room hopping 
program, which is now being used by 
MDRT for the fourth consecutive year. 

More than 400 members of the Million 
Dollar Round Table already have made 
reservations to attend the organization’s 
1954 meeting, according to Mr. Bearden. 
He says that total attendance is ex- 
pected to exceed 450. 

The entertainment program includes 
an all-day fishing trip to Coronado 
Island. This is a world famous fishing 
grounds for yellow tail and albacore. 

A golf tournament is planned along 
with visits to the San Diego Naval Air 
Station and aboard warships in San 
Diego Bay. 

The entertainment program is not too 
elaborate inasmuch as the MDRT an- 
nual meetings are designed as serious 
study sessions. 


Manufacturers Wins Award 
Manufacturers Life has won an Honor 
Award for the excellence of their food 
services department. The bronze plaque 
“For Highest Sanitation Standards and 
Superlative Achievement in Storing, 
Handling, Preparing and Serving Food” 
was presented to the company at the 
National Restaurant Association Con- 
vention held in Chicago recently. 
Considered the “Oscar” of the food 
industry, the award is the result of a 
nation-wide food service contest con- 
ducted by Institutions Magazine to de- 
termine and ‘honor the outstanding 
kitchen and dining rooms of the United 
States and Canada. The judges are all 
leaders in the industry and every award 
is for an actual working installation 
using tried and successful methods. 
Operated by the company for its em- 
ployes, the kitchen and cafeteria are 
part of the new addition to the head 
office building in Toronto completed last 
year. Designed by Marani and Morris, 
architects for the addition, and George 
Wintzer of the S. H. Newman Company, 
who supplied the equipment, Manufac- 
turers Life kitchen and cafeteria is a 
masterpiece of planning. The depart- 
ment was created and equipment de- 
signed to do a specific job efficiently and 
everything was arranged to facilitate 


operations, to prevent accidents and to 
ease maintenance and keep employes 
happy and healthy. 

Eleanor S. Dewar, the company’s 


senior dietitian, attended the convention 
and received the award on behalf of 
Manufacturers Life. Earned in competi- 
tion against restaurants and food service 
installations of all sizes and _ types 
throughout North America, the award 
is one of the few ever won by a life 
insurance company. 











Roscoe H. Keffer Dies 
In Scranton at Age 72 


FORMER AETNA GENERAL AGENT 





Associated With Company for Thirty- 
five Years Before His Retirement 
in the Year 1946 





Roscoe H. Keffer, retired general 
agent for Aetna Life in New York City, 
died last Saturday of a heart ailment 
in Scranton, Pa. He was 72 years old. 


Mr. Keffer, who had been . associated 


Blackstone Studios 
H. KEFFER 


ROSCOE 


with the Aetna Life for 35 years, came 
to New York 
had been a successful general agent for 
Affiliated New 


York agency was the company produc- 


from Scranton where he 


Aetna Companies. His 


tion leader for 14 years. He retired in 
1946 and was succeeded as general 
at 151 William Street, by O. 

Mr. Keffer is survived by his 
Mrs. Olive Keffer; Ralph 
Keffer of West Hartford, actuary for 
Aetna, and Dr. C. C. Keffer of Union 
City, Ind.; a sister, Mrs. S. F. L. Sny- 
der of Dayton, Ohio, and a daughter, 
Mrs. Walter Horning of Daytona Beach, 
Fla. 

Funeral] services 
in Scranton. 


Old Line Life Reports 


First Quarter Increases 


reported to the 


agent 
A. Krebs. 

wife, 
two brothers, 


were held Tuesday 


Increased sales were 
board of directors by J. H. Daggett, 
president of Old Line Life of America, 
at the quarterly meeting held at the 
home office in Milwaukee. Life insur- 
ance sales amounted to $3,771,434 for the 
quarter ended March 31, and represent 


a gain of better than 10% over the 
same period last year. The insurance in 
force has now established a new high 
of $163,509,283. 

Total benefits paid to policyowners 
and beneficiaries of Old Line Life in 


the first three months of 1954 amounted 
to $735,771, with over $465,000 going to 
living policyowners. A total of $54,590,- 
030 of such benefits have been paid to 
policyowners since the company was es- 
tablished in 1910. 

There was an increase from $3,981 to 
$5,025 in the average size of the policies 
sold during this quarter. Assets as of 
March 31 totaled $49,392,695. 

First quarter new investments totaled 
$1,415,000, of which more than $1 million 
went into conventional loans on homes 
and Federal Housing Administration and 
Veterans Administration mortgage loans 
which are insured or guaranteed by the 
U. S. Government. 
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Continuing Benefits 
On Retired Workers 


SEEN AS A COSTLY PRACTICE 


Third Vice President Buell Gives Metro- 
politan’s Experience Before AMA 
Insurance Conference 


Continuing benefits on retired em- 


ployes can be one of the most costly 
features of a Group plan and_ should 
considered by 


commitment is 


management 
made, 
Metro- 


warned corporate insurance 


be carefully 
before a definite 
D. C. Buell, third vice president, 
politan Life, 
conference 


managers at the insurance 


of the American Management Associa- 
tion, in New York this week. 
Continuation of some part of Group 


life insurance after retirement has been 
relatively common practice for many 
years, Mr. Buell said, but it is a com- 
paratively recent development to con- 
tinue Group disability benefits. Many 
employers, he declared, do not realize 
how costly such a practice can be, per- 
haps because the true ultimate costs are 
not actually met for as long as 20 to 
25 years after a plan is adopted. He 
urged business to explore the ultimate 


costs carefully to avoid passing pro- 
hibitive costs on to a succeeding man- 
agement. 

Recently, he said, Metropolitan Life 
issued a contract covering some 4,000 


employes for a Group life plan providing 
insurance of one year’s salary with a 
maximum of $20,000. Projection of the 
cost of continuing the full amount of 
insurance after retirement showed a 
first-year claim costs of $2,600, a tenth- 
year claim cost of $71,000, and a 20th- 
year claim cost of $145,000, compared to 
a 20th-year claim cost for active em- 
ployes of $85,000. If the amount con- 
tinued were a flat $1,000 for all employes, 
the claim cost of insurance for retired 
employes in the 20th-year would be 
$37,000. 

While disability experience does not 
lend itself so readily to estimating future 
retired employes, all the evi- 
dence shows a much higher after 
retirement than for active employes, Mr. 
Buell reported. For hospital expense in- 
surance, the claim costs for retired em- 
ployes are from three to four times those 
for active workers; for surgical opera- 
tion insurance, one and a half to two 
times as much. Estimates of the cost 
continuing one large policyholder’s hos- 
pital and surgical benefits on a some- 
what limited basis showed that within 
ten years 20% of the total amount paid 
in benefits would go to retired workers. 


costs for 
cost 


Reducing Benefits 


generally established practice to 
reduce the amount of Group life insur- 
ance at retirement. Abrupt reduction at 
retirement to a predetermined amount 
has the advantage of administrative 
simplicity but represents a_ radical 
change in an employe’s estate. Gradual 
reduction over a period of years to a 
pre-established figure is usually more ac- 
ceptable to employes. Some companies 
cauple the reduction method with a 
formula based on length of service. Re- 
gardless of the type of formula, more 
and more companies are adopting the 
practice of having reduction begin at 
normal rather than actual date of re- 
tirement, Mr. Buell said. This removes 
any insurance incentive for employes to 
resist retirement. 

The most common way of limiting dis- 
ability benefits after retirement, accord- 
ing to Mr. Buell, is the “one-shot plan,” 
by which a maximum benefit is set for 


It is 


each type of disability—hospital room 
and board, special hospital services, and 
surgical operations. A simplification of 
this approach is to establish an over-all 
dollar limit for benefits after retirement. 
In either case experience can be watched 
and the maximum can be raised at a 
later date if feasible. “This is much 
more desirable than starting out on too 
liberal a basis and reducing the benefits 
if the ‘financial experience is unfavor- 
able.” 

A third but much more expensive ap- 
proach is to limit the benefits payable 
during any 12 months’ period to the 
maximum provided under each coverage. 
Another possible method is the intro- 
duction of a deductible of a stated 
amount. This element of co-insurance, 
Mr. Buell said, “would not only eliminate 
small claims and reduce all claims by 
the deductible amount but should act as 
a deterrent against hospital admissions 
for minor disabilities.” 

Tax regulations make it difficult to 
fund these benefits from current income, 
the speaker pointed out. Purchase with a 
single premium of a paid-up death bene- 
fit has the advantage of paying the cost 
of the benefit while the employe is still 
on the payroll, but the premium is con- 
sidered income to the employe in the 
year in which the benefit is purchased. 
companies use a combination of 
decreasing group term insurance and 
units of single premium insurance under 
which the employer pays for the term 
insurance and the employe contributions 
go toward paid-up insurance. This is dis- 
advantageous to an employe who enters 
the plan at a relatively advanced age. 

Group level premuim insurance paid up 
at age 65 is deductible as a business 
expense; as taxable income to the em- 
ploye, it at least is spread over a period 
of years. However, this approach is 
usually applicable only to supervisors and 
executives because of cost. Some em- 
ployers have worked out with their in- 
surance carriers procedures whereby ap- 
propriate reserves are set aside to help 
provide for continuing life and dis- 
ability coverages. 

Even though a benefit plan is con- 
tributory for active employes, Metro- 
politan Life recommends that the entire 
cost of coverage for retired employes 
be borne by the employer, Mr. Buell 
concluded. If the employe is making no 
contribution, the reduction in benefits is 
more palatable to him. There are ad- 
ministrative difficulties in collecting con- 
tributions from retired employes. And, 
in any event, while the employe con- 
tributions would represent only a small 
part of the actual cost of term insur- 
ance at the ages involved, they might 
represent a significant part of the em- 
ploye’s retirement income. 


Some 


Canada Life Dividends 


Canada Life will continue last year’s 
dividend scale with minor increases on 


some paid-up policies. Interest on divi- 
dends accumulating at interest and on 
policy proceeds left under settlement 


options will continue at 3% except where 
a higher rate has been guaranteed. 





Send resume or letter to: 


300 BROADWAY 





SALES PROMOTION OPPORTUNITY 
Seeking skilled copywriter, promotion man or woman. Promote 
direct mail, write leaflets, booklets, etc. Opportunity for broadening 
experience, skills, job satisfaction, advancement. 


GORDON HULL, Director of Sales Services 
The Mutual Benefit Life Insurance Company 


NEWARK 4, NEW JERSEY 





Northwestern Mutual Finance Committee Visits California 





Finance Committee Group, left to right—Karl Maier, Jr., Walter S. Lindsay, Wil- 
liam C. Frye, Harold S. Falk, Edmund Fitzgerald, Howard J. Tobin, W. D. Van 
Dyke, Jr.. Henry R. Trumbower, Charles F. Isley. 


The accompanying picture shows 


the finance 


committee of Northwestern 


Mutual when it arrived in California with President Edmund Fitzgerald on a week's 


tour in the state inspecting areas where the company 
Angeles area alone these investments aggregate $113,300,000 and 


loans. In the Los 


the company’s mortgage loan account in California now 


has mortgage investment 


exceeds $227,000,000. At 


end of 1953 Northwestern Mutual had 27,537 residential loans in California where 
its insurance in force is more than $400,000,000 


Accompanying Mr. 
Mining Co.; William C. 
chairman of Marshall and Isley 
of economics, University 
Walter S. Lindsay, investments; 
president; Karl Maier, Jr., 


Bank; 


Fitzgerald were W. D. Van Dyke, Jr., 
Frye, former president, 
Henry R. 
of Wisconsin; Harold S. 


Howard J. 
resident loans manager for the company. 


president, Mineral 

Charles F. Isley, 
professor emeritus 
Falk Corp.; 
Mutual, vice 


Chain Belt Co.; 
Trumbower, 
Falk, president, 

Northwestern 


Tobin, 


While in Los Angeles the finance committee was given a reception at California 


Club by John Mage, 


Women’s Quarter Million 
Table to Hear Shanks 


The Women’s Quarter Million Dollar 
Round Table will have Carrol M. 
Shanks, president, The Prudential, as 
the principal speaker at its 
dinner to be held in Boston, September 21. 
The business meeting of the WQMDRT 
will be on September 20. 

Chairman of the Women’s Quarter 
Million Dollar Round Table is Matilda 
Wells, Prudential, Detroit. Florence Mc- 
Connell, John Hancock, Galesburg, III, 
is program chairman. The 1954-55 mem- 
bership is over 200. 


annual 





LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 








Los Angeles general agent. 


Hear Ernest H. Perkins 
Ernest H. Perkins, CLU, Albany, N. Y., 


eastern regional vice president of the 
American Society of Chartered Life Ur- 
derwriters, was the speaker at the 
Newark CLU Chapter luncheon meeting 
this week. His subject was “The New 
Look of CLU.” 

Mr. Perkins is general agent at Albany 
for Provident Mutual Life. During the 
last 15 years he has served as president 
of every professional life insurance group 
in the Albany area: the Albany Associa- 


tion of Life Underwriters, the Albany 
General Agents and Managers Associa- 
tion, the Eastern New York Chapter of 


the American Society of Chartered Life 
Underwriters, the Life Insurance and 
Trust Council for Eastern New York, 
and the New York State Associatiin of 
Life Underwriters. He is also active in 
religious, fraternal, civic and educational 
affairs. Currently he has official positions 
in the Federation of Churches in Albany 
and vicinity, the Westminister Pres- 
byterian Church of Albany and_ the 
Masters Lodge, F. and A. M. He has 
held leadership positions also as trustee 
of Alfred University, vice president ot 
the Albany YMCA and regent of the 
Philip Livingston Chapter, SAR. 





You Will 


395 Commonwealth Avenue 





HEARTHSTONE INSURANCE CO. OF MASS. 
Boston 15, Mass. 


Are You on the Right Track? 
Are You Heading inthe Right Direction? 


9e0..:.44t Toe 


Represent — 
Conmeep INSURANCE co. OF orm gy 
Chicago 40 


COMBINED AMERICAN INSURANCE co. 
. mn. 2817 Maple Avenue Dalles 4, Tex. 


W. CLEMENT STONE, President 
of the Combined Group 
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Elected President of 
Life Insurance Counsel 
















Boris, Boston 


JOHN BARKER, JR. 


At the meeting sof the Association of 
Life Insurance Counsel held at White 
Sulphur Springs, W. Va. last week, John 
Barker, Jr., vice president and general 
counsel of New England Mutual Life, 
was elected president of the Association. 
Elected vice president was Charles G. 
Dougherty, 2nd vice president of Metro- 
politan Life; and secretary-treasurer is 
Chester L. Fisher, insurance relations 
assistant, Metropolitan Life. Mr. Dough- 
erty is head of the Insurance Relations 
Division of Metropolitan. 

Mr. Barker graduated from Williams 
College in 1927 Phi Beta Kappa and 
from Harvard Law School in 1930. Im- 
mediately after graduating he went with 
the Boston law firm of Choate, Hall & 
Stewart where he remained until he 
joined New England Mutual Life as at- 
torney in 1936. He was made counsel of 
the company in 1942, general counsel in 
1948 and vice president in 1950. In World 
War II he served in the Navy as a 
lieutenant commander. He has served 
as chairman of the joint committee on 
practice of law for ALC and LIAA and 
as a member of the joint legislative 
committee. 


Claim Ass’n Meeting 
Louis L. Graham, secretary, Interna- 
tional Claim Association, announced to 
the membership, that at the annual 
meeting an entire day, Tuesday, Septem- 
ber 14, will be devoted to a life, Group 
and personal accident and accident and 
health seminar. 

The life seminar, under the chairman- 
ship of Daniel A. McCabe, Prudential, 
will deal with all questions arising un- 
der life policies, including those relating 
to face amount death payments, acciden- 
tal death, and total disability. 

The Group seminar, under the chair- 

manship of George W. Lane, Jr., Metro- 
politan Life, will deal with all questions 
arising under Group coverages, including 
the death and disability benefits, acci- 
dental death and dismemberment, medi- 
cal, surgical, hospital, and_ so-called 
“catastrophic” or major medical cover- 
age. 
_ The personal accident and health sem- 
inar under the chairmanship of Howard 
LeClair, Mutual Benefit Health & Acci- 
dent Association, will deal with all ques- 
tions arising under personal accident 
and health coverage, including acciden- 
tal death and dismemberment, total and 
partial disability, personal or family 
Group, medical, surgical, hospitalization, 
and major medical coverage. 

The annual meeting will be held at 
Wentworth - By - The - Sea, Portsmouth, 
a Hampshire, September 13, 14 and 


N. H. Assn. Conference 


The annual sales conference sponsored 
by the New Hampshire Association of 
Life Underwriters was held May 20, at 
the Carpenter Hotel in Manchester. 
Myron N. Boyd, CLU, executive vice 
president of the association and manager 
of New York Life’s branch office in 
Manchester served as chairman. 

Speakers were Basil S. Collins, CLU, 
vice president, Old Colony Trust Co., 
Joston, and past president of the Boston 





Life Insurance and Trust Council; 
Leland F. Lyons, CLU, vice president of 
the northeastern division of New York 
Life; Osborne Bethea, treasurer of Na- 
tional Association of Life Underwriters 
and manager of the Prudential’s Newark 
Home Office Agency and Erwin D. 
Canham, editor of the Christian Science 
Monitor. 

Among the visitors were Lane Dwin- 
nell, president of the State Senate and 
Donald H. Knowlton, Insurance Commis- 
sioner, State of New Hampshire. 








Honor Lambert M. Huppeler 

General agents of New England Mu- 
tual Life in New York City, Brooklyn 
and Newark, gave a luncheon recently 
at the Harvard Club for Lambert M. 
Huppeler, new vice president of the 
company. George Byrnes, who suc- 
ceeded Mr. Huppeler on May 15 as 
general agent in New York, also at- 
tended and was welcomed to his new 
post by those present. 

Mr. Huppeler was presented with a 
handsome desk set for his new office. 



















Our splendid field force with life insurance sales in 1950, 






1951, 1952, and 1953 surpassing all previous high levels 






. - . and with a head start for a still higher all-time 
record in 1954... 


The 82 Massachusetts Mutual members of the 1954 Million Dollar 
Round Table. (65 in 1953 when only three companies had more)... 

















The 36 representatives who placed $1,000,000 or more ordinary 
in the Massachusetts Mutual in 1953... 









The 166 Massachusetts Mutual men and women who wear the C. L. U. 
key. Only five companies have more . . . 










The 515 qualified members of the Massachusetts Mutual Leaders Club 
for 1954 who had a 1953 sales average of $576,218 . .. 





Our 354 representatives who received the 1953 National Quality 
Award — exceeded by only five companies . . . 










Our two top group producers who tied for leadership, each with 
1953 sales of $4,126,929 ... 






The 71 members of our 1952-53 Home Office Schools for Career 
Underwriters who delivered an average of $188,000 in 6 months 
following attendance and . . . 









Henry Hays of our Rochester Agency with 1953 







sales of $4,100,371 ordinary in our company, the 







largest volume ever sold by a Massachusetts Mutual 





agent in a single year. 










Massachusetts Mutual 


Life Insurance Company 
Springfield, Massachusetts 
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Late Charles E. Ives A Genius 


but vital figure in American music to 
whom public recognition came slowly 


Charles E. Ives, who died last week, 
and who was former partner of Julian 
S. Myrick in the firm of Ives & Myrick, 
managers of Mutual Life, gave no ink- 
ling to the hundreds of producers who 
had business with the firm that he was 
a cultural genius who at the time of his 
death would be a famous figure in the 
world of music. He became a serious 





IVES 


CHARLES E. 


composer whom critics regarded as pos- 
sessing the greatest talent of the kind 
in America; the most advanced in his 
musical thinking. 

Born in Danbury, Conn., Ives, whose 
father was a bandmaster in General 
Grant’s Army, matriculated as a music 
student at Yale when he studied under 
the most famous music teachers of the 
country, including Horatio Parker and 
Dudley Buck. He began to compose 
for the organ before he got his B.A. 
degree in 1898. While in college he was 
a church organist and also became a 
choirmaster. 

Ives and Myrick Formed 


Ives worked during the week in the 
life insurance business, which was how 
he met Julian Myrick. The two became 
pals and eventually partners. Although 
decidedly contrasting personalities they 
worked as such an effective team that 
their agency of Mutual Life became one 
of the nation’s leaders. Ives, taciturn, 
almost painfully shy but amiable and 
a keen student of the business, was the 
inside man; Myrick, a great natural 
salesman and a judge of men, met the 
world and was the principal contact 
with the home office and with the life 
underwriters association. Ives did con- 
siderable concentration in the agency, 
thinking out solutions of problems, 
writing sales literature and sales letters, 
helping agents with problems. He and 
Myrick had in their agency some of the 
finest supervisors in the town. 

Some years ago Ives, who was being 
drawn closer and closer to composition, 
left the agency and from then on spent 
most of his time at his home in West 
Redding, Conn. He also had a home at 
164 East Seventy-fourth Street, New 
York. He was 79 at the time of his 
death. 

The agency is now managed by 
Richard E. Myer. Julian S. Myrick, 
who became vice president of Mutual 
Life of New York, retired from that 
post and recently returned to the agency 
as an agent. He is chairman of Amer- 
ican College of Life Underwriters. 

Won Pulitzer Prize in Music 

Discussing Mr. Ives work as a com- 
poser, the New York Times on the day 
after his death said: 

“Charles Edward Ives was a lonely 
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and almost belatedly. He was already 
72 years old when he received the 
Pulitzer Prize in 1947—the first award 
ever given to him—and, _ typically 
enough, for a composition that had been 
lying about, unplayed, in his barn for 
35 years. 

“Two reasons, aside from Mr. Ives’ 
intense personal shyness, have been ad- 
vanced for his prolonged obscurity. The 
first, made by many performers and con- 
ductors, is that this music was ‘too diffi- 
cult,’ a finding in these days of super- 
abundant virtuosity which has been 
challenged by such critics as The New 
York Times’ Olin Downes. The second, 
as noted by writers on music like 
Henry Cowell and Noel Straus, is that 
Ives was writing compositions ‘that were 
half a century ahead of their time.’ 

“Nearly a decade before Schoenberg 
in Europe turned to atonality in musical 
structure with such works as his ‘Kam- 
mer-symphonie,’ the American composer 
had been working in his highly original 
compositions with those techniques as 
well as those of polyharmony and poly- 
rhythm which Stravinsky made famous 
in Paris a good 15 years later in his 
‘Sacre du Printempts.’” 


Mutual of Canada Opens 
Addition to Home Office 


Finance Minister Douglas C. Abbott 
was guest speaker at the opening of 
the new addition to the Mutual Life of 
Canada’s head office at Waterloo on 
May 17. K. R. MacGregor, Superin- 
tendent of Insurance for Canada, and 
R. B. Whitehead, Superintendent of 
Insurance for Ontario, were also present 
and paid tribute to the progress of the 
company. 

Mr. Abbott congratulated the Mutual 
Life on “the evidence of public and 
community spirit incorporated in this 
building” and stated “it is good to see 
a corporation taking an active part in 
and identifying itself with the broader 
and non-commercial aspects of com- 
munity life.’ The building, he said, is 
striking evidence of the growth of the 
company’s business and of the quality 
of the service to the Canadian public 
upes which that growth is based. 

H. L. Guy, general manager, intro- 
duced Mr. Abbott. The address of wel- 
come was extended by L. L. Lang, 
president of the company, who reviewed 
the company’s history. The Mutual Life 
Concert Chorus contributed musical 
numbers during the program. 

The new unit houses the auditorium, 
cafeteria, multi-purpose meeting rooms 
and offices, releasing comparable space 
in the old building for office purposes. 
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still Life — and Casualty, too. 





Broxers CAN AVOID BECOMING MUSEUM PIECES by placing their 
surplus with a Modern, progressive company. Any of our Masters 
listed below can give your surplus a sure footing. Our new asso- 
ciation plans are drawing raves from connoisseurs; our forte is 








General Agents in the New York area: 


Matt Jaffe Associates, Ltd. 
431 Fifth Ave., New York 16, N.Y. 
Winston Westchester Agency 


William Krauss Agency 
233 Fulton Avenue, Hempstead, L. I. 


The Weingarten Agency 
26 Court St., Brooklyn 1, N.Y. 
Kay P. Kwan Agency 
4 Fourth Avenue, Mount Vernon, N.Y. 5 Mott St.,New York 13,N.Y. 
Nathan Eisensmith Agency 
90-38 Parsons Bivd., Jamaica, Long Island 


Cousins and Birnbaum, Inc. 
62 William St., New York 5, N.Y, 


Associated Insurance Agency 
135-39 Northern Blvd., Flushing 54, N.Y. 


A network of General Agencies throughout Union’s 15 states is presently in formation. 
A few choice territories are still available. Write to: 


Roy A. Foan, Vice-President and Director of Agencies 


§ [ ros CASUALTY AND LIFE INSURANCE COMPANY 
17 East Prospect Avenue, Mount Vernon, N. Y. 








Purl Ansel Now in His 30th 
Year With Monarch Life 


PURL ANSEL 


Purl Ansel, general agent of the Mon- 
arch Life in Baltimore, who is the 
second oldest general agent of the com- 
pany in point of continuous service, has 
just started his 30th year with the or- 
ganization and will round out his 20th 
year in Baltimore in 1955. 

At the end of the first quarter of 
1954 Mr. Ansel’s agency stood sixth 
among all Monarch Life agencies in 
both life and A. & H. production. For 
this period his life volume showed 9% 
gain over the 1953 period and his A. & H. 
quarterly premiums are 50% ahead of 
last year’s score for the same quarter. 
His 1954 goals are $5,000,000 in paid-for 
life business and $30,000 in quarterly 
A. & H. premiums or $120,000 in annual 
premiums. 

In addition to running one of Mon- 
arch Life’s largest agencies Mr. Ansel 
is active in church, civic and insurance 
association affairs. He was recently 
elected to the board of the General 
Agents and Managers Round Table of 

3altimore. He was also named to the 
advisory committee of the Baltimore 
Life Underwriters Association of which 
Vito Marino, Metropolitan Life, is the 
recently elected president. 

Mr. Ansel is chairman emeritus of all 
committees of the Maryland Accident 
& Health Association, and is active in 
the Baltimore Civitan Club’s spring 
music festival for the benefit of retarded 
children. 

Next week he will be in Gettysburg, 
Pa., attending the annual meeting of the 
Maryland Synod, United Lutheran 
Church of America. He is a member 
of the Synod’s pension and insurance 
committee among other activities. 


Buffalo CLU Officers 


Jaques M. Stryker, a representative 
of Massachusetts Mutual Life, was 
elected president of the Buffalo Chapter 
of Chartered Life Underwriters at its 
recent annual meeting. He _ succeeds 
Leo R. Futia. Other new officers elected 
are: Vice president, Barnard B. Hoff- 
man; secretary, Albert Felmet, and 
treasurer, Joseph N. Desmon. Richard 
E. McCord was elected a director for 
a three-year term, John T. Barton for 
two years and Chauncey D. Cowles, Jr., 
for one year. 
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Life Insurance Counsel 
Changes Meeting Plans 


Hereafter the Association of Life In- 
surance Counsel will hold its annual 
meeting at White Sulphur Springs in 
the spring and will hold a December 
meeting in New York only every other 
year beginning in 1955. Heretofore the 
association had held its annual meeting 
in New York in December concurrently 
with Life Insurance Association and 
other meetings held at that time. 


Hear Harold N. Sloane 


Harold N. Sloane, CLU, general agent, 
Continental Assurance, was the featured 
speaker at an agency meeting given last 
week by Charles E. Drimal, general 
agent for Penn Mutual Life at 11 West 
Forty-second Street, New York. Mr. 
Sloane had for his topic “The Practical 
Side of Business Insurance.” 


New Post for J. D. Griffiths 


M. A. White, vice president and sec- 
retary, Jefferson Standard Life, Greens- 
boro, N.C., announces the promotion of 
John D. Griffiths to the newly created 
position of assistant superintendent of 
agencies. 

Mr. Griffiths joined Jefferson Stand- 
ard in June, 1952, going to Greensboro 
from Brooklyn. 


Wm. Eugene Hays Addresses 
Midtown Managers Assn. 


William Eugene Hayes, CLU, general 
agent in Boston for New England Mu- 
tual, addressed a recent luncheon meet- 
ing of the New York Midtown Mana- 
gers Association on “What Price 
Growth.” After observing that growth 
in life insurance is obviously a _ neces- 
sity, Mr. Hays pointed out that common 
yardsticks for mez asuring growth tend, 
by habit, to be more in terms of quan- 
titative measurements rather than quali- 
tative. As an example, he said that the 
number of new men placed under con- 
tract or a gain in production volume are 
often accepted as indications of prog- 
ress, whereas a more worthwhile stand- 
ard of accomplishment would be to 
measure growth in production stature 
of existing agents and degree of success 
obtained with new men appointed. Bet- 
ter results in each category would ob- 
viously reduce costly turnover. 

It was Mr. Hays’ thought that “per- 
haps too much emphasis is being put on 
the act of recruiting as if it were an 
end rather than means toward the ob- 
jective of building a sound agency or- 
ganization.” It is his feeling that most 
any agency can put on a number of 
men at any given time, that that part 
of the job is relatively easy compared 
to proper selection and effective train- 
ing which are by all odds more impor- 
tant. The end in sound agency build- 
ing, as Mr. Hays sees it, is to invest 
more time and energy towards raising 
the sights and production of present 
agents through continuing sales train- 
ing, clinics, and live leadership rather 
than spend the bulk of time and effort 
on recruiting as such. Accomplishment 
then would be measured more by ability 
to put over a high proportion of a rela- 
tively few recruits, rather than a low 
proportion of the many. 

Mr. Hays was introduced by Wheeler 
H. King, general agent for New Eng- 
land Mutual and president of the Mid- 
town Managers Association. 








Greensburg, Pa. Gen’! Agent 





DONALD L. FORD 


Donald L. Ford has been appointed to 
succeed Verne W. Huber as general 
agent of Northwestern Mutual Life at 
Greensburg, Pa. Mr. Huber has been 
transferred to Oshkosh, Wis., where he 
will head the Northwestern Mutual 
general agency there. Mr. Ford has 
been district agent at Altoona for the 
past six years. 


Ray D. Murphy on Board 


Of Life Insurance Assn. 


Ray D. Murphy, president of Equi- 
table Society, was elected to the board 
of directors of Life Insurance Associa- 
tion of America at its meeting. He will 
serve the unexpired term of William J. 
Cameron, who recently retired as chair- 
man of the board of Home Life of New 
York. 


$1,000,000 CASE IN BALTIMORE 


Handled There by Manufacturers Life 
Branch Office; W. M. Werber of 
Washington, D. C., the Broker 
The Manufacturers Life of Toronto, 
Canada, announced on May 20 the plac- 
ing in force of $1,000,000 of insurance 
on the life of the executive of a large 

oil company. 

The broker selected to handle this 
case was William M. Werber, Washing- 
ton, D. C., life and qualifying member 
of the Million Dollar Round Table and 
one of the outstanding experts in the 
pension trust and business insurance 
fields. 

The application for this million dollar 
policy is the largest single application 
ever received by the Baltimore branch 
office, and it is a tribute to the standing 
that Manager Jack F. Crofoot’s Agency 
has attained in the Washington-Balti- 
more area. 
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well-balanced 


well-balanced company is, we believe, a company 


. .. whose financial position is strong 
... Whose geographical market embraces a 
balance of metropolitan, town and rural 


. .. whose policy contracts include all funda- 
mental coverages... 


... whose contributions to its industry have 
been recognized as outstanding 

. .. whose growth has been steady and uniform 

... Whose size is sufficiently large to assure 
confidence and prestige 

... whose management, nevertheless, has 
never lost the common touch with agent 
and policyholder 

... whose reputation as a friendly company 
has been consistently upheld 


Fidelity is a well-balanced company 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA e 


PENNSYLVANIA 











ACTUARIAL ASSISTANT 
Excellent Opportunity 


BANKERS NATIONAL LIFE 
INSURANCE COMPANY 
Montclair, N. J. 











Newark, N. J. Association 
Holds Its Annual Meeting 


The Life Underwriters Association of 
Newark, N. J., established two new 
precedents in elections at. the annual 
meeting held recently. Stanley Aqui- 
lino, Metropolitan Life representative 
working in Montclair out of the Bloom- 
field office, was unanimously elected 
president. Mr. Aquilino is the first com- 
bination agent (writing both Ordinary 
and Industria] business) ever to serve 
as president of this association. Mary 
McKeon, assistant manager for the Pru 
dential in Newark, was unanimously 
elected’ first vice president and thus is 
in line to be the association’s first 
woman president next year. Miss Mc- 
Keon is a resident of Arlington. 

Also elected were: second vice presi- 
dent, Peter F. Daly, Jr., Bankers Na- 
tional; secretary, Joseph Koribanick, 
Manufacturers Life; treasurer, George 
Joseph, New England Mutual. 

The following directors of the associa- 
tion also were elected; for three years, 
Lorraine Groell, Lincoln National, and 
William Eagan, State Mutual; for two 
years, Bernard Lewis, The Prudential; 
and for one year, Norman Gray, Min- 
nesota Mutual. 

H. Horton Humphrey, Aetna Life, was 
chairman of the nominating committee 
Kenneth MacWhinney, John Hancock, 
outgoing association president, presided 
at the annual meeting and at the pro- 
gram following. 

E. Wayne Wood, assistant 
tendent of agencies, John 
Boston, was the guest speaker. 
ject was “The Acrostics of Sales.’ 
The next meeting of the association 
will be in September. 


Home Office Visited by 
Penn Mutual Producers 


Outstanding first-year Penn Mutual 
Life producers—l9 in all—visited the 
home office May 17, 18 and 19 as win- 
ners in the President’s Club for New 
Organization. In their first year in the 
life insurance business this group of 
young men had paid for a total of 
$7,377,416 on 1,014 lives. 

Vice President D. Bobb Slattery wel- 
comed them to Philadelphia for three 
days of educational conferences and dis- 
cussions, under the guidance of Director 
of New Organization Edmund M. Ran- 
dolph. The importance of boosting the 
number of paid lives was underscored 
by two million-dollar-producer guest 
speakers: Henry H. Kingston, of Philip 
O. Works agency, Rochester, N. Y,, 
whose yearly average is 140 lives; and 
Jack C. Krause, of William H. Nicholls, 
Jr., agency, Grand Rapids, who aver- 
ages about 100 lives yearly. Their ad- 
vice was “to expand in this business, 
just do more of what you're doing!” 
And Manager of Field Training Aaron 
M. Royal sketched for them the possi- 
bilities for covering great numbers of 
lives in the business insurance field. - 
President Adam was host to the group 
at an informal luncheon on Wednesday 
at which a discussion was held with 
these new members of his club. Mr. 
Adam outlined the company’s recent 
progress, its future plans, and replied to 
their questions completely. 
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How Perrin & Son Builds 

Up Brokers’ Good Will 
EXPLAINED BY J. L. ULLMAN 
Pittsburgh Conference Told That A.&H.., 


Fire and Casualty Claim Files Often 
Lead to Life Sales 





Julius L. Ullman, executive vice presi- 
dent, W. L. Perrin & Son, Inc., New 
York, whose paid-for life insurance in 
1953 increased 30%, all of it from general 
insurance sources, described the modus 
operandi of this agency in arousing the 
interest of the multiple line broker to 
the advantage of selling life insurance, 
at a recent Pittsburgh conference at- 
tended by several general 
Continental Assurance. 

Mr. Ullman said the first 
is to establish an atmosphere of welcome 
in an agency so that the broker will 
know that his business is appreciated. 
Next, establish his confidence in the 
ability of the office to do a thorough job 
in handling his life business. Mr. Ullman 
brought out that his office prides itself 
on being a full Jine, bona fide multiple 
line agency whose entire business comes 
through general insurance brokers. 
“They are independent contractors who 
have no ties until they bring in their 
first business to us,” he explained. 

“Thus, we are in a different role than 
our competitive life agency neighbors, 
and recognizing this difference we have 
learned how to capitalize on it. We, 
therefore, demonstrate to the broker 
how we can help him acquire new com- 
mission income from life business, per- 
haps heretofore neglected, and show 
him that this business is within easy 
reach. There are dozens of prospects 
right in the customers’ files and dozens 
more to be recommended by the custom- 
ers themselves. 


Claimants’ Files Furnish Leads 


agents of 


essential 


“Specifically, we direct their attention 
to the claimants under Continental Cas- 
ualty A. & H. coverage. For example, 
when we pay a maternity claim, our 
A. & H. hospitalization claim file is 
turned over to the life department and 
the broker is contacted by our life rep- 
resentative. We suggest to him the 
juvenile policy. When we pay a claim 
for a heart condition or other serious- 
protracted illness, or even for an-acci- 
dental death, we also refer the file to 
the life department. 

“The broker is advised to use this 
claim experience in the same manner 
as a center of influence contact. Al- 
though the claimant cannot qualify, his 
relatives, friends or business associates 
are susceptible to a life insurance ap- 
proach. The rest is up to the broker 
who knows we will do everything we 
can to help him sell the business.” 

Mr. Ullman further said that brokers 
are told how fire and compensation in- 
surance clients can be made lucrative 
sources of prospects for life business. 
He has set up a system in the Perrin 
agency which requires that the counter- 
man turn over to the life department 
an informative memorandum on every 
line on which a mortgage clause is 
shown. A letter is then sent promptly 
to these accounts. On compensation 
risks, the agency uses the payroll esti- 
mates on officers and key personnel as a 
starting point for making a life insur- 
ance sale. 

Emphasizing the value of making the 
broker feel important, Mr. Ullman said: 
“Let him know how proud you are of 
his development, how pleased you are 
that your joint efforts are producing in- 
creased commissions for him, and how 
fortunate you are to represent a fine 
company which does not relegate the 


broker to second class insurance citizen- 
ship because he is a broker.” 

Before closing Mr. Ullman gave rec- 
ognition to his life department manager 
—Warren Rehman—and his assistant— 
Al De Capico as well as to the group 
man of the agency—W. J. Tracy, who are 


doing an all-around good job. He also 
explained that on A. & H. “our people 
are trained to recommend non-cancel- 
lable coverage where it does not upset 
our regular A. & H. accounts, and then 
to refer such risks to our life depart- 
ment for followup.” 

Summarizing the said: “(1) Your 
broker must be convinced you can and 
will help him; (2) he must be made to 
feel he ‘belongs’ (3) you must not bluff 
him—admit it when you do not know 
all the details but show how quickly 
you can get them; (4) don’t be stingy 
about direct mail expense—send brokers 
informative letters frequently, varying 
them with company bulletins, and (5) be 
well informed and enthusiastic yourself.” 








John E. Greenwood Dies 


John E. Greenwood, president of the 
General Insurance Agency of Warren, 
Ohio, and also executive vice president, 
director and chairman of the executive 
the Excelsior Insurance 
died May 18 at 


He was 57 years old and was 


committee of 
Co. of Syracuse, N. Y., 
Warren. 
a former president of the Ohio Asso- 
ciation of Insurance Agents. He had 
represented the Excelsior in Ohio since 
1927. 








Are you too trusting? Do you think all Sickness & Acci- 
dent policies are alike? You won’t think so—and your prospect 
won’t think so—when you and he together run down the list of 
advantages and extra privileges which UM Noncancellable & 
Guaranteed Renewable Sickness, Accident and Hospital Policies 
provide. There’s a UM Non-Can policy designed for every Sick- 
ness and Accident need and every one of them has built into it 
vital, unique, sales-points like these : 


1 It is NONCANCELLABLE and GUARANTEED RE- 
NEWABLE. This means that as long as you pay the deposits 
the company cannot cancel, change or add a restrictive rider 
to the contract for any reason whatsoever. 


oo Gm & ¢& RS 


You may CHANGE TO A MORE HAZARDOUS OCCU- 
PATION without changing your deposits or benefits. 


There is NO LIMIT to the number of claims. 


You are considered disabled when you cannot work at YOUR 
OCCUPATION or one for which you are fitted. 


You do NOT HAVE TO BE CONFINED TO THE 
HOUSE to receive benefits under this plan. 


The COMPANY WILL PAY any deposit due during total 
disability that continues more than 90 days, and also refund 


any deposit which you may have paid during that 90 day 


period. 


Underwritten by 





INSURANCE COMPANY 


MUTUAL oF 
OF PORTLAND, MAINE 


Canadian Head Office — Montreal, P. Q. 


America's Eighth Oldest Life Insurance Company. 


Rolland E. Irish, President 


* John R. Carnochan, Vice President 


in Charge of Agencies. 


LIFE UNDERWRITERS SINCE 1848 





New York Managers to 
Hold Annual Outing June 8 


James F. MacGrath, Jr., president of 
the Life Managers’ Association of Great- 
er New York, Inc., has announced that 
Arthur L. Sullivan, chairman of the as- 
sociation’s planning committee, has ap- 
pointed Charles J. Buesing as general 
chairman of the annual outing and golf 
tournament to be held June 8, at the 
Plandome Golf Club, Plandome, L. I 

Assisting Mr. Buesing are the follow- 
ing: Attendance—Arnold Siegel (chair- 
man), Edwin J. Allen, CLU, Irving S. 
Sober, CLU, and Walter J. Brennan; 
Golf—George T. Aranyi (chairman), 
Charles N. Barton, CLU, and Burton J. 
Bookstaver; reception and raffle— H. 
G. Henderson (chairman), and Louis W. 
Sechtman, CLU; dinner—Julius L. UIl- 
Milton Altschul, 


man (chairman), and 
CLU; finances—Wheeler H. King, CLU 
(chairman), and Hilliard N. Rentner; 


prizes—Arthur L. Sullivan (chairman), 
and James F. MacGrath, Jr.; non-golfer 
activity—Walter W. Canner (chairman), 
and Arthur L. Tiedemann. 

Supervisors, home office officials, and 


other insurance guests are invited to 
this annual “stag” event. Reservations 
may be made with Mr. Buesing or 


through the association office, however, 
all reservations must be received on or 
before Friday, June 4. 


Fidelity Mutual Seminar 

Fidelity Mutual Life, Philadelphia, is 
conducting its ninth home office seminar 
for new men this week. Invitations to 
attend are on the basis of length of 
service, amount of business, and pro- 
duction trend—and are subject to the 
recommendation and sponsorship of the 
general agent. 

The purpose of the seminar is to give 
these men a full concept of the profes- 
sion of career underwriting, an oppor- 
tunity to meet company officers and de- 
partment heads and to learn how the 
departments of the company operate and 
how their operations and procedures re- 
late to life insurance selling. 

The seminar program includes such 
topics as field underwriting, prospecting, 
single- need selling, programming, the use 
of direct mail, quality business, the use 
of optional modes of settlement, and 
handling claims. In addition, a tour of 
the Home Office will give the men an 
on-the-spot understanding of the opera- 
tions of each department. 


April Life ition, 


April purchases of ‘life insurance, 
amounting to $3,187,000,000, brought the 
aggregate for the first four months of 
the year to $11,992,000,000, some 2% 
more than a year ago. The April figure, 
reported yesterday by the Life Insur- 
ance Agency Management Association, 
compared with $3,269,000,000 in April of 
last year, and $2,646,000,000 in April, 
1952. 

Purchases of Ordinary life insurance 
in April were $2,154,000,000, or 4% over 
April a year ago. This was the largest 
April total on record for Ordinary insur- 
ance. 

Industrial life insurance bought in 
April amounted to $554,000,000, an in- 
crease of 2% from the corresponding 
month last year. 

New Group life insurance amounted to 
$479,000,000 in April, a decrease of 28% 
from April a year ago, although an in- 
crease of 30% over the figure for April, 
1952. These represent new groups set up 
and do not include additions under 
group insurance contracts already in 
force. 

In the first four months of the year, 
total life insurance purchases were 2% 
higher than in the first four months of 
1953. Ordinary life insurance bought ac- 
counted for $8,038,000,000, an increase 0 
5% over last year. Industrial life insur- 
ance purchases represented $2,107,000,000 
of this year’s four-month total, prac- 
tically the same amount as last year, 
while new Group life insurance amount- 
ed to $1,847,000,000, a decline of 7% from 
the first four months of last year, 
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SMOOTH SAILING FOR THE MAN FROM EQUITABLE 


A noteworthy combination of insurance and retirement benefits protect him 
under one of the finest over-all security programs in the business 


Insurance for the insurance man—Equitable 
really believes in it! 

Equitable offers its own people one of the 
best insurance and retirement programs. 

The coverage available to Equitable repre- 
sentatives includes: 

@ group life insurance up to $20,000 


® accidental death insurance 
up to $10,000 additional 


@ hospital expense insurance* 


@ surgical expense insurance* 

@ basic medical expense insurance* 

@ major medical expense insurance* 

@ and retirement benefits that start at 65 


* for agent, wife and minor children 


More than six hundred Equitable men and 
women today receive retirement income. 
Many of them keep on selling and still draw 
benefits. Renewal commissions continue in 
every case. 

A selling career with Equitable offers more 


than a good living. The man from Equitable 
builds a lifetime of security—and his future 
gets brighter each year. 


THE 


EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE U. S. 


HOME OFFICE: 393 SEVENTH AVENUE, NEW YORK 1, N. Y. 
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Ray Murphy Talk 


(Continued from Page 1) 


Beveridge said, ‘only by taking more.’ 
The nation simply does not get some- 
thing for nothing in Social Security. 
“Another fundamental misunderstand- 
ing among many of our people has been 
that Social Security taxes are a form of 
savings being stored up for the future 
and guaranteeing their future benefits. 
In 1936, 
President Roosevelt 


when the plan was initiated, 
said in a campaign 
speech: 

“‘Here the employer 
dollar of premium for 
premium contributed by the worker, but 
both dollars are held by the government 
the worker in 


contributes one 


every dollar of 


for the benefit of 
age. In effect we have set up a 


solely 
his old 
savings accounts for the old age of the 
worker.’ 

“Use of the word ‘insurance’ 
objectionable to those in the insurance 
business. The words ‘social insurance’ slip 


is very 


easily from the tongues of many people, 
but the word ‘insurance’ suggests an in- 
dividual equity relationship which simply 
does not exist in OASI. Neither is OASI 
based on commonly accepted insurance 
principles. 

“Moreover the incorrect impression that 
OASI taxes are insurance premiums or 
savings has doubtless misled many into 
thinking that the government has suf- 
ficient money stored up to meet the 
benefits becoming payable in the future 
from wage credits already acquired. The 


uninitiated, when told that the OASI 
holds some $19 billion in government 
bonds, may have such a_ belief 


strengthened. Little do they realize that 
some $200 billion would be needed at 
the present time to cover the system’s 
accrued liabilities. 

“Essentially the OASI system is op- 
erating as a pay-as-you-go plan with 
_a moderate contingency fund available 
to act as a buffer to cover any temporary 
excess of benefit payments over tax 
receipts—an excess such as might occur 
in a business recession. To put it another 
way, OASI is a system under which 
the active workers and their employers 
are contributing the taxes necessary to 
pay benefits to their fellow citizens on 

the benefit rolls. The active workers now 
covered under the system must look for 
their old-age benefits, not in any large 
measure to the Trust Fund, but mainly 
to the willingness of the next generation 
of active workers to pay the taxes out 
of which the retirement benefits will 
come.” 


Unsound Proposals in Bill 


Mr. Murphy cited some unsound pro- 
posals in H.R. 7199 before Congress chief 
of which is again to liberalize the OASI 
benefit formula particularly raising the 
tax base from $3,600 to $4,200. 

“The new proposals would go clearly 
beyond the basic principle we must cling 
to,” Mr. Murphy insisted, “and clearly 
invade the area in which private savings, 
insurance, and pension plans should op- 
erate. Such a shift would have far-reach- 
ing effects. With no principle remaining 
to adhere to, very serious dangers would 
lie ahead. 

“Another undesirable proposal in the 
pending bill would leave out of account, 
in determining benefit eligibility and the 
benefit amount any periods in excess of 
six months in which the government 
adjudicates the individual to have been 
totally disabled. To start on the medical 
examinations and certifications necessary 
under this proposal is to open Pandora’s 
box. Coming out of the box would be all 
sorts of complaints and pressures against 
adverse determinations. If there is one 
thing which insurance companies know, 
it is that determining disability is no 
simple problem of objective physical 
measurement.” 




















Mrs. Bina West Miller, 86, for years 
the principal feminine figure of fraternal 
insurance and the pioneer president of 
Women’s Benefit Association, whose 
death was recorded in The Eastern Un- 
derwriter in April, had a remarkable 
successful career. 

Born in Columbus, Mich., and with an 
early career as a school teacher, she be- 
came concerned with former unwilling- 
ness of insurance companies to insure 
lives of women which she thought was 
largely because vital mortality data was 
not available. From a bank in Port 
Huron, Mich., she borrowed $500 and 
started WBA in that city. Forty years 
later it had 250,000 members and a 
record of $60,000,000 paid in benefits. In 
1925 she was elected the first woman 
president of National Fraternal Con- 
gress. 

As a delegate to the 1932 Republican 
national convention she seconded the 
nomination of Herbert Hoover for 
President of the U. S. Mrs. Bina West 
was national committeeman for Michi- 
gan from 1923 to 1932. She belonged to 
Daughters of the American Revolution, 
Eastern Star and numerous other wom- 
en’s organizations. Her husband was 
the late George W. Miller, who had been 
attorney for the American Baseball 
League. 


National Life of Vermont entertained 
nearly 200 persons at a_ traditional 
Vermont maple breakfast held at the 
Gunter Hotel in San Antonio, Texas, on 
May 21. 

The breakfast is one of the highlights 
of the annual convention of the Texas 
Mortgage Bankers Association, and this 
year marks the ninth time the Vermont 
company has sponsored the event. 

Officials of the Federal Housing Ad- 
ministratidn and Veterans Administra- 
tion were guests, as were mortgage loan 
correspondents throughout the South- 
west. 

They were welcomed by L. Douglas 
Meredith, executive vice president and 
chairman of committee on finance, and 
he in turn introduced President Deane 
C. Davis who addressed the gathering. 

Hosts and hostesses for National Life 
included, besides Messrs. David and 
Meredith, Mrs. Davis, Mrs. Meredith, 
Addison C. Pond, supervisor of mort- 
gages and real estate; Neil Thomason 
and W. V. Gresham, district supervisors 
of the company’s investment branch of- 
fices in Dallas and Houston, respectively. 

The gathering dined on sausages and 
stacks of hot cakes with the Green 
Mountain state’s fanciest maple syrup. 
Each guest also received an individual 
cake of Vermont’s world-famous maple 
sugar. 


The Bank of Nova Scotia of Toronto, 
Canada, has inaugurated a bank savings- 
insurance plan under which it is offering 
depositors a chance to name a 50-month 
saving objective and at the same time 
have the full value of the objective in- 
sured in case of the depositor’s death 
any time after the deposits begin. An- 
nouncement of the plan was made by 
full-page advertisements in the Toronto 
press. The Canada Life is writing the 
life insurance. 


Life of California’s field 
publication, “Pulse,” was the subject of 
a cover story in a recent issue of 
Reporting Magazine, official publication 
of the International Council of Indus- 
trial Editors. Titled “Monthly Conven- 
tion by Mail,” this case history of the 
operations of an external publication 
was written by “Pulse” Editor Milt 
Brouhard, and states how the magazine 


Occidental 





combines all the desirable features of 
the company’s major conventions held 
every 18 months. 

According to William B. Stannard, 
vice president in charge of agencies, this 


means that “Pulse” highlights each 
month points brought out at regular 
conventions—awards and honors, new 
sales ideas, company news, and a meet- 
ing place for the exchange of news of 
members of the Occidental field force. 
The article was illustrated with a 
group picture of a staff conference in 
the office of H. Dixon Trueblood, di- 
rector of public relations and advertis- 
ing, including Mr. Brouhard, Russ Tay- 
lor, Don Sorenson and Dick Thomas. 





World-wide recognition was recently 
accorded Howard Gremel of Saginaw by 
his company when he was featured in 
the Manufacturers Life “News Letter,” 
the magazine published by the company 
for its representatives. Mr. Gremel was 
selected for the honor on the basis of 
his success as a life underwriter with 
the company. In the article entitled “In- 
dustry and Integrity : 
Gremel” he was cited as the example 
of how hard work, absolute honesty, 
knowledge of his profession and famili- 
arity with the problems of his clients, 
combine as his formula for success. 

Incorporated in Canada in 1887, Manu- 
facturers Life established their first 
United States office in Detroit in 1903. 
Last year during the company’s 50th 
anniversary, new business im this coun- 
try amounted to $92 million. The busi- 
ness in force in the United States is 
now 30% of the company’s total figure 
of $1,744 million. 


Home office employes of Colonial Life 
held an old-fashioned minstrel show in 
the ballroom of the Suburban Hotel 
recently. Approximately 300 guests were 
in attendance, including the officers and 
staff and their families. 

The cast was composed of 25 male and 
female members of the home office staff. 
Interlocutor was Barry Gauffreau, and 
the end men were: Herbert Pecklers, 
Red Mulholland, Bob Phillips, and Lou 
La Salle. Soloists included Norah Far- 
rell and Anne Smith. 

One of the highlights of the show was 
a duet guitar number, “When The Saints 
Go Marching In,” by Don and Dave 
McCormick, a brother team. Other fea- 
tures of the show were a rendition of 
“Heart of My Heart,” by the Colonial 
Quartet; a combination soft-shoe tap 
number done by the Colonialettes; and a 
novelty song and dance number, “Don’t 
Get In The Lion’s Cage Tonight,” in 
the Beatrice Kay manner by Ginny 
Rosenberg. 

Director of the cast was Edna Wein, 
and the production was staged by 
Richard “Red” Mulholland. 

Uncle Francis. 





Marks 15th Anniversary 


Jefferson National Life, Indianapolis, 
celebrated its 15th anniversary recently. 
The occasion was highlighted by attain- 
ing its goal of $100,000,000 of life insur- 
ance in force. Total life insurance in 
force was $100,031,819. 

In honor of this dual occasion the Jef- 
ferson National staff celebrated with a 
birthday party. E. Kirk McKinney, 
president, was honored for his leadership 
by letters and telegrams from the field 
force and by the presentation of a gavel 
and a scroll signed by the entire home 
office staff 

Mr. McKinney referred to the com- 
pany’s record this year. In 4% months 
the field force thas written $12,131,502, 
which is 167% of the business written in 
the same period of 1953. 


C. A. Bell Promoted by 
The Bankers National 


The board of directors of Bankers 
National Life, Montclair, at its quarterly 
meeting, Friday, May 14, reelected all 
officers for the ensuing year. In addi- 
tion Charles A. Bell, manager of policy- 
owners’ service, was elected assistant 
secretary. 

The directors also declared a 5% divi- 
dend on the capital stock of the com- 
pany, payable June 22, to stockholders 
of record on May 14 





HONORED 


Abram L. Geller, Houston, Texas — 
Life Member, Million Dollar Round 
Table, and 3 times Pacific Mutual 
National Production Champion and 
Big Tree Club President, says — 


“In the Pacific Mutual tradition, 
personal achievement is greatly 
dignified. When | first earned the 
Big Tree Club Presidency in 1933, 
1 was honored in tangible ways 
that permanently enhanced my 
prestige. Ten years later, my sec- 
ond Championship again brought 
lasting recognitions that helped 
shape the pattern for still another 
‘First’ in 1953, my 25th Pacific 
Mutual year.” 
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Marks 40th Anniversary 





ALF KINCH 


Alf Kinch, agency vice president of 
Manufacturers Life, celebrated in May 
his 40th anniversary with the company. 
Starting as an underwriter in 1914, he 
joined the head office agency depart- 
ment in 1920, became agency superin- 
tendent in 1927, manager of agencies in 
1942, and agency vice president in 1951. 
For many years a major part of his 


time has been spent in the United 
States division of the Manufacturers 
Life, where under his direction business 
in force has increased ten-fold in the 
past 25 years. Last year the United 
States offices of his company produced 
$92 million of new business, and busi- 
ness in force reached a new high mark 
of $524 million in this country. 

Mr. Kinch is a familiar figure at 
American life insurance’ gatherings, 
where he has many friends and on 
whose committees he has frequently 
served. 


Awarded Life Memberships in 


Evanston Chamber of Com. 


At the annual meeting of the Evans- 
ton Chamber of Commerce held May 19, 
Harry R. Kendall, co-chairman of the 
board of Washington National, and 
George R. Kendall, chairman of the ex- 
ecutive committee, were awarded hon- 
orary life memberships in the Chamber 
in appreciation of their “many valuable 
contributions to the economical and cul- 
tural life of the Evanston community” 
and their significant roles in the “found- 
ing and development of the Washington 
National Insurance Co.” 

Mrs. G. R. Kendall received a bouquet 
of red roses. The proceedings of the 
meeting were broadcast over WEAW, 
Evanston, on Wednesday, May 19, and 
rebroadcast, Thursday, May 20. 


Wichita General Agent 

A. Wayne Lewis, long-time resident 
of Kansas and a professional insurance 
man for the past 20 years, has been 
named general agent of the Wichita of- 
fice of General American Life. He suc- 
ceeds Earl E. Strimple who is relinquish- 
ing administrative responsibility at his 
own request in order to concentrate on 
his personal production. Mr. Strimple 
will remain with the office as a district 
manager. 
_ Mr. Lewis began his insurance career 
in 1936 as an agent for The Prudential 
in Parsons, Kansas. In 1948 he became 
a_ staff manager for Prudential with 
headquarters in Pittsburgh, Kansas, and 
for the past year he has been a partner 
in the Lewis-Bodine Insurance and Real 
Estate Company at Wichita. 





Four Managers Appointed 
By American National 


American National, Galveston, has ap- 
pointed Ira W. Painton manager at 
Omaha; Gerald Hollman manager of 
Oklahoma City Agency; Hugh C. Vetter 
manager at Tulsa and F. B. (Barnes man- 
ager at Lawton. 

Mr. Painton joined the American Na- 
tional in May, 1953. He was appointed 
recruiting and training director in July, 
1953, continuing until his recent appoint- 
ment to manager. Mr. Hollman became 


associated with the company in 1944. 
During his first six months of produc- 
tion he wrote more than one-half mil- 
lion dollars worth of life insurance. He 
has qualified for the Million Dollar 
Round Table every year he has been 
with the American National. Mr. Vetter 
joined the Oklahoma Agency of Anico 
in June, 1951. His abilities earned a 
promotion to recruiting and training di- 
rector in May, 1952. Mr. F. B. Barnes 
joined the company seven years ago and 
has been a top producer since that time. 
His high production qualified him for 
membership in the Million Dollar Round 
Table for three consecutive years, 1950, 
1951 and 1952 
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American Health 


For Your Small Groups 


The sound A & H and Hospitalization-Medical 
Specialist Company—growing on a planned pro- 
gram based on dependable local agents backed by 


% GROUPS AS SMALL AS 5 MEMBERS 
% ALSO FLAT RATE FAMILY POLICIES 
% NO OTHER LINES OF INSURANCE 
% NO BUSINESS WRITTEN DIRECT 

% ALL CLAIMS SETTLED LOCALLY 























We’d like to tell you our 
story because we believe it 
can help us both as a team 


Write Direct to: 
W. deV. Washburn, President 


AMERICAN HEALTH 
INSURANCE CORPORATION 


First National Bank Building, Baltimore 3, Md. 
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Elected a Director of 
Greater Boston Chamber 





Boris, Boston 


MARGARET DIVVER 


Margaret Divver, advertising manager 
of John Hancock Mutual Life, has been 
elected a director of the Greater Boston 
Chamber of Commerce. The election took 
place at the annual meeting luncheon 


at the Sheraton Plaza Hotel in Boston 
on May 18. 
Miss Divver is the third woman to 


serve in this capacity, her predecessors 
being Dr. Sara Jordan, head of the De- 
partment of Gastroenterology, Lahey 
Clinic, and Harriet Wilinski, sales man- 
ager of William Filene’s Sons, Co., Bos- 
ton department store. 

The Advertising Federation of America 
at its convention held in Cleveland last 
year designated Miss Divver the 1953 
“Advertising Woman of the Year.” 


Illinois Ass’n Officers 


At the annual meeting of the Illinois 
State Association of Life Underwriters, 
held last week at the Hotel Orlando, 
Decatur, the following slate of officers 
and directors were elected for the year, 
1954-55: President, W. Robert Moore, 
Connecticut Mutual, Decatur; first vice 
president, A. F. Moore, CLU, Northwest- 
ern Mutual, Ottawa; second vice presi- 
dent, C. E. Lindstorm, CLU, Travelers, 
Evanston; secretary-treasurer, Glenn E. 
Lupton, Prudential, Peoria. Directors for 
three years: A. D. Crow, CLU, Lincoln 
National, Chicago; Roy D. Simon, CLU, 
Penn Mutual, Chicago; Donald K. 
Kissinger, CLU, Massachusetts Mutual, 
Decatur. 

Edson H. Chapman, Metropolitan Life, 
Chicago becomes immediate past presi- 
dent. 





April Ordinary Sales 


Nevada showed the greatest rate of 
increase in Ordinary life insurance sales 
in April with Delaware second and New 
Jersey and Oklahoma tied for third, it 
is reported by the Life Insurance Agency 
Management Association, which has 
analyzed April sales by states and lead- 
ing cities. Countrywide, Ordinary busi- 
ness increased 5% in April, compared 
with April, 1933, while Nevada sales 
gained 25%, Delaware 17% and New 
Jersey and Oklahoma, 16%. 

For the first four months, with na- 
tional Ordinary sales up 6% from the 
year before, Arizona led with an in- 
crease of 21%, with Oklahoma in second 
place, up 19% from the corresponding 
period of last year. 

Among the large cities, Los Angeles 
showed the greatest rate of increase for 
April, with a gain of 14%. Boston was 
next, with purchases up 11%. Boston led 
for the four months with a gain of 14%. 
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Foster Sees Surveys 
On A. & S. as Helpful 


CANADIAN HEALTH BOOK TOO 





Reports to Seigniory Meeting on Prog- 
ress in Group Hospital Claims Proce- 
dure and Simplified Claim Form 





In his annual report this week to the 
Canadian Life Insurance Officers Asso- 


ciation at Seigniory Club, Quebec, R. 
Leighton Foster, Q.C., general counsel, 
gave in detail the past year’s activities 
in the accident and sickness field, with 
particular reference to the surveys o! 
A. & S. insurance in Canada, group hos- 
pital claims procedure and simplification 
of claim forms. 

Mr. Foster said that the surveys, 
which have been conducted for the past 
three years, will be continued. They 
have proved effective in developing in- 
formation, via questionnaires, as to the 
number of Canadians enjoying A. aS. 
protection at the end of 1953. This work 
is under the direction of the committee 
on surveys of the Joint Committee on 
Health Insurance. 


Financing Health Services in Canada 


One of the Canadian Association’s 
major A. & S. projects last year was to 
develop a booklet entitled “Financing 
Health Services in Canada.” In discus- 
sing its contents Mr. Foster said: | 

“This booklet describes the activities 
of the voluntary agencies in the health 
insurance field and shows the results 
of the surveys of A. & S. insurance in 
Canada conducted for the three years 
1950 to 1952. It also presents extensive 
information concerning the activities of 
the Federal and provincial governments 
in providing basic health services. The 
booklet was sponsored by the Joint 
Committee on Health Insurance, organ- 
ized last vear by the All Canada In- 
surance Federation and the Canadian 
Life Insurance Officers Association. 
Well received, it is designed to indicate 
the role played by private enterprise in 
helping Canadians to finance their 
health costs and to show the greatly 
increasing extent to which the needs 
of Canadians are being met by private 
insurance agencies and basic govern- 
ment services.” ; 

Mr. Foster noted that two printings 
—10,000 copies—have been exhausted. 
Information contained in the booklet 
was also featured in an institutional ad 
sponsored by the life companies in Can- 
ada. It appeared in March in 90 daily 
newspapers, 204 weekly newspapers, 14 
farm papers and six financial papers. 
The companies sent reprints of the ad 
to their head office and field key people. 
Tt was also widely distributed to mem- 
bers of Parliament, the Provincial legis- 
latures, medical associations, hospitals, 
libraries. chambers of commerce, etc. 
Until this booklet came out “few people 
were aware that so many Canadians 
alreadv enioved protection against the 
cost of health services,” Mr. Foster said. 


Group Hospital Claims Procedure 


The report next indicated that the 
group hospital claims procedure (in- 
volving use of the uniform group hos- 
pitalization claim form and the certifica- 
tion of group hospital insurance form) 
was extended last November to the then 
uncovered areas of the Province of Oue- 
hec. It was first introduced in Ontario 
in the spring of 1950, having heen pro- 
gressively extended so that all of Can- 
ada is now covered with exception of 
the Provinces of Alberta, British Co- 
lumbia and Saskatchewan which have 
government plans of hospitalization in- 
surance 

“Generally speaking, the group hos 
pital claims procedure has been well 
received bv the hospitals,” said Mr. Fos- 
ter,” and is operating satisfactorilv al- 
though questions of detail arise from 
time to time which still require the at 
tention of the subcommittee. 

“One of our most recent activities has 
been the preparation of a booklet de- 
(Continued on Page 15) 


Prudential Not Writing 
Mutual Fund Groups 


The Prudential has notified its Group 
field force that it is not entering a 
program of Group Creditors insurance 
to cover the installment purchase of 
shares in mutual funds. 

During The Prudential’s exploration 
of this entire subject, one case was 
underwritten, the company stated. In 
this particular case life insurance is a 
component part of the mutual fund plan. 
To purchase shares, one must be gain- 
fully employed and not over age 55. 
\ll purchases are automatically covered 
by Group Creditors insurance. 

The Prudential, however, is not seek- 
ing or accepting any further Group 
Creditors insurance in connection with 
mutual funds of any kind. 


Samuel Berman Anniversary 

On June 24 General Agent Samuel 
Berman, New York City, will celebrate 
his 30th anniversary with Security Mu- 
tual Life. 

In 1950, Irving Greenblatt joined Mr. 
Berman as an associate and the agency 
has since been known as the Berman- 
Greenblatt Agency, one of Security Mu- 
tual’s 10 largest producing agencies. 

On May 25, a dinner in honor of 
Mr. Berman at the Belmont Plaza Hotel, 
was attended by his many friends and 
associates. Executives from the home of- 
fice in Binghamton, New York, who at- 
tended are: President Frederick D. 
Russell, Agency Vice President Norman 
T. Carson, Medical Director Dr. Vincent 
G. Hammond, and Underwriting Execu- 
tive William H. Harrison. 


Revises Military Premiums 

The Prudential has revised its military 
aviation extra premiums with a slight 
increase at ages 25-29 and a more sub- 
stantial increase below age 25. Because 
of the better accident experience of 
pilots who fly only large multi-engine, 
propeller-driven aircraft, decreased extra 
premiums are possible for them. 





York 38, N. Y. 








YOUNG MAN AVAILABLE NOW 
Seeking home office agency development connection with small, 
progressive life insurance company, wishing to expand its operations. 


Background—age 36, college, sales experience in field, pension 
and group administration and sales, Purdue School of Life Insurance. 
Address Box 2251, The Eastern Underwriter, 93 Nassau Street, New 















General American Agency 

Field Robinson, CLU, has been named 
general agent of the newly-reorganized 
Roswell, New Mexico, agency of General 
American Life. The new organization 
replaces the Robinson-Haut Agency, Inc., 
which Mr. Robinson operated for several 
years on an associate basis with Walter 
G. Haut. Under the new organization, 
Mr. Haut will be a district manager, 
enabling him to devote more time to 
personal production, _ 

Mr. Haut, who was formerly with the 
Paul Revere Life, served for seven years 
with the Air Force. Both he and Mr. 
Robinson are active in numerous com- 
munity organizations in and around 
Roswell. 

Mr. Robinson began his insurance 
career in 1933 with the Northwestern 
Mutual in Milwaukee. After service with 
the Air Force, he returned to North- 
western as a district agent in New 
Mexico and then served as district agent 
for Paul Revere Life. 


Inscolaw Meeting 

Owen Rall, a senior partner of the 
well known Chicago law firm of Eckert, 
Peterson and Lowry, was the principal 
speaker at the meeting of Inscolaw at 
the Yale Club on May 21. Inscolaw is an 
informal association of lawyers repre- 
senting insurance companies located in 
the New York City metropolitan area. 

Mr. Rall’s topic was “Some Hints on 
Oral Argument.” The speaker is cur- 
rently chairman of the joint committee 
on Illinois Civil Procedure, appointed by 
the Illinois State and Chicago Bar Asso- 
ciations at the suggestion of the TIli- 
nois Supreme Court. 


SET FOR BEDFORD SPRINGS MEET 


Problems To Be Viewed June 11-12 by 
Outstanding Speakers; Penn. Life 
Underwriters Assn. Sponsor 

The Eastern General Agents and Man- 
agers Conference, sponsored by the 
Pénnsylvania Association of Life Under- 
writers, will be held June 11-12 at the 
Bedford Springs Hotel, Bedford, Pa., 
with the emphasis on “A New Look at 
Management Problems.” The program 
will include the following speakers from 
the company as well as field ranks: 

W. Rankin Furey, president, Berkshire 
Life; William P. Worthington, president, 
Home Life of New York; Stuart F. 
Smith, vice president, Connecticut Gen- 
eral Lite; L: Kent: Babcock; Jr,, CLU; 
general agent of Aetna Life in Phila- 
delphia; Harold S. Brownlee, general 
agent of Equitable of Iowa in Pitts- 
burgh; Robert Waldron, public relations 
man, Bureau of Accident & Health Un- 
derwriters, New York. 

Also, Wilson Slick, general agent of 
Lincoln National Life in Johnstown, Pa.; 
Robert L. Feldman, manager of Union 
Mutual in Maine in Pittsburgh; Arthur 
Wright, manager, Metropolitan Life in 
Philadelphia; Solomon Huber, general 
agent, Mutual Benefit Life, New York; 
Francis L. Merritt, CLU, director of 
training, Mutual Benefit Life, Newark; 
Edwin E. Weller, assistant counsel, 
Provident Mutual Life, and John Fistere, 
associate publisher of “Fortune” maga- 
zine, 








Made Assistant Actuary 
_D. M. Millyard has been named as- 
sistant actuary of Imperial Life Assur- 
ance Co. of Canada. He has been with 
the company since 1936. 





We can multiply — your SALES, that is 
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Line up your present 
“problem prospects’— 
don't throw their cards 


Looked at from an 
Eastern Life stand. 
point, there may be a 
lot of “life” in those 
Prospects yet. 
Contact one of our 
General Agents. 
MURRAY APRIL, 

Director of Agencies 


INSURANCE COMPANY OF NEW YORK 
Home Office: 386 Fourth Ave., New York 16, N. Y. 
LOUIS LIPSKY, President 


“Eastern Life..The Company that can Add to Your Future” 
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Fitzgerald Talk 


(Continued from Page 3) 


and its public duty to the community, 
Mr. Fitzgerald said: 

“By and large, we thought we were 
doing our share of community work in 
Milwaukee, and thought that the in- 
evitable newspapers stories had long ago 
established Northwestern in a favorable 
light in the minds of our citizens. 
Imagine our surprise, after a precursory 
community survey to find that most rank 
and file Milwaukeeans had little or no 
idea of who we were or what we did 
for a living. 

“We are now engaged in a campaign 
to make ourselves better acquainted with 
Milwaukeeans. One aspect of this effort 
is a newspaper campaign showing our 
relationship to the economic life of the 
community in terms of our own em- 
ployes. ‘Meet the Milwaukeean who 
writes checks by the basketful.’ 

“It follows that company people repre- 
senting us in other communities are also 
judged by the standard, ‘What you are 
is pretty much who you are.’ Community 
ignorance about a life insurance company 
may be the cause of misconceptions and 
suspicion. 

“Passing from the community in which 
we live to the community in which we 
work—the insurance industry—again we 
discover that ‘Insurance Is People.’ In- 
dustry responsibility must be shared and 
participated in unless our point of view 
is to be expressed only in opposition 
after a program or change we disapprove 
has been embraced by the business. And, 
if we can express our opinion early, the 
chances of prevailing are increased.” 

Mr. Fitzgerald then turned to the 
national and international scenes. He 
said officers are asked to do chores for 
the government every once in a while. 
“We can hardly be critical of the calibre 
and effectiveness of some government 
people and at the same time be unwilling 
to lend a hand,” he observed. 


Policyholder Relationship 


Returning to his theme, Mr. Fitzgerald 
said: 

“Inevitably, all life insurance men are 
aware that the policyholders are the 
epitome of the phrase, ‘Insurance Is 
People.” The very act that creates a 
policyholder is the result of a personal 
relationship between agent and prospect. 
A man does not buy life insurance except 
for very personal reasons. He does not 
buy from an agent who fails to bring 
those reasons to light. Every action we 
take thereafter on a policy is fraught 
with personal consequences to the policy- 
holder and his beneficiaries. f 

“All of us have experienced letters of 
gratitude from policyholders and their 
survivors that have choked us_ with 
emotion, given us a deep glow of sat- 
isfaction unmatched in any other busi- 
ness enterprise. It seems to be one of 
the special rewards of being part of 
the life insurance industry. 

a submit that we should pattern our 
actions with policyholders to preserve 
the warmth and perception of individual 
personality. We have an immediate per- 
sonal relationship with our clients that 
no manufacturer or service industry can 
approximate. We should treasure it, in- 
crease it—for it is one of our most 
precious assets. 

“In our business we have a peculiar 
characteristic with which we all are 
familiar. We are concerned with day-to- 
day developments and yet we must live 
in the future. Furthermore, we must 
be Janus-faced, looking into the past 
and simultaneously peering into the un- 
known ahead of us. 

“As I see it, one of the most valuable 
legacies we can leave our companies is 
a management team (people) who will 
be able to maintain the ideals and 
Strength of the company, improve its 


performance and nurture its continued 
growth. In a few years, many of us will 
relinquish our powers to the next gen- 
eration of officers. Most likely, the same 
trepidations that stir us, made our pre- 
decessors uneasy as they turned the 
reins over to us. Each new generation 
faces a future heavy with portent. 

“None of us can sit by quietly and 
view with equanimity the possible 
terror and dangers inherent in our 
atomic age. I believe that the coming 
generations of officers will be able to 
rise to the occasion just as we did in 
the years of economic distress and hot 
and cold wars that were our lot. 

“It may be well to give fresh atten- 
tion to our relationships with the people 
in our organization, our policyholders, 
our community, our industry and our 
government. We may get to know them 
better, and they may be pleasantly sur- 
prised to know us better. The develop- 
ment of people to be heirs to whatever 
powers we possess, should be re-exam- 
ined, refined, improved and made sure. 
Because we will be remembered by what 
we leave in people a no more fragile 
heirloom ever existed. Neither has any- 
one ever matched its strength, its abil- 
ity to withstand defeat and frustration, 
its capacity to bring happiness, improve, 
and rise above its own limitations. It is 
a kind of immortality on earth.” 





Join Canadian Officers 


Two companies which joined Canadian 
Life Insurance Officers Association since 
last annual meeting are Lincoln National 
Life and State Farm Life. At the CLIOA 
convention at Seigniory Club, Quebec, 
this week those companies were repre- 
sented by Henry Rood, vice president 
and actuary, Lincoln National; and C. 
Morris Fuller, president, and Scott 
Tayor, head of agency operations for 
Ontario, State Farm Life. 


A. & S. Surveys 


(Continued on Page 14) 


scribing the essential features of the 
group hospital claims procedure. This 
booklet, designed as a manual of infor- 
mation for hospitals, will be printed in 
both French and English. The copy is 
now in the hands of the printer and a 
distribution is planned to all hospitals 
in the seven provinces where the stand- 
ard procedure is in effect.” 
Simplifying Claim Forms 

Speaking of efforts being made to sim- 

plify and standardize the physicians’ 


statements required in A. & S. claim 
forms, Mr. Foster said this study is 
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DISTINCTION 
STATE MUTUAL LIFE 


"AMERICA’S FIFTH OLDEST 
LIFE INSURANCE COMPANY 


Mar. 1844—Company granted charter 
June 1845—First life policy issued 

Nov. 1848—Paid first cash surrender 
June 1852—First of 106 consecutive dividends 
Aug. 1872—Policy No. 1 became a claim 
Dec. 1903—$100,000,000 in force 

Sept. 1926—$]/, billion in force 

Dec. 1945—First group insurance case 
Dec. 1948—$1 billion in force 

Nov. 1952—$11/ billion in force 

Nov. 1953—First S & A policy issued 


State Mutual Life Assurance Company 
OF WORCESTER, MASSACHUSETTS 
























There once were 3 partners from Pelham 
Who thought that nobody could selham 
Till our broker, by heck, 
Got 3 apps and a check— 
(He had a good story to telham).* 


*Let’s face it fellows—it’s practi- 
cally impossible to get a business 
man to part with his hard-earned 
dough for a substantial chunk of 
life insurance unless you can 
give him a darned good reason 
for doing it. You’ve got the 
prospects; we’ve got the reasons. 
Let’s go! . 


Samuel D. Agency, Inc. 
Continental Assurance Co. 


R @) Ss A N Chicago, ill. 


76 William Street, New York 5, N. Y. 
WH 3-7680 














being handled by a subcommittee of the 
standing committee of claims superin- 
tendents. “It will devote its attention 
principally to the forms used in con- 
nection wtih weekly indemnity, surgical 
expense, medical expense and diagnostic 
benefits, and for the time being at least 
will confine itself to group insurance 
coverage... .” 

Among other A. & S. matters given 
attention in the past year were the fol- 
lowing: The duplication of hospital in- 
surance coverage in the province of 
Alberta, the recognition of claims in- 
volving Christian Science treatment, the 
charges rendered by Ontario mental 
hospitals in respect of insured patients 
and the form of the benefits granted 
by the province of Ontario to sufferers 
from poliomyelitis. Mr. Foster noted 
that a subcommittee on hospital-doctor 
relationships of the standing cominittee 
on group A. & S. insurance has also 
had discussions with officials of the On- 
tario Medical Association concerning a 
proposed revision of its fee schedule and 
the procedure followed in assigning sur- 
gical benefits under both individual and 
group contracts. 


Foster on Legislation 
(Continued from Page 3) 


ticipation in the plan would be compul- 
sory for civil servants and members of 
the armed forces. Also, the plan would 
not containe a conversion privilege of 
the kind included in Group life insurance 
policies. Also. there would be lower 
limits than under insured plans. The bill 
of the Government has not vet been 
introduced 


BMA State Meeting 


Business Men’s Assurance held a state 
sales meeting for all Indiana representa- 
tives last week at the Terre Haute 
House, Terre Haute, Indiana. Arrange- 
ments for the meeting were made by 
Noel Tiams, manager of the company’s 
Indianapolis branch office, and Carl E. 
Parks, district supervisor of Terre Haute 

Manager Tiams presided at the busi- 
ness sessions which were devoted to an 
exchange of sales ideas. 

The home office was represented by 
T. W. Sayler, vice president in charge 
of sales: Lile Hopkins, sales assistant; 
C. M. Barricklow, assistant vice presi- 
dent; and J. A. Criswell, manager acci- 
dent and health claims. 


MAX F. HARRIS DEAD 

Max Farnham Harris, 69, for nine 
vears general agent at Minneapolis for 
Security Mutual Life, died recently at 
his home in Oswego, N. Y. He later 
served as general agent for the com 
pany in the Rochester and Auburn, 
N. Y., area. He left the insurance busi- 
ness to become managing editor of the 
Oswego Times. 


















(Editorial 
ey 


THE EASTERN 
UNDERWRITER 









RRO AN 
[Human Intere tp 














May 28, 1954 











THE EASTERN UNDERWRITER 





Owned and published every Friday by The Eastern Underwriter Co., 


Corporation. Office and place of business, 93-99 Nassau Street, New York 38, N. Y. 
WOrth 2-4868 





CLARENCE AXMAN, President-Treasurer 


W. L. Hapb.ey, Vice President 


Giapys P. Reap, Secretary 





Editorial Division 


CLARENCE AXMAN, Editor 
Epwin N. Eacer, Associate Editor 
A. V. MILLER, Editorial Secretary 


L. JEROME PHILP, Managing Editor 
W. L. Capp, Associate Editor 
ARTHUR E. O'LEaryY, Assistant Editor 


OLIVER J. JoNES, Associate Editor 





Business Division 


W. L. Hapiey, General Manager 


Guiapys P. Reap, Assistant Manager 





Subscription price in the United States and possessions, $5 a year. 
Single copies 25c. 


$6 a year. Foreign countries $6.50 a year. 


Canadian subscriptions, 


Remittances from outside the United States by Postal or Express Money Order or by Bank 


Draft, payable in United States Funds. 


Entered as second-class matter April 5, 
Congress, March 3, 1879. 


1907. at the post office vf New York City under act of 





NATIONAL BOARD SERVICES 


retired general at- 
Insur- 
last 
the Na- 


dedi- 


Harold C. Conick, 


torney of the Royal - Liverpool 


ance Group, in his “swan song” 


retiring president of 


Fire Underwriters, 


week as 
Board of 
his mess: 
safety and security promoted by 
the National 
array of serv- 
the 
safeguarding 


tional 


cated ve to fire insurance serv- 
ices for 
stock companies through 
Board. It 


the 


is an imposing 


ices in public interest, beyond 
contract, for 
That activity 


in scope and effective- 


insurance 


lives and property. is con- 


stantly growing 


ness, Mr. Conick stressed. 
3riefly Mr. Conick cited first the 
model building code, promulgated half 


a century ago by the National Board. 
This is a set of rules to keep people 


from getting hurt by promoting reason- 


occupants of buildings 
buildings themselves. A 
the building code 


preven- 


able safety for 
as well as to 
natural outgrowth of 


is the recommended model fire 


tion ordinance that is now used in more 
300 cities. Establishment of electric 
led to development of an 
That the first of 


use promote 


than 
power plants 
was 


electrical code. 


70 standards in today to 
safe installations. 


Mr. 


research and dissemination of 


Conick pointed out that constant 
standards 
of the Na- 


and codes form on!y one side 


tional Board’s unending campaign against 


fire. Another is the preparation of 
authoritative, authentic reports on im- 
provement of fire fighting and_ fire 


Through municipal 


half 


engineers trained by the 


pre tection facilities. 
started a century 


National Board 


fire depart- 


surveys, ago, 
inspect a city’s water supply, 


and make recom- 


likeli- 


ment efficiency, etc., 


mendations tended to lessen the 
hood of serious group fires. 

The National Board 
search division working on fire hazards 
subjects, prepar- 
fires, explosions 
or major disasters which require special 
investig and technical study. The 
research includes also investigation of a 
wide variety of fire safety problems, 
such as storage of liquid oxygen at hos- 
fuel produc- 


also has a re- 


surveys on industrial 


ing reports on unusual 


ation 


pitals and safety in rocket 
tion. 
The fight against arson thas been car- 


ried on successfully for years Mr. Conick 
pointed out, so today no arson ring is 
able to function successfully for any 


length of time. Today the arson bureau 
is devoting much of its talent to curbing 
inland marine losses. The 
adjustments of the Na- 
successful efforts 
procedures in 


dishonest 
committee on 
tional Board heads up 
to improve and _ simplify 
equitable settlement of losses. 

The the National 
Board has proved of inestimable aid in 


catastrophe plan of 


securing prompt adjustments in disaster 
areas hit by tornados, windstorms or 


explosions. The actuarial bureau devel- 


ops fire studies to help prevent fires. 
Many other services, including assis- 
tance to lawmakers, were cited by Mr. 
Conick to show the insurance buying 
public that the business of fire insur- 
ance extends its services far beyond the 


written contract of protection issued to 


the buyer. It was an impressive series 
of accomplishments which Mr. Conick 
reviewed. 
TIME TO TAKE STOCK 

This country has passed from the era 
when opportunity was the dominant 
theme to the present security-seeking 
through the instrumentalities of govern- 
ment. Some of the results of the ex- 
cessive preoccupation with the search 
for security, were pointed out by Ray 
D. Murphy, president of Equitable So- 


ciety, before the National Industrial 
Conference Board where he discussed 
the Welfare Concept on the same plat- 
form with Lord Beveridge. Mr. Murphy 
warned that it is now, in this transition 
period, that is the “time to stop and 
take stock.” In ancient Rome and many 
times since modest governmental meas- 
ures were first adopted for the relief 
of poverty and social misery primarily 


for the expedient purpose of curing un- 
rest and increasing political stability. As 
has usually happened when political ex- 
the step leads 
until desirable social 
of redis- 


motive, 
the 
becomes a 


pediency is one 
to others 
minimum method 
tribution of wealth. 

In the present stage of Social Security 
in this country with the program now 
under study by Congress contemplating 


a general revision of the law, it is a time 
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PATRICIA L. MURPHY 


Patricia L. Murphy, editor of four 
publications of the Kemper Insurance 
Group, has been elected midwest area 
director of the International Council of 
Industrial Editors. Miss Murphy, who 
last year became the first woman presi- 
dent in the history of the Industrial 
Editors Association of Chicago, will 
have jurisdiction over a six-state mid- 
west area. Two of the publications 
edited by Miss Murphy received special 


recognition last week. “The LMC 
Agent” of Lumbermens Mutual Casu- 
alty was presented an award of merit 


by the Chicago Editors Association, and 
“Kim,” the Kemper employe magazine, 
received a public service award from the 
Community Chest. 


* * * 


Byron K. Elliott, executive vice presi- 
dent of John Hancock Mutual Life, ad- 
dressed the first conference on Greater 
Boston’s Business Future, sponsored by 
the College of Business Administration, 
Boston College, on May 15. His subject 
was “Boston as a Center for Capital.” 


i Ge: ee 


Dr. Don J. Wolfram, medical director 
for Jefferson National Life, addressed 
the May dinner-meeting of the Indiana 
Home Office Underwriters Association 
in the Warren Hotel recently. His sub- 
ject was “Underwriting Some Common 
Metabolic Disorders.” 





to ask some fundamental questions and 
Mr. Murphy suggests that it is basic 
to arrive at the answers to these: How 
this system go in providing 
benefits? For much of a man’s 
security should government take respon- 
sibility? Unless there are sound answers 
to these, Socia] Security is almost certain 
One of the great 
dealing the level of 
benefits is that it is politically attractive 
to increase the formula for benefits and 
to emphasize the expectation of greater 
benefits in the future rather than to 
stress the greater taxes that will be 
necessary in the future to pay for them. 
Lord Beveridge, quoting from his ori- 
ginal report on which the Social Security 
program for Great Britain was based, 
emphasized as a fundamental principal 
that “The benefits should be given only 
on condition of adequate contribution. 
Social Security has to be paid for.” 


far should 
how 


to be pushed too far. 


dangers in with 





Jocelyn Winslow Smith, daughter of 
George Willard Smith, chairman of New 
England Mutual Life, and Mrs. Smith, 


Wilhelm Alexander 
Baumgarten on May 22 at the Congrega- 
tional Church in Cohasset, Mass. The 
bride was graduated from the Winsor 
School in 1946; from Mt. Holyoke Col- 
lege in 1950 and from Radcliffe Man- 
agement Training Program in 1953. Mr. 
Baumgarten received his master’s de- 
gree in 1951 from Delft Institute of 
Technology. They will make their home 
in Asheville, N. C 

x * * 


John F. Lydon, A. & H. manager of 
the Ocean Accident & Guarantee, re- 
cently completed 45 years of service with 
that organization. In recognition: of this 
long service record tribute was paid to 
Mr. Lydon at the recent dinner meeting 
of the Accident & Health Club of New 
York. He is a charter member and past 
president of that club. In addition Mr. 
Lydon has served as governing com- 
mittee chairman of the Bureau of A. & 
H. Underwriters and is currently chair- 
man of its nominating, occupational 
classifications and auditing committees. ; 

Eee. rank 


Edwin A. Johnson, assistant treasurer 
of Minnesota Mutual Life of St. Paul, 
has earned the professional designation 
of M.A.I. and has been awarded a mem- 
bership in the American Institute of 
Real Estate Appraisers, a_ subsidiary 
organization of the National Association 
of Real Estate Boards. There are only 
18 such members in the Twin Cities 
areas, and not more than 1,500 in the 
United States. He is also a member of 
the Minnesota Bar, president of thic 
St. Paul Mortgage Bankers association, 
and past president ey the St. Paul chap- 
ter of the Society of Residential Ap- 
praisers. Mr. Johnson has been associ- 
ated with Minnesota Mutual since 1926. 

ee 


Martin F. Lucker, claims manager of 
the London Assurance and its affiliate, 
Manhattan Fire and Marine, having 
reached retirement age is being placed 
on the company’s inactive roll as of June 
1. Known familiarly as “Pop” Lucker to 
friends in the insurance fraternity, the 
retiring loss executive said this week 
that he hoped to begin working full time 
on his twin hobbies, gardening and 
bowling. A bowling fan for 23 years, 
Mr. Lucker has been a member of a 
number of league teams on Staten Island 
and has also bowled with company teams 
in the insurance district. He is still 
looking for his first 300 game, however, 
‘with 289 his best game to date. Mr. 
Lucker started with the London Assur- 
ance in 1920 after having been previously 
associated with the Germania and _ the 
Nord Deutsche. | 


was married to 








* 


Powell B. McHaney, president of 
General American Life and the leader 
of the Central St. Louis urban rede- 
velopment organization, “Civic Progress, 
Inc.,” recently welcomed several hun- 
dred municipal officials and business 
leaders for a tour of the refurnished 
12-story home office building to see at 
first-hand what can be done to remodel 
an old structure into modern, functional 
and efficient office space. St. Louis is 
concerned about the exodus of business 
firms from the downtown to suburban 
areas and to other cities, so when the 
General American Life ‘recently com- 
pleted a remodeling of the interior of 
its downtown home office building, it 
was hailed as a graphic demonstration 
of faith by this company in the future 
development of downtown St. Louis. 

ee ee; 


Charles M. Epes, president - secretary 
of the Armstrong Roth & Cady Co. Inc., 
Buffalo, N. Y., insurance agency, has 
been elected president of the Buffalo 
Association for the Blind. 
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A Week in the Hospital 


Although often but a paragraph buried 
near the bottom of a column, an item 
which has always fascinated me is that 
about an executive who is spending a 
week in a hospital, generally a noted 
one, for the purpose of a_ physical 
check-up and a rest. That had always 
struck me as a super-duper method of 
retreating from a lot of work clogging 
a desk, of making possible six or seven 
days of dodging in comfort, even in 
luxury, the responsibilities of the hurly 


burly downtown routine. 
I have now had the opportunity of 
such an experience myself, and while 


I got the physical check-up all right, 
and kept right on getting it for the 
week I was there, I am sorry to report 
that the period of my stay, euphemis- 
tically described as “the restful phase,” 
turned out to be such a delusion that 
on the night before the day I was dis- 
charged I asked a nurse who found me 
reading at midnight if it would be de 
trop to take a sleeping pill. Disappear- 
ing, she came back with it. I then slept 
for four hours and 45 minutes, easily 
breaking every record for slumber I had 
made in the hospital. I presume others 
have left their “week of 
sleeplessly as I did. 
While I knew that the hospital I en- 
tered was one of the finest in New York 
City I was continuously amazed by its 


rest” just as 


efficiency, size of its personnel, attrac- 
tive personalities of the doctors, nurses 
and others, the care and _ attention, 


cheerful attitude of every hospital at- 
tendant entering my room with the air 
of “I am visiting a good friend of mine 
and I think there is something I can 
do for you.” 

And it is a split-second service, too, 
as no one can enter a patient’s room 
and do the definite job required by the 
visit quicker than a nurse. Frequently, 
they are behind time. They know that 
in some other room is a patient requir- 
ing a lot of attention—sometimes as 
much as an hour—occasionally a doc- 
tor with a nurse may spend almost an 
entire night in the room of a patient 
helping in the fight for life. 


I was in the hospital because of trou- 
ble with a leg; otherwise being in good 
health and spirits. However, I hadn’t 
been sleeping consistently for some 
months and I felt that now the oppor- 
tunity to catch up on these elusive nods 
was mine at last. I was mistaken. The 
reason: constant interruption. As many 


as 30 times during the day and night 
some one either knocked at the door 

















or entered without knock- 

ing, or there was some other type of 

privacy intrusion. 
Here’s the score, 


of the room, 


inning by inning, 
for one day, but only part of the score 
at that. 

Visit No. 1 is about 5:45 a.m. by the 
nurse whose mission it is to bathe you, 
if you can’t do it yourself, and to bring 
hot water to the movable table with a 
mirror attached, so you can shave. She 
has a number of rooms to visit but has 
correctly assumed that you will not 
object if her first call is on you. Visit 
No. 2 is nurse’s return to remove the 
water, basin, et al. 

Next entering the 
with a thermometer, which she puts in 
your mouth, later returning to read it. 

A jolly woman from the kitchen now 
arrives bearing a tray of food. “Eat 
every bit of this,” she says cheerily. “It 
will be good for you.” Later she reap- 
pears to take away the tray. 

Nothing doing for some minutes then 
another nurse arrives to make an injec- 
tion. A short time after that another 
nurse (occasionally accompanied by an 
interne) takes a blood test. These blood 
tests and injections are administered 
again considerably later in the day. 

Next on the horizon comes a nurse 
to make your bed. This is really a work 
of art performed with speed in which 
the sheet is turned up at corners with 
a trick V, which is turned down again. 
All bedcovers are perfectly laid, not a 
bump or ripple in sight. Making up a 
bed with some one in it is a trick 
speedily learned by student nurses. 

A girl with a mop and pail arrives 
and gives the floor a going over and 
sensing the need of friendly conversa- 
tion, she offers good-natured observa- 
tions about the weather. 

Now is about time for your doctor 
to make his daily visit. As he enters the 
room you brighten up, feeling instinc- 
tively that you are in capable hands. 
Generally he gives you some sort of 
instantaneous verdict coupled with ad- 
vice—“Do this; do that; remember to 
relax.” Doctors differ in their contact 
with patients. There is the badinage 
type; the gruff, blunt ones; the foun- 
tains of sympathy; the cheer-ups. But 
whatever the type, the doctor does not 
remain long unless the patient needs 
special attention, and then generally 
they remain standing. 

A few more persons 
pearances. 

A young man: “Do you want a morn- 
ing paper?” A young woman: “Do you 
need any toothpaste or shaving cream, 
which I can bring up to you?” A not 
so young woman: “We have a library 
if you want to borrow any books.” 

Next arrives a tall, queenly appearing, 
executive type nun. She gives the room 
a quick once over to see that every- 
thing is as spic and span as it should be. 

At noon there is the reappearance of 
the tray-woman with your lunch. You 
seem to see a reproachful look in her 
eye because you neglected to order 
something which was good for you and 


room is a nurse 


now make ap- 








for everybody—vegetables. 

Along come the afternoon attendants: 
one to deliver letters; another with 
more mail and a book or two. 


As the afternoon advances 
pleased to note that ae are having 
visits from friends. They leave, and, as 
you are about to steal a nap, the tele- 
phone rings as people begin to hear 
you are in the hospital, and it keeps 
on ringing. 

A priest appears making a social call. 
You find he has had an astounding 
career in being a recipient of life stories 
of great pathos and tragedy; but also 
those of a cheerful nature. He has 
closely watched the see-saw of life. 

On the next day another confidant 
and spiritual guide of people arrives— 
this time a Rabbi, learned, cultured but 
full of humility. 

Another visitor—a beautiful, tall, spir- 
itual woman in white, nun- like habili- 
ments. Asked about her order, she said 
she was neither a nun nor a nurse but 
was a missionary novitiate and was 
leaving soon for Korea. She is learning 
as much as she can about hospitals. 


you are 


During the hours of the night, when 
the hospital personnel is not so busy, I 
had opportunity to learn something 
about the nurses, nuns and _ internes. 
It was exhilarating observing the many 
lives devoted so earnestly and cheer- 
fully to humanitarian careers. Many of 
the women are handsome with classic, 
spiritual features. 

The internes at this hospital get $50 
a month salary, and manage to keep 
cheerful despite the long period ahead 
before they can complete their educa- 
tion. Two to whom I talked—a Prince- 
ton man and a Harvard man—told me it 
would be years before they became the 
medical specialists of the stature they 
desired to attain, but they had no re- 
grets. 

“Counting my high 
one interne told me, 
17 years in all.” 

Many of the internes when they start 
practicing hope to begin their careers 
in smaller towns as they realize how 
crowded the field is here and how much 
longer it takes to become established 
in a metropolis after their own offices 
are eventually opened. Some _ internes 
and nurses, who meet each other for 
the first time in hospitals, decide to get 
married. That is a serious decision for 
both, especially for the young doctor 
who must spend so many years in fur- 
ther education before he feels that he 
is adequ: itely equipped. One nurse told 
me she had been engaged three years 
to cne of the internes; had been to one 
Broadway dramatic show, had never at- 
tended a big musical show and she and 
her fiance did not go to expensive res- 
taurants. They were saving up every 
cent for use after their marriage. “What 
do you two do on your days off?” I 
asked. 

“If it is a clear day, we go to Jones 
Beach,” she replied. “If it isn’t, we go 
to museums, or stroll in the parks or 


school training,” 
“T think it will be 


about other interesting sections of the 
city. It is surprising how many things 
you can do in New York City which 


do not cost a cent.” 

The hospital where I spent the week 
was St. Vincent’s, on Twelfth Street 
and Seventh Avenue. My room was in 
the Alfred E. Smith annex. Probably 
as popular a person as New York City 
ever had, Al Smith rose from a poor 
East Side boy to become Governor of 
New York in which post he served 
several terms and then ran for President 
of the United States, which election he 
lost. Naturally, it was not difficult rais- 
ing funds for the Alfred E. Smith An- 
nex because of the magic connected with 
his name. 

While one of the great hospitals of 
New York with the latest of medical 


appliances its patients share the same 
experiences as in other hospitals—i.e., 
it is easy to be sleepy therein, but it 
is difficult to sleep. 


McAndrews Adjustment Co., Inc., 
Carries on Tradition of Late 
Prentiss Reed 


Prentiss Bishop Reed, who passed 
away last June after a distinguished 
career in insurance and who was long 
recognized as the outstanding independ- 
ent adjuster in the property insurance 
field, still favorably influences present- 
day adjustments through the books he 
wrote, the classes he taught and the 
men and women in his own office whom 
he instructed in all phases of claim 
work. 

Although Prentiss B. 
Inc., no longer exists as an’ operating 
adjustment firm, the Reed tradition, 
skill and methods of operation are car- 
ried on today by the McAndrews Ad- 


Reed & Co,, 


justment Co., Inc., at 6 Platt Street, 
New York City. 
Just before Mr. Reed died, McGraw. 


Hill Book Co. published a revised edi- 
tion of “Adjustments of Property 
Losses,” by Mr. Reed. This book, the 
first edition of which appeared in 1929, 
is an authoritative manual on adjust- 
ment procedure in accordance with con- 
tracts of insurance. The book contains 
nearly 700 pages and reveals Mr. Reed’s 
tremendous knowledge of facts and also 
human nature. 

In his insurance career covering a 
period of about 57 years Mr. Reed had 
specialized in loss adjustments for 
nearly half a century. He formed his 
own firm in 1935 after having been as- 
sociated with Wagner and Glidden, Inc., 
and Toplis and Harding, Inc., for three 
years. Prior to that he had been as- 
sistant United States manager of the 
Phoenix Assurance in charge of losses. 
A native of Atlanta, Ga., he gained his 
early experience in the South with Ed- 
win G. Seibels, the Home Insurance Co. 
and the Southern Adjustment Bureau. 
He went with the Phoenix Assurance in 
1921 as general adjuster. 

A keen student of human nature, as 
any competent adjuster must be, Mr. 
Reed chose able men of integrity to 
assist him. After he had operated his 
own adjusting firm for several years he 
incorporated so as to lighten his own 
burdens and pass some of the work and 
responsibility to younger shoulders. 

One of those he selected was John 
J. McAndrews, who joined Mr. Reed in 
1947 and was vice president of Prentiss 
B. Reed & Co. when Mr. Reed died. 
Two other top men with Mr. Reed who 
are today associated with the Mc- 
Andrews Adjustment Co., Inc., are Felix 


J. McAndrews, brother of John, vice 
president of the new firm formed late 
in 1953, and John F. Satterlee, former 


general adjuster for the Atlas Assur- 
ance, who joined the Reed organization 
about two years ago. William G. Gun- 
ther went with Mr. Reed some months 
before the latter died and has remained 
with the new firm. 


Today the McAndrews organization 
is well known as an independent ad- 
justing firm representing insurance 


companies on important fire, allied lines 
and inland marine losses. It is doing a 
good business as the companies have 
confidence in the skill and high char- 
acter of men who passed the tests of 
standards established by Mr. Reed for 
his own firm. 

John J. McAndrews entered insurance 
in 1930 following graduation from Villa- 
nova University, located near Philadel- 
phia. An excellent athlete in football 
and baseball he had received an athletic 
scholarship and played right half-back 
on the Villanova team. He had to be 
good in both athletics and studies, for 
the university always has had a better 
than average team and the players re- 
ceive no favoritism with respect to pass- 
ing grades in their studies. 

Mr. McAndrew s’ first connection with 
insurance was in the Hall & Henshaw 
Agency in New York City. Later he 
served with the Hartford Fire and 
Phoenix of London, with each in the 
production branch of the business in 
New York City. 

About 13 years ago Mr. McAndrews 
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Cooney President of 
Adjustment Bureau 


SUCCEEDS CONICK AS HEAD 





Lilly Executive Vice President and 
Winchester General Manager; Allen 
and Black Vice Presidents 
John R. Cooney, president of Fire- 
men’s Insurance Co., was elected presi- 
dent of General Adjustment 3ureau, 
Inc., at the meeting of its board of 
directors last week. Philip M. Winches- 





Blackstone Studios 
JOHN R. COONEY 


ter was appointed general manager, suc- 
ceeding G. W. Lilly who was elected 
executive vice president. Clinton L. Al- 
len, president of the Aetna Insurance 
Co., and Kenneth E. Black, president 
of the Home Insurance Co., were elected 
vice presidents at the same meeting. 
Mr. Cooney, who has served on the 
bureau’s board of directors since 1936, 





LB og 


GEORGE W. 


president of the 
bureau in 1950. Mr. Allen was elected 
to the board in May, 1951, and Mr. 
Black was elected to the board in Janu- 
ary, 1954. 
Lilly 42 Years in Loss Work 
Mr. Lilly has devoted more than 42 


was elected a _ vice 





Bachrach 
M. WINCHESTER 


PHILIP 


years to loss matters. His career started 
when he became an adjuster with the 
Western Adjustment and Inspection Co. 
in northern Minnesota, after which he 
moved to increasingly important posi- 
tions with that organization until 1922 
when he left to become general adjuster 
of the Continental Insurance Co.’s West- 
ern department. In 1925 he was ap- 
pointed general adjuster of the Western 
department of all America Fore Com- 
panies. 

With the formation of the Fire Com- 
panies’ Adjustment Bureau, Inc., Mr. 
Lilly was selected as its general mana- 
ger, and in 1931 he began the organiza- 
tional work which has resulted in the 
present General Adjustment Bureau, 
Inc. In his new capacity, Mr. Lilly is 
the chief executive officer of the bureau. 


Winchester Joined in 1921 


Mr. Winchester’s insurance experience 
extends over a period of 34 years, 30 
of which were in bureau service. He 
started his insurance career as a clerk 
with the Boston Insurance Co. in 1920, 
and the following year joined General 
Adjustment Bureau, Inc., as a clerk in 
the Philadelphia bri anch. In 1923 he 
went with the Phoenix of London and 
later became associated with the Union 
Insurance Society of Canton where he 
was in charge of its loss department. 
He returned to the bureau in 1926 as a 
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ST. PAUL BUYS GEN’L AGENCY 





Acquires George A. Rapp & Co. of Chi- 
cago Which Will Be Operated as 
Geo. A. Rapp Department 

The St. Paul Fire & Marine has pur- 
chased the Chicago general agency of 


George A. Rapp and Company, which 
will be operated as the “Geo. A. Rapp 


Department.” All employes of the George 
A. Rapp Company have become em- 
ployes of the St. Paul Fire & Marine. 

George A. Rapp is manager, Edmund 
G. Heller assistant manager, Walter A. 
Williams, office manager, and Edward R. 
Rossi special agent. 

Arrangements are now going forward 
to provide direct company representa- 
tion of many of the former sub-agents 
of George A. Rapp Co. and those agents 
affected will continue to report their 
business through the Geo. A. Rapp De- 
partment as heretofore. No facilities will 
be available for over-the-counter busi- 
ness. 

There will be no change in the St. 
Paul Companies’ operations in Chicago 
under the supervision of D. M. Fleming, 
or in Hlinois under the supervision of 
the state agents in their respective terri- 
tories. 


North America Companies 


Open Syracuse Building 

The North America Companies opened 
their own building in Syracuse last week, 
at 750 James Street after 10 months of 
construction. It was the scene of a busi- 
ness and civic reception with John A. 
Diemand, president, and Herbert P. 
Stellwagon, vice president, as hosts to 
several hundred Syracusans. 

Five other vice presidents, Bradford 
Smith, James M. Crawford, R. S. Rob- 
ins, R. G. Osgood, C. F. Littlepage, and 
r. E. Walton, assistant vice president, 
and R. E. Miller, assistant secretary, 
were present from the home office in 
Philadelphia. 


Yorkshire Companies 
Move Office in Newark 


The Yorkshire Insurance Co. and the 
Seaboard Fire & Marine have moved 
their Newark, N. J., branch office to 
1103 Raymond Commerce Building, 1180 
Raymond Boulevard. Louis A. Vilella is 
manager of the branch office. 


Auto Thefts on Rise 


Automobile thefts and fraudulent auto- 
mobile fires were up about 35% in the 
seven month period ending April 1, W. 
J. Davis, manager of the National Auto- 
mobile Theft Bureau in Chicago, said 
last week when addressing the Claim 
Conference of Mutual Casualty Com- 
panies. He said this rise is in line with 
economic causes, with recessions show- 
ing sharp gains tn thefts and fires. 
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Cox President of 
Virginia Agents’ Assn. 


ANNUAL CONVENTION IS HELD 





Morgan Elected Vice President, Robert- 
son, Secretary-Treasurer, and Arthur 
State National Director 





Albert E. Cox, Danville, Va., was 
elected president of the Virginia "Asso- 
ciation of Insurance Agents on the sec- 
ond day of the association’s 56th annual 
convention meeting at the Cavalier 
Hotel, Virginia Beach, Monday, Tues- 
day and Wednesday, May 24, 25 and 20. 

Mr. Cox, 44, will assume office July 1. 
He has been active in association work 
for many years, having served on the 
board of directors for four years be- 
fore becoming vice president and chair- 
man of the board in July of last year. 
He is a member of the NAIA’s accident 
prevention committee and is a_ past 
chairman of the NAIA accident preven- 
tion committee, hail committee, and 
agents’ licensing committee, and present 
chairman of the special driver training 
committee. He served as president of 
the Local Board of Fire & Casualty 
Underwriters of Danville for four years, 
and has a long record of participation in 
local and state political and civic or- 
ganizations. 

Entered Insurance in 1934 

President-elect Cox entered insurance 
as a local agent in 1934, and formed his 
present partnership with T. Stanley 
Goodridge, under the firm name of Cox 
and Goodridge, on January 1, 1940. Cox 
and Goodridge is known as one of the 
largest hail-writing agencies in Virginia. 

Other officers elected for the fiscal 
year 1954-55, are: Edwin J. Morgan, 
Hampton, vice president; Giles M. 
Robertson, Richmond, secretary-treas- 
urer; J. Victor Arthur, Sr., Winchester, 
state national director. 

District directors for the coming year 
will be G. Keith McMurran, Newport 
News; Charles M. Fintoff, Suffolk; 
William R. Walker, Richmond; D’Arcy 


W. Roper, II, Petersburg; Richard F. 
Burke, III, Lynchburg; Reginald M. 
Wood, Roanoke; William A. Rinehart, 


ran, Charlottesville; Henry Downing, 
Front Royal; H. Aulick Burke, Bristol; 
Edward K. Uhler, Annandale; and, as 
director-at-large, William H. Branch, 
Richmond. 

William N. Day of Richmond, is ex- 
ecutive secretary, and T. Nelson Parker, 
Richmond, general counsel. 


Ralston Scottish Union 
Special in Del. and Md. 


John Newlands, general attorney of 
the Scottish Union and National, an- 
nounces appointment of Kenneth R. 
Ralston as special agent in Delaware, 
District of Columbia and Maryland. Mr. 
Ralston is a graduate of the University 
of Kentucky and is a veteran of World 
War II, having served three years with 
the United States Army. 

Mr. Ralston has had considerable ex- 
perience in the insurance business, in- 
cluding training at the home office of 
the Scottish Union Group. He will make 
his headquarters at 406 American Build- 
ing, Baltimore. 


Ryder Inland Marine Mgr. 
St. Paul Cos. in East 


George W. Coward, resident vice 
president in New York, of the St. Paul 
Companies, announces the appointment 
of Edwin F. Ryder as inland marine 
manager of the Eastern department. Mr. 
Ryder has spent his entire career in the 
inland marine field commencing in 1932 
with the Phoenix Assurance and has 
been associated with other prominent 
inland marine companies. 

J. William Midgley is appointed as 
manager of the jewelers’ block depart- 
ment with which he has been connected 
for a number of years. 


May 28, 1954 
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Herd, Hullett, Ackerman, Truscott 
Elected Officers for Coming Year 


As was expected J. Victor Herd, ex- 
ecutive vice president of the America 
Fore Insurance Group, was elected presi- 
dent of the National Board of Fire Un- 
derwriters at the annual meeting at the 
Hotel Commodore in New York City on 
May 20. J. C. Hullett, president of the 
Hartford Fire, was named vice presi- 
dent. Daniel R. Ackerman, chairman of 
the board of the Great American, was 
elected treasurer, succeeding Harold V. 
Smith, chairman of the board of the 
Home Insurance Co., who declined re- 
nomination. Barry Truscott, president of 
the Camden Fire, continues as secretary. 

New members of the executive com- 
mittee of the National Board are Clyde 
M. Marshall, vice president of the 
Aetna; Harry M. Miller, United States 
general attorney of the Commercial 
Union Assurance; W. L. Nolen, United 
States manager of the North British & 
Mercantile; William B. Rearden, execu- 
tive vice president of the Firemen’s of 
Newark, and F. Elmer Sammons, presi- 
dent of the Hanover Fire. William A. 
Rattelman, president of the National 
Union Fire of Pittsburgh, was elected to 
the executive committee for one year to 
fill the unexpired term of Mr. Hullett, 
who served as chairman of that com- 
mittee during the last year. 


J. Victor Herd 


Mr. Herd is a former chairman of the 
National Board’s executive committee 
(1951-1952); chairman of the committee 
on laws (1947-1951); member of com- 
mittee on laws (1951-1953) and member 
of public relations committee (1942-1951). 

Born in Milwaukee, Wis., he started 
his insurance career in St. Louis in 1917 
and in 1942 was elected secretary of all 
the fire companies of the America Fore 
Group. 

During World War II he served as 
vice president of War Damage Corpora- 
tion as immediate assistant to War Dam- 
age Corporation Executive Vice Presi- 
dent F. A. Christensen. He was elected 
vice president of the America Fore fire 
companies in 1944 and elected vice presi- 
dent of all companies of the America 
Fore Group in 1946, He has been ex- 
ecutive vice president of America Fore 
since 1951. 

He is a director of all companies of 
the America Fore Group; Insurance 
Society; General Adjustment Bureau, 
Inc.; Underw ate Salvage Company of 
New York; U. P. & I. Agency and a 


member of the be of trustees, Ameri- 


JAMES C. HULLETT 
Vice President 


can Institute for Property and Liability 
Underwriters, Inc. 
Hullett Career 


Mr. Hullett, who was chairman of the 
National Board’s executive committee, 
has made his career in the fire insurance 
business. He was born in Bowling Green, 
Ky. He attended West Kentucky State 
College for two years before transferring 
to Northwestern University and there 
completed a two-year scholarship course 
in business administration sponsored by 
the fire insurance business. 

In 1929 Mr. Hullett joined the Hart- 
ford Fire. Twenty-five years later he 
was elected its president. 

Mr. Hullett is a member of the execu- 
tive committee of the Factory Insurance 
Association, a director of the General 
Adjustment Bureau, Inc., trustee of Un- 
derwriters’ Laboratories, Inc., and a di- 
rector of National Board Building Cor- 
poration. 

He is a former chairman of the Na- 
tional Board’s committee on laws (1951- 
1953) ; former chairman of the committee 
on cooperation with other companies 
(1949-1951), and a former member of 
the actuarial bureau committee (1948- 
1953). 

Daniel R. Ackerman 


Mr. Ackerman, who for the past three 
years has been chairman of the finance 
committee of the National Board, entered 
the insurance business with Great Ameri- 
can in 1907, was elected a vice president 
in 1931, a director in 1946 and chairman 
of the board in 1947. 

Mr. Ackerman has served on the fol- 
lowing committees of the National 
Board :member, uniform accounting com- 
mittee (1934-1941) and chairman, 1941- 
1946, and again member, 1946-1948; 
member, fire prevention committee, 1946- 
1949; member executive committee, 1948- 
1951. Since 1950 he has been a member 
of the committee on laws. 


MEMBERSHIP AT 217 COS. 

In the last year seven companies were 
added to the membership of the National 
Board, while two were lost by merger 
and two by resignation, leaving a total 
of 217 members. The new members are 
the American Liberty, American Marine 
and General, Christiania General of New 
York, Employers Reinsurance, Pruden- 
tial Fire of Oklahoma, Constitutional of 
New York, and U. S. branch of Union 
Reinsurance of Zurich. 





D. R. ACKERMAN 
Treasurer 





New and Retiring President, General Manager 





J. Victor Herd (left), executive vice president of America Fore Group, new presi- 


dent of NBFU, accepts gavel and congratulations from 


C. Conick (center), 


retired U. S. general attorney of Royal-Liverpool Group and past president of 

NBFU, at the 88th annual meeting of the National Board of Fire Underwriters at 

the Hotel Commodore, New York, May 20. Watching is Lewis A. Vincent (right), 
general manager NBFU, reelected for his fourth year. 





Hopeful Congress Will Remove Tax 


Discrimination In Revenue Code 


The committee on laws, Charles A. 
Loughin, vice president of the Home, 
chairman, featured several Federal and 
state developments in its report to the 
National Board annual meeting in New 
York last week. Mr. Loughin stated in 
part: 

“First, at the Federal level, the pro- 
posed new Internal Revenue Code now 
pending in the Congress contains pro- 
visions which discriminate seriously 
against stock insurers. We refer to 


those sections dealing with dividends to 
stockholders of insurers and other sec- 
tions dealing with foreign income of in- 
surers. We are hopeful—in fact, some- 
what confident—that Congress will re- 
move this discrimination before the leg- 
islation is passed. Our general argu- 





Phillips Studio 
BARRY TRUSCOTT 
Secretary 


ment before the Congress for removal 
of this discrimination is developed 
around the fact that our companies are 

taxed at the full corporate rate of 52% 
on their entire net income. 

“This argument could not have been 
made had our member companies re- 
ceived any special tax treatment. The 
point is important in view of the fact 
that within the last year the business 
has been urged by at least one non- 
member company to support a proposed 
revision of the tax laws which would 
provide for special tax treatment. 


Developments at State Level 


“At the state level, the most signifi- 
cant development was the adoption of 
a new insurance code for the state of 
Arizona. The code is a full multiple 
line type. Its passage leaves only one 
state without multiple line legislation. 

“A second significant development at 
the state level was the growing tendency 
on the part of some lawyers and even 
some bar associations to attack insur- 
ance company adjustment pre ictices as 
unlawful practice of law. There is no 
reason why our companies cannot live 
in peace with the legal profession if 
adjusters are thoroughly familiar with 
the Statement of Principles agreed upon 
by the American Bar Association and 
the insurance business. 

“At neither the Federal nor the state 
level was any legislation passed which 
was seriously detrimental either to 
property insurers or to the buyers of 
property insurance. 

“Turning now to litigation, it has long 
been the policy of this committee to 
avoid litigation wherever possible. Con- 
sistent with that policy, your committee 
initiated no litigation this past year. We 
are presently engaged in two pieces of 
litigation—neither of our seeking. The 
first—a tax case—was reported to you 
at our last annual meeting. Since that 
time decision has been rendered in the 
trial court in favor of the insurance 
companies. The state has appealed and 
that appeal is still pending. The second 
is a so-called class suit against all fire 

(Continued on Page 20) 
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National Board Scholarships For 
Students In Architectural Field 


3ecause of the important part archi- 
reg play in the field of fire protection, 
the National Board of Fire Underwriters 
is establishing a scholarship program 
for architectural students. 

Announcement of this was made by 
Charles P. Jervey, at the 88th annual 
meeting of the National Board in the 
Hotel Commodore in New York last 
week and was prominently featured in 
the June issue of “Facts & Trends,” 
the board’s bi-monthly pubication, is- 
sued today. 

Mr. Jervey, who is chairman of the 
National Board’s committee on construc- 
tion of buildings, said that the program 
will be administered by the American 
Architectural Foundation, Inc., an or- 
ganization sponsored by the American 
Institute of Architects, which through 
local committees will make cz ash awards 
to promising students in accredited 
architectural colleges. 

The scholarships, Mr. Jervey said, will 
be known as the National Board of Fire 
Underwriters Scholarships and wil be 
awarded at the annual meeting of the 
American Institute of Architects. 

“Facts and Trends” 

“Facts & Trends,” which has close to 
a 300,000 distribution, devotes much of 
the current issue describing National 
Board activities in the public interest. 
One such activity is the recent produc- 
tion of a new 16 mm. color documentary 
on windstorm damage, “The Wind and 
the Fury.” The film is available in black 
and white to TV stations and in color 
to schools, clubs and civic organizations. 
Requests for bookings should be made 





Committee on po 
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insurers in a particular state for the re- 
covery of alleged improper surcharges 
for municipal taxes included in rates 
charged and collected. Local counsel 
has been retained to defend our mem- 
ber companies, presently named as de- 
fendants, and other member companies 
which become involved. 

“The results referred to in both legis- 
lation and courts represent the work of 
a great many men—local lawyers, local 
agents and employes of member com- 
panies—in states across this nation; 
men, whose vision, wisdom and energy 
are such that they protect the business, 
not only against hostile legislation but 
also (and I believe this is more impor- 
tant) against short-sighted business 
policy which leads inevitably to legisla- 
tive and judicial resentment.” 


April Fire Losses Rise 

Estimated fire losses in the United 
States during April amounted to $77,- 
933,000, it is reported by the National 
Board of Fire Underwriters. This $77,- 
933,000 loss represents an increase of 
15.7% over losses of $67,362,000 reported 
for Appril, 1953, and a decrease of 8.1% 
from losses of $84,821,000 for March, 
1954. 

Losses for the first four months of 
1954 now total $328,175,000 an increase 
of 9.3% over the first four months of 
1953, when they amounted to $300,198,000. 





DYKES SPECIAL IN FLORIDA 

The American Insurance Company 
announces appointment of John W. 
Dykes, Jr., as special agent in Tampa, 
Fla., where he will assist Special Agent 
James A. Brower. His office will be 


located in Tampa Theatre Building, 709 
Tampa. 


Franklin Street, 


through the Bureau of Communication 
Research, Inc., 13 East Thirty-seventh 
Street, New York 16, N. Y. 

Also, “Facts & Trends” reproduces 
the National Board’s current advertise- 
ment on “preparedness for disaster.” 
This is the advertisement in which the 
American National Red Cross joined 
with the National Board of Fire Un- 
derwriters to emphasize the importance 


of preparedness for disasters, such as 
tornadoes, hurricanes, fires and explo- 
sions. 

Headiined “Suppose You Came Home 
—To This!” the copy and picture of a 
dwelling torn apart by furious winds tell 
the vivid story of what happens when 
disaster strikes. 

The ad marks the first time the Red 
Cross has participated in such a joint 
project, which had its inception in last 
year’s series of devastating windstorms. 

The issue also gives emphasis to the 
fact that manufacturing plants are, ac- 
cording to a recent survey, “more vul- 
nerable” to fire. This has come about as 
a result of their use of complex and 
hazardous processes. 





Burgess Sees Monetary Policy 


Helpful to U.S. 


W. Randolph Burgess, deputy to 
Secretary of the Treasury George 
Humphrey, said last Thursday “the 
present business outlook is reassuring. 
Groundwork is being laid in the current 
business dip,” Mr. Burgess said, “for 
the healthy long-term economic growth 
of our nation.” Mr. Burgess spoke at 
the annual banquet of the National 
Board in the Commodore. 

The Treasury official, who is principal 
adviser to Mr. Humphrey on monetary 
policy, said much had been learned in 
recent years about handling economic 
ups and downs and that a major part of 
the cure was to be found in govern- 
mental tax and monetary policies. He 
said the lessons had been used by the 
Eisenhower administration to ease the 
downturn that set in after the United 
States economy hit a new peak last July, 
and to bring about an upturn. 

“The first principal,” Mr. Burgess said, 
“is to avoid and stop inflation ... the 
second principle is to recognize recession 
in its early stages and to establish a 
governmental climate favorable to re- 
covery.” 


Economic Growth 


Mr. Burgess gave a capsule history of 
what he said has happened to the 
economy since the Eisenhower admin- 
istration came into office 16 months ago 
and said: 

“Beginning with the middle of last 
year, there was a turn in the economic 
situation. The inflationary trend was 
checked; a readjustment followed. That 
readjustment involved a gradual shift 
from government to private spending, 
from the accumulation of inventories to 
their reduction, and from a steady ex- 
pansion of consumer credit to a desire to 
repay debts.” 

Mr. Burgess said the Federal Reserve 
System and the Treasury moved rapidly 
to shift from a policy of credit restraint 
to an ample credit supply. These policies, 
he said, resulted in am easy flow of 
credit to the business world just as the 
downturn set in, and made _ possible 
gradual, rather than crash liquidation of 
too-high inventories, permitted the con- 
struction industry to keep going at record 
rates, and helped business men_ shift 
from defense to civilian construction. 


Reelect Neale Head of 


Fire Protection Engineers 





National Board of Fire Underwriters 
JOHN A. NEALE 


John A. Neale was re-elected president 
of the Society of Fire Protection Engi- 
neers at the society’s annual meeting at 
the Hotel Statler in Washington. Mr. 
Neale is chief engineer of the National 
3oard of Fire Underwriters in New 
York. - : 

Other officers elected were first vice 
president, Elmer F. Reske, manager, 
Cook County Inspection Bureau, Chi- 
cago; second vice president, William G. 
Schultz, chief engineer and assistant vice 
president, Lumbermens Mutual, Mans- 
field, Ohio; and_ secretary-treasurer, 
Robert S. Moulton, technical secretary, 
National Fire Protection Association, 
Boston. 
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Dalton on Trends Toward Greater 
Coverage at Relatively Lower Cost 


The insurance industry is moving to- 
ward development of property contracts 
that afford protection against loss from 
all causes with few exceptions and ex- 
clusions, Marshall B. Dalton, president, 
Boston Manufacturers Mutual Fire, 
Boston, reported in the Hotel Statler, 
Monday, in New York, at the insurance 
conference sponsored by the American 
Management Association, 18,000-member 
business educational association. He dis- 
cussed developments in fire insurance 
and extended coverage as part of a 


panel of insurance company presidents 
who evaluated trends in the industry. 
The demand for relatively all-inclusive 
protection under package policies is in- 
creasing, Mr. Dalton said, and the fire 
insurance business has—in the main— 
met the challenge. The trend is toward 
more protection value for the same net 
premium dollar—through more compre- 
hensive coverage with deductible covers 
under multiple peril contracts at rela- 
tively lower cost. 


Multiple Lines 


Perhaps the most significant recent 
advance, according to Mr. Dalton, has 
been the enactment of statutes giving 
multiple line authority to both casualty 
and fire insurance companies. So far, he 
said, comparatively little use has been 
made of this authority because of diffi- 
culties in developing rates and because 
of the inflexibility of statutory forms. 
However, he predicted, “Given time and 
the cooperation both of buyers and 
supervisory authorities, the obvious ad- 
vantages of multiple line underwriting 
will be generally available.” 

One result : multiple line underwrit- 
ing authority has been the manufactur- 
ers output policy, which incorporates 
into one package all the forms of physi- 
cal damage coverage ordinarily available 
for application to personal property of 
an industrial firm away from the manu- 
facturing premises. This contract is still 
in an experimental stage, Mr. Dalton 
pointed out, but it has been approved 
in some 30 states and seems likely to be 
increasingly used. 

The commercial property floater or 
commercial block policy, a counterpart 
of the manufacturers output policy for 
smaller manufacturing and mercantile 
risks, was introduced on the West Coast 
last year and so far is limited to that 
area. It carries a $100 minimum pre- 
mium, unlike the Manufacturers Output 
policy with its $5,000 minimum. 

Probably the greatest progress in 
package policies has been made in resi- 
dential and personal property forms, Mr. 
Dalton said. Some combine fire, inland 
marine, and casualty coverage in a single 
contract. In this development of broader 
multiple risk cover there is a conflict 
between those companies which favor 
the all-risk approach with its indivisible 
premium and those which favor speci- 
fied peril policies with a premium de- 
veloped by combining premiums on vari- 
ous separate perils. 


Deductibles 


Although deductible insurance is not 
yet widely accepted, interest in it is 
growing, the speaker reported. Its ap- 
plication to industrial properties is 
“relatively new and is a significant de- 
velopment.” Deductibles appeal to in- 
dustry, he said, because of the incentive 
to loss prevention and because many 
large organizations are primarily con- 
cerned with protection against catas- 
trophe loss. 

A_ simplified form of business inter- 
ruption insurance has been introduced 
for small business establishments, but, 
Mr. Dalton said, it is too early to deter- 
mine the form's probable acceptance. 
There is a trend toward single interest 


forms in which the payroll coverage is 
included rather than being insured as 
a separate item. Gross earnings forms 
are growing in popularity. 

Within the insurance industry itself, 
Mr. Dalton said, attention is being 
given to the operation of London 
Lloyd’s in the American market, to prob- 
lems of the developing atomic age, and 
to the increase in subrogation activity. 
Since Lloyd’s is unlicensed in almost 
all states, he pointed out, it can de- 
velop types of coverage without being 
bound by statutory regulations or rates 
and forms; it also escapes both the 
taxes paid by the licensed companies 
and the increased expense of operating 
under insurance department supervision. 
“Much serious attention is being given 
to the problem, but no solution fair to 
all concerned has yet been found.” 

There can be no doubt, according to 
Mr. Dalton, that the insurance compa- 
nies will be called upon to provide pro- 
tection for American business as_ it 
makes wider use of the by-products of 
the atomic pile and as it turns to 
nuclear fission as a source of power. 
Already there have been instances of 
substantial use and occupancy losses as 
a result of accidents involving radio- 
active materials. The fire insurance 
companies have set up a joint fire and 
marine insurance committee on radia- 
tion which has been working with the 
Atomic Eenergy Commission in a study 
of the problems involved. 

Mr. Dalton also predicted a growth in 
subrogation activity «t all levels. Insur- 
ance against liability, whether in tort 
or in contract, is becoming of increas- 
ing importance to every individual and 
business, he said. 


JOINS AMERICAN LIBERTY 





William A. F. Smith Elected Vice Presi- 
dent and Treasurer; Recently With 
Joseph Froggatt & Co. 

Election of William A. F. Smith to 
vice president and treasurer of the 
American Liberty Insurance Co., is 
announced by Fred A. Carnell, presi- 
dent. 

The American Liberty of Birmingham, 
Ala., was organized last year and com- 
menced business early this year after 
the Penn-Liberty Insurance Co. of 
Philadelphia was merged into it. Ac- 
cording to the company’s latest annual 
statement, its policyholders’ surplus was 
$2,922,478 and its total assets were 
$4,762,144. 

Mr. Smith has been associated with 
the insurance industry since 1940 when 
he joined the Insurance Co. of North 
America Group where he later became 
chief of the internal audit department. 

More recently, Mr. Smith has been 
identified with the insurance auditing 
firm of Joseph Froggatt & Co., as resi- 
dent manager of its Philadelphia office. 


Planet Promotes Hanna 
In Fire Underwriting 


Bert Hanna has been made a super- 
intendent in the fire and marine under- 
writing department at the home office 
of the Planet Insurance Co., affiliate of 
Standard Accident, at Detroit. He will 
be responsible for Planet’s fire under- 
writing in Arkansas, Colorado, Louisi- 
ana, Missouri, Montana, New Mexico, 
Oregon, Texas, Washington, Wyoming 
and part of Idaho. 

Mr. Hanna joined Standard Accident 
in 1935 and served for a number of 
years in the casualty underwriting de- 
partment. He was made senior fire un- 
derwriter in 1951 in which position he 
has served until his present appoint- 
ment. 
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American Equitable Assurance Company 
of New York 


Organized 1918 


Globe & Republic Insurance Company of America 
Established 1862 


Merchants and Manufacturers Insurance Company 
of New York 
Organized 1849 


New York Fire Insurance Company 
Incorporated 1832 


Corroon & Reynolds, Inc. 
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Manhatten Siento. 
Thirtieth Anniversary 


ORGANIZED BY LC LONDON ASSUR. 





President Meiss Points to Steady In- 
crease in Volume of Business; in All 


States With Over 2,000 Agents 


This year marks the 30th anniversary 
of the Manhattan Fire and Marine In- 
Walter Meiss, president, 
says. Incorporated in New York State, 
the Manhattan commenced 
1924. 

The company was organized by the 
London Assurance, 





surance Co., 


business in 


one of the first two 





WALTER MEISS 


capital stock companies organized any- 
where in the world, as an American 
affiliate with a paid-in capital of $400,000 
and a surplus of $600,000. 
ter, in 1930, the capital was increased to 
$1,000,000 and in 1932 additional surplus 
of $250,000 was added. In 1951 the char- 
broadened to multiple 


Six years la- 


ter was permit 
line writings. 
The Manhattan has had four presi- 


John H. Pack- 


ard, who handled the original negotia- 


dents since its founding: 
tions leading to its formation; Everett 
W. Nourse, beginning in 1930; Chris D. 
Sheffe, 1943, and Walter 
took office in 1950. 

The volume 
increased steadily past 
three decades, with net premiums to- 
taling $2,944,755 in 1953, more than two 
and a half times the writings of a dec- 


Meiss, who 


of business written has 
through the 


ade earlier. 

A recent analysis of the company 
showed assets equal to approximately 
170% of reported liabilities, “a most 
excellent position considering that cash 


and U. S. government bond holdings 
approximate one-half of the total as- 
sets.” 


The Manhattan is represented directly 
or through general agencies in all 48 
states, the District of Columbia, Puerto 
Rico and Hawaii. The company’s poli- 
cies are issued by more than 2,000 
agents. 

“We are confident that the Manhattan 
will continue to grow,” Mr. Meiss de- 
clared. “The company’s inherent finan- 
cial strength and ownership, its long- 
range sound operating procedures and 
the proved loyalty of its thousands of 
agents are our best guarantee for the 
future. Underlying all these important 
factors is the growing evidence that 
policyholders in every section of the 
country recognize and want the kind of 
protection and service the Manhattan 
and its agents represent.” 
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New York Ex-Fieldmen’s Society 
Celebrates at 33rd Annual Dinner 


By Epwin N. Eacer 


insurance company, or just a newcomer 
at a home office from the field. Equality 
prevails and everyone has a completely 
. ‘ good time. That’s the reason so many 
delightful and of the same ex-fieldmen return year 
after year to these banquets. 


Members of the New York Ex-Field- 


men’s Society refuse to accord any 


other insurance dinner-meeting the 


honor of being more 


thoroughly enjoyable than their own. 


At the reception preceding the gala 
banquet of the National Board of Fire 
Underwriters last week the writer en- 


Wallace New Chairman 


During the past year the vice chair- 


New officers of the New York Ex-Fieldmen’s Society were elected at the annual 
dinner and business meeting held last week at the Gramercy Park Hotel in New 
York City. Left to right are Guy M. Heiser, assistant vice president of the Crum 
& Forster Group, newly elected secretary-treasurer; Michael F. Wallace, secretary 
of the Commercial Union Assurance, who is the new chairman of the Society, and 
Donald E. Maclay, secretary of the Great American, who is the new vice chairman. 


countered several top executives of fire man was Michael F. Wallace, secretary 
companies who had attended the pre- of the Commercial Union Assurance, 
vious evening, Wednesday, May 19, the with Donald E. Maclay, secretary of the 
33rd annual banquet of the New York : A 7 
Ex-Fieldmen’s Society at the Hotel American, serving as secretary- 
Gramercy. Park in New York. To a man As Mr. Rizy had completed 
their comment ran along these lines: the customary two terms he was suc- 

“I enjoy the gathering of the Ex- : 
Fieldmen better than any other affair 
i attend during the year. The intimacy, 
wide open friendliness and unquestioned 
happiness of those men of all ages is an 
inspiration. What is more, holding the 
dinner annually at the same dining room 
of the same hotel recalls joyous occasions 
of past years and reminds us that the 
society started and held its early din- 
ners at the nearby Hotel Brevoort, now 
torn down.” 


Great 
treasurer 


ceeded as chairman at the elections by 


a Popularity Never Wancs 


National Board dinners yield to none 
in excellence of menu and decor, in top 
quality of speakers and the high stand 
ing of the 800 to 1,000 insurance men 
attending. They are grand occasions, and 
invitations are treasured. Yet an affair 
of that magnitude cannot produce the 
intimate joy of those smaller reunions 
such as the Ex-Fieldmen’s. The Society 
dinner brings out about 35 former fie!d- 
men in upper New York State, with the 
Society having a membership of some- 
what over 100 men. Now it is 113. For 
more than 30 years these dinners have 
maintained their popularity, and there 
is no sign they will be less popular in 
years to come. 

J. Arthur Rizy, manager of the fire 
department of the uptown New York 
office of the North America Companies, 
as chairman of the society, presided at 
the dinner and smilingly managed to get 
the necessary business of the evening 
done between songs and anecdotes. For- 
mality is rather thoroughly discarded, 
and it makes no difference whether a 
member is 30 or 80 years of age, presi- 
dent or United States manager of an 
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Mr. Wallace. Mr. Maclay moved up to 
vice chairman and Guy Heiser, assistant 
vice president of Crum & Forster, was 
elected as the new secretary-treasurer. 

Elected to serve on the executive 
committee for three years were John 
Barclay, Maryland Casualty; Charles 
Collin, Phoenix of Hartford, and Mr. 
Rizy. Joseph Sorge, Caledonian, and 
Morton Hughes, Factory Insurance As- 
sociation, were elected to the committee 
to fill out the unexpired terms of Mr. 
Heiser and the late John Roy. 

Preceding the dinner and _ elections 
was the hour devoted to the cup that 
cheers which permitted many old friend- 
ships to be renewed and some new ones 
made. 

Every 12 months brings the pass- 
ing to the great beyond of a few mem- 
bers, to whom tributes are rendered; 
likewise the admission of several new 
members to carry on the great tradi- 
tions of the society. 

Three deaths were recorded since the 
1953 meeting. Those who died were 
John Roy, Royal-Liverpool Group; 
Lawrence C. Dameron, independent ad- 
juster and Fred Stine, General Adjust- 
ment Bureau 

New Members 

New members were elected during the 
last year as follows: 

P. D. Fogg, retired Syracuse manager, 
Travelers Insurance Co., Syracuse, N. Y. 

Donald V. Hammerlein, now an agent 
at Valatie, N. Y. 

C. W. Johnson, retired secretary, In- 
surance Co. of North America, West 
Harwich. 

Arnold Parker, general adjuster, Lon- 
don and Lancashire Group, Hartford. 


Franklin Sidway, marine supervisor, 
Providence Washington, Providence, 
Re. 

Wallace Spedding, agency — super- 


intendent, Pearl American Group, New 
York. 

A nostalgic touch was added when 
Richard S. Kissam, charter member of 
the Society, presented to the group as 
a souvenir a doorknob, suitably mounted, 
which he retrieved from the ruins of 
the Hotel Brevoort, where the dinner 
leading to the founding of the Society 
was held on March 17, 1920. The ma- 
hogany mounting was furnished by 
Herman Kraemar and the brass plate 
by Charles Collin. 

The Society followed the practice of 
recent years in donating a prize of 
$25 to the School of Insurance of the 
Insurance Society of New York to be 
presented to a worthy student. William 


B. Lutz, retired, is chairman of that 
committee. Harry W. Miller, United 
States attorney of the Commercial 
Union Group, stated that he was donat- 
ing $25 as a golf prize at the forthcom 
ing Summer meeting of the “Old As- 
sociation.” 


Messages From Absentees 


Several members of the Society who 
could not attend the meeting sent in 
letters of greeting to those assembled 
for the festive evening. Messages were 
received from Lute Leonard, Arthur 
Birchenbough, P. D. Fogg, R. D. Con- 
stable, James G. Maconachy, Robert P 
Barbour, Ray Underwood, Colonel 
Frank D. Layton, Ken Cookingham, 


Forrest Witmeyer and others. — Bill 
Hutzfeldt in Florida’ sent greetings 
through Senator J. G. MacDonald, 


Phoenix of Hartford. 

Members were saddened by reports oi 
illnesses of three members: B. C. Chit- 
tenden, confined to his home at Morris 
Plains, N. J., with a heart condition; 
Walter C. Howe, Sr., who has been in 
the French Hospital for the last two 
weeks, and Robert F. Moore, who suf- 
fered a stroke several months ago and 
who now is at the Veteran’s Hospital at 
East Orange, N. J., where he may re- 
ceive visitors during the early afternoon 
and early evening. 

The members approved the report of 
a committee on eligibility headed by 
Mr. Lutz. The revised provisions state 
that a prospective member must have 
had field experience in upstate New 
York for fire insurance lines for a stock 
carrier. 

Members at Dinner 


Members of the Society who attended 
the 1954 banquet last week were LeRoy 
T. Brown, Austen D. Brown, Grant 
3ulkley, L. B. Burkert, John B. Casey, 
C. B. Cleaves, John B. Douglas, T. T. 
Grimson, Donald V. Hammerlein, Guy 
M. Heiser, Walter C. Howe, Jr. 

Also Thomas B. Kelley, Scott King, 
Richard S. Kissam, Herman H. Krae- 
mer, William B. Lutz, Donald E. 
Maclay, C. C. Meyer, Jr., Harry W. Mil- 
ler, J. G. MacDonald, J. Arthur Rizy, 
Alexander L. Ross, William L. Schaefer. 

Also Joseph Sorge, Wallace E. Sped- 
ding, Robert T. Stewart, Robert R. 
Thompson, Michael F. Wallace, David 
C. White, Harold Wilkinson. 

Honorary members present were Wil- 
liam L. Hadley and Edwin N. Eager, 
and Edward Pond was present as a 
guest. 





Jovial members and guests of the New York Ex-Fieldmen’s Society who gathered Wednesday evening, May 19, at the 
Gramercy Park Hotel in New York City for the 33rd annual dinner-meeting. Many familiar faces are seen in this group 
of men who traveled, in years past, the upstate New York field for stock fire insurance companies. Several of those at 
this year’s dinner are charter members of the organization which started in 1920. Its popularity has led to creation of a similar 
organization in the New Jersey field. 
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ALLSTATE FIRE IN MICHIGAN 


Rate Filing, About 35% Under Standard 
Rates, Approved by Department; 
Agents Strongly Opposed 

A rate filing by Allstate Fire has been 
approved by Commissioner Joseph A. 
Navarre of Michigan, effective immedi- 
ately. The rate accepted by the De- 
partment after a series of conferences 
with executives of the Chicago carrier 
will average approximately 35% under 
the standard fire rates established by 


the Michigan Inspection Bureau whose 
classification data will ‘be used by All- 
state as a base for its schedules al- 
though Allstate is not and does not in- 
tend to become a member of the bureau, 
it was indicated. 

The non-membership status of the 
company was a point of attack on the 
filing by the Michigan Association of 
Insurance Agents, through its secretary 
who claimed that “allowing Allstate ob- 
vious use of the Bureau classification 
system would establish a dangerous 
precedent contrary to public policy and 
result in unfairly discriminatory rates” 
since “the continued maintenance of 
the Bureau classification system can be 
regarded as an item of premium charged 
to the policyholder” and “it appears to 
us neither legal nor ethical for poten- 
tial policyholders of Allstate, or any 
other company, to enjoy use of a classi- 
fication system without sharing pro- 
portionally in its cost.’ 

Commissioner Navarre, however, said 
he is convinced that Allstate has a right 
to use of the Bureau classifications since 
their filing with the Department makes 
them public records and the insurance 
code permits use of “any and all statis- 
tical information wherever available” in 
rate-making. 

The sharp “deviation” from standard 
rates at which Allstate proposes to op- 
erate is made possible, according to re- 
ports, by the low commission paid agents 
in addition to their salaries, and by other 
economies, including low expense of re- 
newals which take the form of mere 
continuance of the polcy, with premium 
payments on an annual basis. The com- 
mission after the first year is under- 
stood to be only 74%% on fire business. 
The company, the Honartinent was given 
to understand, intends to confine its 
Michigan fire business exclusively to the 
residential field. 





PHILA. CPCU CHAPTER MEETS 


Dr. Loman Tells Candidates for Desig- 
nation How to Prepare Themselves 
for Their Examinations 

The annual sponsorship meeting of the 
Philadelphia Chapter (formerly known 
as the Middle Atlantic Chapter) of the 
Society of Chartered Property and Cas- 
ualty Underwriters was held May 18 
at the Adelphia Hotel, Philadelphia. It 
was well attended by candidates who 
‘ave already passed several of the re- 
quired examinations and who are plan- 
ning to secure the CPCU designation 
this year. 

Highlight of the evening was an in- 
formal tak by Dr. Harrv J. Loman, 
Dean of the American Institute for 
Property and Liability Underwriters, 
sponsors for the CPCU movement. He 
reviewed the comprehensive procedure 
that goes into the preparation of ex- 
amination questions and the meticulous, 
though realistic, approach that is fol- 
laved in the grading of answers by 
qvelified personnel. 

Dean Loman said that “several meth- 
ods are followed by examinees after they 
enter the examination room, but the one 
that has the weight of popular support 
is to read all questions before attempt- 
ing to answer any, and then answer the 
question you feel you know best. As 
you are answering that question, part 
answers for other questions will occur 
to you.” 

The annual outing of the Philadelphia 
Chapter will be held at Eagle Lodge, the 
North America Companies’ recreation 
center, Lafayette Hills, on Wednesday, 
June 16. The program will include golf, 
tennis and dinner. 


NYC Pond of Blue Goose 
Annual Meeting June 4 


New York City Pond of Blue Goose 
will hold its annual meeting and golf 
outing on Friday, June 4, at the Rock 
Spring Country Club in West Orange, 
N. J. Following the golf tournament 
there will be a dinner in the evening, 
then a business meeting at which Most 
Loyal Gander Floyd C. Pickett will 
preside. 

Officers for the coming 12 months 
will be elected and installed and prizes 
will be awarded to the various winners 
in the golf tournament. 


Clark Chief Accountant 


Of Aetna Insurance Group 

Appointment of George R. Clark as 
chief accountant of the Aetna Insurance 
Group is announced by President Clin- 
ton L. Allen. Mr. Clark joined the 
Aetna’s agency accounting department 
in January, 1942, after five years’ experi- 
ence with another Hartford insurance 
company. In March, 1944, he left to 
serve with the 83rd Infantry Division 
during World War II and returned to 
the company in April, 1946. He was 
made supervisor of the general account- 
ing department in 1953. 


AFTA London Mer. at Home Office 


This year marks 25 years overseas 
service with American Foreign Insurance 
Association for Frank T. Wyckoff, man- 
ager of the London office, in charge of 
the United Kingdom and supervisor for 
Egypt and Norway. He is taking a busi- 
ness “breather” in this country until the 
end of the month. 

“This is my first visit in four years, 
and it’s a real treat to get back to the 
States to see my friends, to spend some 
time at 


closer 


headquarters, and to take a 
look at the New York insurance 
market. In London, you have an arm- 
chair seat to view what's going on in 
world, but in 
New York you can’t shake off a tensed- 


insurance all over the 


up feeling that an important race is 
forever being run, and unless you have 
rail position at all times you may miss 
something of tremendous importance!” 

Frank T. Wyckoff joined AFIA in 
New York in 1928 after graduating from 
the University of Southern California as 
a philosophy major. He was sent to 
Calcutta in July, 1929—just 25 years ago; 
opened the Singapore office in October, 
1930, where he supervised operations in 








The Seaboard Fire & Marine 
has been a member of the 
YORKSHIRE GROUP since 1929. 





Signs of the times... 





THE YORKSHIRE 


INSURANCE COMPANY OF NEW YORK 


SEABOARD 


FIRE & MARINE INSURANCE COMPANY 


90 JOHN STREET, NEW YORK 38, NEW YORK 


From its earliest days, the 
YORKSHIRE has progressed 
steadily through the times. 
Now with a background of 
130 years experience, sup- 
ported by its world-wide or- 
ganization, the old joins with 
the new as the Yorkshire’s 
United States Branchand The 
Yorkshire Indemnity Com- 
pany of New York emerge as 
THE YORKSHIRE Insur- 
ance Company of New York. 














Maurey Garber 


T. WYCKOFF 


FRANK 


Malaya, Thailand and Indonesia. When 
the Japanese took Singapore in 1942, 
Frank Wyckoff shipped off to Java, 
which had only a few more weeks of 
freedom, and then took off for the 
United States. 

In Fall of 1942, Mr. Wyckoff set sail 
for India and probably set some sort of 
record for endurance sailing. It took him 
five months to get to Calcutta by way 
of Capetown, Karachi and finally in 
March, 1943, Bombay. He served 1943 
1945 as resident-manager at Bombay and 
from 1945-50 he managed all of India 
from Calcutta. He went to Cairo, Egypt, 
in 1950 as branch manager and lived 
through the exciting days of the Cairo 
riots. Last year he was awarded the 
diplomatic plum of the international in- 
surance business—the United Kingdom. 
He still keeps his eye on Egypt because 
of his intimate knowledge of this vital 
area. 

Mrs. Wyckoff is Welsh, now a 
naturalized American, and they have two 
children, a 20-year old daughter study- 
ing in secretarial school in London, and 
a 13-year old son who attends an English 
“public” school. 


Glens Falls Report 


(Continued from Page 1) 
Harold Griffith, Sidney M. Henry, A. J 
Hettinger, Jr., Earle J. Machold, George 
D. Mead, John M. Meyer, Jr., Philip R 
Peck, Karl E. Prickett, T. Coolidge 
Sherman, Frank M Smalley, and 
Donald B. Smith. Judge H. J. Hinman 


continues as an honorary member of 
the board. 
The following officers were reelected 


for the Glens Falls Insurance Co., Glens 
Falls Indemnity, and Commerce Insur 
ance Co.: G. D. Mead, president; W 
M. Bowden, chairman, executive com 
mittee; F . Roberts, executive vice 
pre tn) H. W. Cowles, E. B. Gill, R 
\. Leeret, S. B. Miller, A. J. Reed, M 
M. Simpson, and R. H. Griffith, San 
Francisco, vice presidents; G. I. Davis, 
vice presidents; G. |. Davis, vice presi- 
dent-treasurer; A. W. Morgan, secre 
tary-comptroller; W. G. Bottimore, W 
R. Carlson, G. R. Coughlan, W. H 
Cowan, R. P. Crawford, J. H. Derby, 
Jr., G. E. Fox, M. D. Garlington, A. L 
Lowe, J. J. Rourke, C. S. Willmott, oe 
J. S. Hurry, Los Angeles; T. E. Mad 
rams, New York; L. A. Kenney, Chi 
cago; and J. L. Sergeant, San Francisco, 
secretaries. R. R. Cowles, assistant 
comptroller; K. E. Sand, assistant treas- 
urer; S. T. Birdsall, E. P. Hutchinson, 
W. E. Mallalieu, Jr., and A. M. Colomb 
and Karl Glasbrenner, San Francisco, 
assistant secretaries. 

P. Brown was reappointed general 
counsel. 
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National Association Insurance Brokers 


Re-elects Oliver Blase President 


The 20th annual meeting of the Jdi- 
rectors and officers of the National As- 
sociation of Insurance Brokers, Inc., was 
held last week at the Sheraton Hotel 
in Chicago. The following were elected 
as officers: Oliver Blase, er Blase 
Agency, St. Louis, president; G. Edward 
Nichols, Francis C. Carr ty Ca. Inc., 
New York, and Hal D. Willson, Willson, 
Louthau & Co. San Francisco, Calif., 
vice presidents; Alexander Heid, Jr., 
John A. Eckert Co., New York City, 
treasurer; and Barclay Shaw, a member 
of the law firm of Palmer, Serles, 
Delaney, Shaw & Pomeroy, New York, 
counsel to the association, secretary. 

The following were elected as di- 
rectors: Roy M. Dougharty, Los Angeles, 
representing the Society of Insurance 
Brokers of Southern California; George 
Gaw, San Francisco, representing the 
Society of Insurance Brokers; Merlin J. 
Ladd, Merlin J. Ladd & Co., Boston., 
representing the Insurance Brokers As- 
sociation of Mass., Inc.; Georze M. 
Proctor, Chicago, representing the In- 
surance Association of Ill.; Oliver Blase, 
Oliver Blase Agency, St. Louis, Mo., 
representing the Insurance Brokers As- 
sociation of St. Louis, Inc.; Hal D. 
Willson, Willson, Loustau & Co., San 
Francisco, representing the Insurance 
Brokers Exchange of Calif.; James Hub- 
bel, R. C. Rathbone & Co, New York 
City, representing the Insurance Brokers 
Association of the State of N. Y., Inc.; 


John O. Cole, Despard & Co., Inc., New 
York City; Harry W. Healey, Cosgrove 
& Co., San Francisco; Fred M. Hughes, 


Marsh & McLennan, Inc., Los Angeles; 
George S. Middleton, Geo. S. Middleton 
& Co. Chicago; Clyde H. Scott, St. 
Louis; Clifford C. Thomas, Johnson & 
Higgins, Inc. New York City; and 
Arthur Wooddy, Alexander & Alexan- 
der, Inc., Baltimore. 

The following were elected as mem- 
bers of the governing committee: John 
O. Cole, George Gaw, Alexander Heid, 
Jr., James E. Hubbell, Fred M. Hughes, 
Merlin J. Ladd, G. Edward Nichols, 
George M. Proctor, Clifford C. Thomas, 
Hal D. Willson, and Arthur E. Wooddy. 

Consideration was given to the prob- 
lem of compulsory automobile insurance 





Albany Women Elect 


The regular dinner meeting of the In- 
surance Women of Albany was held re- 
cently in Jack’s Restaurant. Principal 
speaker was G. E. Holliday, engineer in 
the Albany office of the Aetna C asualty 
& Surety, whose topic was “Safety in 
the Public Liability Field.” Dr. C. C. 
Ripley, executive secretary of the Albany 
Safety Council, also spoke. 

During the meeting the following offi- 
cers were elected to serve during the 
coming year: Harriet Vacheron, presi- 
dent; Gladys E. Halton, vice president; 
Margaret Garvey, recording secretary; 
Doris Riddick, corresponding secretary; 


Mary E. Gardner, treasurer; Margaret 
Kiszka, assistant treasurer and Leila 
Hodges, historian. These officers will 


be installed at the annual Bosses’ night 
dinner to be held on May 27, 


Blackstone Studios 


OLIVER BLASE 


to which the association continued to 
express opposition, favoring alternative 
measures such as impoundment, and 
measures directed towards the preven- 
tion of accidents and the tightening of 
traffic laws. 

Other matters considered at the Chi- 
cago meeting included commission 
aspects of the fire automatic reinstate- 
ment clause and the possibility of the 
existence of gaps in steam boiler cover- 
age. The board approved a draft of a 
uniform brokers qualifications and licens- 
ing bill for submission to member asso- 
ciations for their comments and sug- 
gestions. 

The Insurance Brokers Association of 
Illinois, Inc., of which Frank Mueller is 
president, acted as hosts to the visiting 
officers and directors. Chicago arrange- 
ments were in charge of Colonel George 
S. Middleton, M. Mueller and George 
M. Proctor of Chicago. 





Toale, Hanson and Cross 


Are Promoted by NAIA 


Staff advancements at the National 
Association of Insurance Agents were 
announced by John F. Neville, execu- 
tive secretary and general counsel of 
the organiztaion. Eugene A. Toale, 
director of education, has been ap- 
pointed assistant secretary and will act 
as staff secretary to the casualty insur- 
ance committee and the fidelity and 
surety committee, in addition to the 
agency management committee and the 
educational committee he now assists. 
He will continue as head of the educa- 
tional division. 

George S. Hanson was appointed as- 
sistant secretary and will also continue 
in his capacity as associate counsel of 
the association. He will handle the staff 
duties for the local board and member- 
ship committee and the rural and small 
lines agents committee as in the past. 

George~R. Cross, administrative as- 
sistant and convention manager, has 
been named assistant treasurer of the 
National Association. He will continue 
as staff secretary of the fire safety com- 
mittee. All changes will take effect on 
June 1. 


Honor Woerner, Goodwin 
Of James Johnston Agency 


Robert Woerner, vice president of the 
James Johnston Agency, Inc., of Roch- 
ester, N. Y., has been with the agency 
40 years and was honored at a dinner 
at the Locust Hill Country Club on 
May 18. Honored also the same eve- 
ning was Philip C. Goodwin, treasurer 
of the agency, who has completed 25 
years. Walter W. Allen, vice president 
of the Home of New York, was host at 
the dinner. 

The agency has represented the Home 
in Rochester for well over 50 years. 
Mr. Woerner joined the agency on 
April 13, 1914, and Mr. Goodwin, who 
went to the Wharton School of the 
University of Pennsylvania, became as- 
sociated with the agency on June 1, 


1929 


New Jersey Women Meet 

The Insurance Women of New Jersey 
held their regular dinner meeting Thurs- 
day, May 27, at the Essex House, New- 
ark. There was an election of officers 
for the coming season. Dorthy Downs, 
regional director, Region 1 and chair- 
man of the public safety committee of 
the National Association of Insurance 
Women, was guest of honor., 

Guest speaker was Arthur S. Van Bus- 
kirk, chief observer, Matawan Post, 
Ground Observer Corps, U. S. Air Force. 


SCRANTON AGENTS’ DINNER 

The annual dinner dance of the Lack- 
awanna Valley Underwriters Exchange 
was held in Hotel Jermyn, Scranton, 
Pa. William R. Henkelman was teast- 


master. Howard Coe, president of the 
Pennsylvania Association of Insurance 
Agents, was guest speaker. Simon F. 


Huber is president of the exchange. 
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Wallop New President 


D. C. Agents’ Association 
Wallop, Jr. who has 


35 years in insurance, has been 


J. Douglass 
spent 
elected president of the District of Co- 
lumbia Association of Insurance Agents. 
He succeeds A. L. Jagoe, Jr. Other offi- 
cers elected are as follows: 

Herbert M. Pasewalk, first vice presi- 
dent; Joseph L. B. Murray, second vice 
president; Huntington T. Block, secre- 
tary, and Robert V. Oxenham, treasurer. 

Victor O. Shinnerer was elected state 
national director to represent the local 
association on the board of the National 
Association of Insurance Agents. 

Named to the board of trustees were 
Charles H. Joyner, A. L. Jagoe, Jr., H. 
T. Beurmann, Henry C. Yong, Charles 
R. Barker, Jr., and R. Kelvin Shivers. 

Diplomas were presented to more 
than 50 persons who completed one or 
more of the special insurance courses 
conducted by the association during the 
past year. 


Arnold & Baker Organize 
Affiliate on West Coast 


Directors of Arnold & Baker Inc., 
New York insurance brokerage firm, an- 
nounced formation of Arnold & Baker 
of California, Inc. with offices in Los 
Angeles. The West Coast affiliate, head- 
ed by Alan F. Arnold as president and 
managing director, will transact a gen- 
eral insurance and reinsurance business 
with both United States and British 
carriers. 

Mr. Arnold first became associated 
with Schiff, Terhune & Co., Inc. in this 
city following his return from over- 
seas in Worl d War I, and remained 
with this company, except for a military 
leave of absence during World War II, 
as vice president and director until his 
resignation in 1949. He was also presi- 
dent of the Eastern Brokerage Corpora- 
tion, a wholly owned subsidiary, and 
executive vice president of Schiff, Ter- 
hune & Co., Inc., Illinois. 

Shortly after. the establishment of 
Arnold & Baker Inc., 1950, Mr. Arnold 
was recalled by the United States Air 
Force at the outset of the Korean War 
to activate the Physical Internal Secur- 
ity Branch in the office of the Air 
Provost Marshal, Headquarters U.S.A.F., 
and served as Chief of that branch. 

Mr. Arnold will continue to serve as 
vice president, treasurer and director 
of Arnold & Baker, the New York firm. 












Gime es 






Rak So Bh hee 












ee 








Bt Se OR Bhs RN SQ ORAS SAR a iN Sa pO Eh K, 





May 28, 1954 














Page 25 








George R. Carey of America Fore 
Important Figure In Legal Work 


George R. Carey, vice president and County Lawyer’s Association. 


general counsel of the companies in the 
America Fore Insurance Group, who 
died suddenly of a heart attack on 
May 19 at his home in New York City, 
was widely and popularly known in the 
insurance field nationally. He was 52 
years old. 

Born in Jersey City, N. J., Mr. Carey 
attended Stevens Prep and Dickinson 
High School and graduated from St. 
John’s College, School of Law, with 
both LL.B. and LL.M. degrees. 

In 1925 he joined the Fidelity & Casu- 
alty of New York in the claims and 
legal departments and later in 1935 was 
transferred to the legal department of 
the Continental as assistant to the vice 
president and general counsel. In 1943 
Mr. Carey was appointed general coun- 
sel and in March, 1952, was elected a 
vice president of all of the companies of 
the America Fore Group. 

Mr. Carey’s contribution to the legal 
side of the insurance industry was in- 
valuable and particularly as a member 
of the committee on laws of the Na- 
tional Board of Fire Underwriters. He 
was a member of the Alumni Associa- 
tion of St. John’s University, Lawyers 
Club, American Bar Association, New 
York Bar Association and New York 





Aetna Group Changes at 


Harrisburg and Syracuse 
Transfer of Special Agent Kenelm 
Winslow, Jr., in the line of promotion, 
to the Harrisburg, Pa., office of the 
Aetna Insurance Group has been an- 
nounced by President Clinton L. Allen. 
Transfer of Special Agent William B. 
Wisner to Syracuse, N. Y., to replace 
Mr. Winslow is also announced. 

Mr. Winslow, a native of Newton, 
Mass., studied at Harvard University 
and was graduated with honors from 
the Insurance Institute of America. He 
spent several years with another fire 
company, both at its home office and 
in the Syracuse territory, before joining 
the Aetna in 1951 as special agent for 
central New York State. In his new 
position, Mr. Winslow will be associated 
with State Agent A. S. Poffenberger. 
He succeeds Special Agent Arthur C. 
Olson, who recently resigned. 

Mr. Wisner is a native of western 
Pennsylvania and a graduate of Prince- 
ton University. He has also been with 
the Aetna since 1951 and is a graduate 
of the group’s multiple line training 
school. He has served as a_ special 
agent in eastern New York State and 
most recently in western Pennsylvania, 
with headquarters in Greenville. Mr. 
Wisner will assist State Agent David 
S. Rounds of the Syracuse office. 


Barclay New Chairman 
Of Fire Waste Council 


F. John Barclay, vice president of the 
Maryland Casualty in charge of its fire 
insurance operations, has been appointed 
chairman of the National Fire Waste 
Council, it is announced by Clem 
Johnston, president of the Chamber of 
Commerce of the United States. 

The new vice chairman of the council 
is Marshall B. Dalton, president of the 
Boston Manufacturers Mutual Fire. 


LA PLACA ATLANTIC SPECIAL 

David S. LaPlaca has been appointed 
special agent for the Atlantic Mutual 
and Centennial. He will make his head- 
quarters in the St. Louis office of the 
companies and assist Robert J. O’Rourke 
who is in charge of operations in Mis- 
souri and southern Illinois. Prior to his 
association with the Atlantic Companies, 
Mr. LaPlaca was employed by the 
Providence Washington as special agent 
in Michigan. 


He is survived by his wife, Sally M. 
Carey and son, George David, also by 
a brother, the Reverend Frank Carey 
and two sisters, Helen and Alice Carey 


Great American Transfers 
Haufler to West Virginia 


The Great American has transferred 
Special Agent Herbert E. Haufler from 
New Jersey to West Virginia to super- 
vise that field. His headquarters are at 
625 Avery Street, Parkersburg, W. Va. 
Mr. Haufler joined the Great American 
several years ago after service with the 
Fire Insurance Rating Organization of 
New Jersey, handling rating and inspec- 
tion work out of the Newark office. 








Okinawan Businessmen 


Visit Home Insurance Co. 
Okinawan businessmen Choryo Ishi- 
mine, Noboru Kakazu and Shintoku 
Yamada accompanied by Frederick 
Kamikawa, interpreter for the Depart- 
ment of Commerce, visited the head of- 
fice of the Home Insurance Company 
last week. The delegation, on a 90 day 
visit to this country, was welcomed by 
Kenneth E. Black, president of the 
Home, who conducted them on a tour 
of the company’s headquarters. 


of Jersey City. 








Dowt open until Christmas ! 


The mountains in the Philippines north of Manila are 
a mile high —the roads, rough! Monsoon rains cut 
visibility to only a few feet. 

An American salesman, with 300 miles to drive be- 
fore nightfall, grazed a native cart. He was jailed. It 
happened on December 23. 

His frantic wire to the nearest office of his insur- 
ance company came when transportation was already 
over-booked by holiday travelers. An agent chartered 
a private plane, flew up, settled the claim on the spot. 
Happy ending —the salesman was home in Manila 
for Christmas! 

Fortunately, his company — a large American con- 
cern—relies on American insurance obtained through 
American International Underwriters. AIU delivers 
typical American service — prompt, efficient, friendly 
— just about anywhere on earth. 

This is especially important nowadays. Private 
U. S. investments abroad have increased 4-billion 
dollars in the last three years alone. They now total 
over 15-billion. 

Every American business community offers oppor- 
tunities to insure the overseas risks implicit in such 
great enterprise. An alert 2% of American insurance 
producers are now writing almost all such coverage 
sold in the United States. 

The business is there — with millions in commis- 
sions. You now have the chance to insure clients com- 
pletely — on risks abroad as well as at home, and on 
risks of almost any type. 


Foreign coverage is easy to sell and it is easy to 
write. You just bring the information to AIU 
specialists. 

AIU terms and language are American. Claims are 
handled on the spot, paid in the same currency as 
premiums — including U. S. dollars where local laws 
permit. 

Remember, you don’t have to be an expert to handle 
foreign risks. Take them to AIU — and AIU is your 
expert. For full information and literature, write to 
Dept. E of the AIU office nearest you. Or call in person. 


“& %, American 
z International 
3 Underwriters 


102 Maiden Lane 
148 State Street 
312 Barr Building 
307 Candler Building 
Free Press Building 
208 So. La Salle Street 
New Orleans 12, La 831 Whitney Bank Building 
DONE TFB RB ho oiccccicccvccesecessess 801 Corrigan Tower 
OR Bir ia scaccicescctisvsicninininticesscesveni 1619 Melrose Building 
San Francisco 4, Calif 206 Sansome Street 
Los Angeles 17, Calif. 612 So. Flower Street 
Seattle 1, Wash 811-814 White Building 


New York 5, N. Y. 
Boston 9, Mass 
Washington 6, D. C 
Atlanta 3, Ga 
Detroit 26, Mich 
Chicago 4, Illinois. 
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D. K. MacDONALD & CO. CHANGES 





Founder of Seattle Firm Made Board 
Chairman; His Son, Gregg, Now 
President; Other Promotions 
D. K. MacDonald celebrated his 68th 
birthday anniversary recently by step- 
ping from the presidency of D. K. 
MacDonald & Co., a leading Seattle 
general insurance office, to the new post 

of board chairman. 

His son, Gregg MacDonald will suc- 
ceed him as president of this brokerage 
firm. 

Other personnel changes made include 
advancement of R. W. Norquist from 
executive vice president to vice chair- 
man of the board; Sterling J. Stapp, 
from secretary to vice president, and 
John H. Hale, from treasurer to 
secretary-treasurer. 


Adjustment Bureau 


(Continued from Page 18) 
member of the adjusting staff at New- 
ark. 

Mr. Winchester opened the Jersey 
City branch for the bureau in 1932 and 
managed that office until June, 1934, 
when he returned to Newark as assis- 
tant branch manager. He became man- 
ager of that branch in 1939 and subse- 
quently supervised all of the northern 
New Jersey territory. In 1943 Mr. Win- 
chester was appointed assistant general 
manager of the Eastern department and 
became general manager on October 1, 
1944. In 1953 he was named assistant 
general manager of the national organi- 
zation. 

Mr. Winchester enjoys a wide ac- 
quaintancship with insurance people 
throughout the country. A recognized 
authority on loss matters, he has served 
as adviser to many special industry 
committees on loss problems, and he is 
an associate member of the Loss Ex- 
ecutives Association and the New Eng¢g- 
land Claim Executives Conference. He 
served as most loyal gander, New York 
City Pond, Honorable Order of Blue 
Goose International in 1939, subse- 
quently serving as a Grand Nest officer 
including his election as most loyal grand 
gander of the order in 1945. 


John Wetzel President 
Of Albany Field Club 


The annual meeting of the Albany 
Field Club was held May 17 at Jack’s 
Restaurant in Albany, N. Y. There were 
56 members present along with Frank 
Fisher of the Phoenix Assurance, as a 
guest. 

Annual reports were read by the sec- 
retary, treasurer, vice president and 
president. John Wetzel, Home Insur- 
ance Co., vice president, and also in 
charge of public relations, pointed out 
that the club has been active in public 
affairs during the past year. 

The present officers ended their terms 
in office this month and new officers 
were elected for the coming year. The 
latter are, president, Mr. Wetzel, vice 
president, Matthew Knapp, Royal; 
treasurer, Daniel Jordon, Hanover; sec- 
retary, Robert Kitchen, Phoenix As- 
surance. 

It was decided to hold the annual out- 
ing at the Normanside Country Club in 
Delmar on Friday, June 18. 


American Assn. Meets 

The recently formed American Insur- 
ance Association is holding its first an- 
nual meeting now at Skytop Lodge, 
Skytop, Pa. The meeting opened yester- 
day and will conclude today. A. B. 
Tackson, St. Paul Fire & Marine, is 
chairman of the association 


N. Y. WOMEN MEET JUNE 7 

The insurance women of New York 
will hold their annual meeting and elec- 
tions at 5:30 Monday evening, June 7, 
at the Fifth Avenue Hotel, Fifth Ave- 
nue and Ninth Street, New York. Din- 
ner will be served in the Washington 
Square Room after the meeting. 
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it’s yours! 


... if you use the Royal’s sensational Visual Sales 


Aid to push Earnings Insurance. This Sales Aid has 
been tested... it works... it builds enthusiasm ... 
it SELLS. The more you use it, the more commission 
you make. Yes sir, Main Street of your town can give 
you $81.16 commission a day and more if you use our 
unusual Visual Sales Aid. How about asking our field- 


man about it, or you may write to... 


Production and Market Research Department 
Royal-Liverpool Insurance Group 

150 William Street 

New York 38, New York 
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CASUALTY ® FIRE * MARINE * SURETY 
150 WILLIAM ST., NEW YORK 38, N. Y. 
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COMPANY OF AMERICA © AMERICAN AND FOREIGN INSURANGE COMPANY + THE BRITISH & FOREIGN MARINE INSURANCE 
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NEW NORTH AMERICA FORM 





Combination Property Policy Covers 
Dwellings and Contents of Middle 
and Upper Classes of Assureds 
The Insurance Co. of North America 
has filed in several states, and secured 
approval in a few, of a new all-risks 
dwelling and personal property form 
which is valued as to buildings and 
scheduled personal property and on ac- 
tual cash value basis with respect to 
general unscheduled contents. This 
combination property policy will be is- 
sued, where permitted, on dwellings with 
a value of at least $25,000 and personal 
property valued at not less than $10,000. 
It is not expected that this policy will 
be available in New York State in the 

immediate future. 

The company has the option to repair 
or replace. There is a section of cover- 
age devoted to “special” personal prop- 
erty—securities and money, property of 
guests and servants and unscheduled 
jewelry, watches and furs. Valuable 
personal property may be scheduled. 
“Special” personal property and sched- 
uled personal property, as well as un- 
scheduled jewelry, watches and furs, are 
also covered on an agreed amount basis. 
Other unscheduled personal is insured 
on an actual value basis, i.e., with de- 
preciation deducted. 

A $50 deductible applies to all losses 
except total destruction of the dwelling 
or outbuildings, loss or damage to per- 
sonal property of guests or servants 
and scheduled personal property. There 
is no provision for removing this de- 
ductible. Credits for higher deductibles 
up to $500 are allowed. 

There are extensions of the dwelling 
amount covering rental value of the por- 
tion of the residence rented to others or 
held for rental or, if applicable, addi- 
tional living expense. A limit of 5% of 
the dwelling amount applies to the total 
of such losses in any 30-day period, with 
a total limit of 20% of the dwelling 
amount. 

The rate for three years is 15 cents 
over the rate for fire and extended cov- 
erage. Coinsurance credits are granted 
although the policy does not contain a 
coinsurance clause. The company’s in- 
land marine rates apply for any class of 
scheduled property for which there are 
such rates and other scheduled personal 
property takes the average unscheduled 
property rate less 10%. 

For older dwellings, there is a spe- 
cial form available at the option of the 
insured limiting the valued coverage to 
the agreed market value rather than the 
replacement cost. There is a credit for 
the use of this form, known as the 
“dual value” endorsement; it’s devel- 
oped by applying the dwelling rate to 
the difference between replacement and 
market value and using 20% of the re- 
sulting figure as the deduction. 


Hawkes Fireman’s Fund 


Special for Long Island 
The Fireman’s Fund Group announces 
appointment of Russell W. Hawkes as 
fire special agent for its Long Island, 
New York territory, assisting Special 
Agent Phil Maynard. Mr. Hawkes 
joined Fireman’s Fund Group in 1952 
and has received specialized training in 
insurance underwriting and production 
problems. Special Agent Hawkes will 
make his headquarters in the group’s 
Hempstead office on Long Island. 





Fireman’s Fund Special 

Fireman’s Fund Group announces the 
appointment of Leo Troy as fire 
special agent assisting Special Agents 
Denis J. Collins and George H. Noble, 
in metropolitan Boston and Rhode Is- 
land. 

Mr. Troy joined Fireman’s Fund 
Group in 1949, following his graduation 
from Holy Cross College. He has had 
valuable experience in insurance under- 
writing, production and brokerage prob- 
lems. Special Agent Troy will make his 
headquarters in the group’s Eastern fire 
department, located at 10 Post Office 
Square, Boston. 
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London Promotes 
Sherwood and Paddock 


FORMER NOW CLAIMS MANAGER 


Succeeds Lucker, Transferred to Inactive 
Role; Paddock Is Appointed 
Claims Superintendent 





James W. Sherwood has been ap- 
pointed claims manager of the London 
Assurance and its affiliate the Manhattan 
Fire and Marine, succeeding Martin F. 
Lucker who is being transferred to the 





Blackstone Studios 


SHERWOOD 


JAMES W. 


company’s inactive roll, Walter Meiss, 
United States manager, has announced. 

At the same time Mr. Meiss announces 
promotion of William C. Paddock to the 
position of claims superintendent. 

Mr. Sherwood, who resides on Staten 
Island, New York, joined the London 
Assurance in 1939. He served nearly three 
years, from 1943 to 1946, as an instructor 
in the U. S. Air Force at Amarillo, Texas. 

A past commander of American Legion 
Post 1366, Mr. Sherwood is also past 
president of the Automobile Claims As- 
sociation, Inc., and is a member of the 
Inland Marine Claims Association and 
the Loss Executives Association. He at- 
tended St. Peter’s High School a'nd has 
completed various courses at the School 
of Insurance of the Insurance Society of 
New York. 

Paddock Career 


Mr. Paddock, formerly with the 
Marine Office of America, joined the 
company as supervisor of automobile and 
inland marine claims in 1948. He has 
served two tours of duty as a pilot with 
the U. S. Air Force, from 1942 to 1945, 
including nine months in Italy, and 14 
months in California and Newfoundland 
in 1951-52 and was honorably discharged 
with the rank of first lieutenant. With 
the 15th Air Force in Italy, Mr. Paddock 
participated in the invasion of Southern 
France and was forced to bail out when 
his B-24 was hit on D-Day. He was re- 
cently elected secretary of the Auto- 
mobile Claims Association. 


WEST STATE AGENT IN TEXAS 
The Empire State of Watertown, 
N. Y.. announces appointment of Her- 
bert J. West as state agent for Texas. 
A native of North Carolina, he attended 
Louisburg Junior College and Duke Uni- 
versity, Durham. He spent some years 
with a New York insurance company, 
including special agency work in North 
Carolina and Florida. 


Eastern Regional Committee 


Auto Underwriters Assn. 

At the annual meeting of the National 
Automobile Underwriters Association in 
New York City last week Eastern Re- 
gional Automobile Committee members 
were elected as follows: 

A. C. Wallace, Agricultural, Water- 
town, N. Y.; G. L. Kerr, America Fore 
Group, New York; F. A. Seiler, Ameri- 
can Surety, New York; R. I. Catlin, 
Automobile Ins. Co., Hartford; G. L. 
Armstrong, Galedonian-American, Hart- 
ford; Barry Truscott, Camden Fire, 
Camden, N. J.; D. W. Florence, Com- 
mercial Union, New York; Kenneth B. 
Hatch, Fire Association of Phila.; O. A. 


Ogden, National Fire, Hartford; E. J. 
MacLeod, New Amsterdam Cas., Balti- 
more; H. C. Stocker, Northern Assur- 


ance, New York; Melvin Karpf, Service 
Fire, New York; W. A. Hebert, Spring- 
field Fire & Marine, Springfield ; Gb: 
Parker, Sun Insurance Office, New 
York; Alan O. Robinson, Yorkshire In- 
surance Co., New York. 


Javits Urges Businessmen 


To Help Curb Crime 


Business men, shippers, truckers and 
those insuring truck cargoes were urged 
to face their responsibility im the con- 
trol of crimes against property in an 
interview article by Congressman Jacob 
K. Javits (R.-N.Y.) appearing in the 
current issue of Babaco News, publica- 
tion of Babaco Alarm Systems, Inc., out 
today. 

“Those who have to do with the 
handling of consumer goods, whether as 
shipper, carrier, salesman or insurance 
underwriter, have a share of responsi- 
bility in seeing that all possible safe- 
guards are put around these goods and 
every crime against property is pre- 
vented,” the Congressman said. 

There has been a rise in the incidence 
of crime in recent years, he pointed 
out, adding that “We in Congress are 
cognizant of this increase. We have 
available not only nationwide reports 
from such agencies as the F.B.I., but 
reports from constituents in our local 
communities as well.” 


Breeding Named Marine 


Supervisor for National 
Robert L. Breeding has been named 
marine supervisor by the National of 
Hartford Group. He will assist fieldmen 
and agents in production and handling 
of ocean marine, inland marine and mul- 
tiple peril business in the Louisiana, 
Mississippi, Arkansas area. 

A seasoned fieldman with a thorough 
knowledge of the marine field, Mr. 
Breeding will make his headquarters in 
New Orleans. 


United Pacific to Enter 
Fire Ins. Field on July 1 


The United Pacific of Tacoma will 
enter the fire insurance field July 1, 
according to the joint announcement of 
Ben B. Ehrlichman, chairman of the 
board, and J. W. Reynolds, president. 

The company’s new department will 
operate first in the Pacific Northwest 
and later expand into California. 

Chester F. Hill, vice president and 
manager of the United General Agency 
in Seattle, will be transferred to Tacoma 
to head the fire and marine department. 

William D. Brown will succeed Mr. 
Hill as agency manager and will man- 
age the Seattle branch’s fire department. 
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Illinois Hearing on June 1 


On Rates of the NAUA 


The Illinois Department of Insurance 
has postponed until June 1 a hearing 
on an order citing the National Automo- 
bile Underwriters Association to show 
cause why it should not reduce its 
current premium rates. 

Robert E. Barrett, Director of the De- 
partment of Insurance, said the hearing 
was postponed in order to give the 
NAVA time to prepare rate statistics 
He said he believed the association is 
drafting a new reduced rate schedule. 


The June hearing will be called off 
if the association files a rate schedule 
that reduces rates to the extent which 


is indicated by statistics de- 
veloped by the Department of Insur- 
ance, Mr. Barrett said. 

The NAUA was cited April 8 by Bar- 
rett to show cause why its current pre- 
mium rates “should not be declared 
excessive and thereupon reduced.” The 
association represents 240 companies 
writing automobile physical damage in- 
surance in Ilinois. 


apparently 


Reciprocals’ aks for 
Wholesalers’ Earnings 


The Associated Reciprocal Exchanges 
last week announced that the New York 
Insurance Department had approved 
their wholesalers’ earnings interruption 
insurance form. This form has been es- 
pecially designed for wholesalers, with 
rates and coverage favoring such as- 
sureds by taking into consideration 
lower loss potentials as compared with 
those of retailers or manufacturers. This 
is due to the fact that wholesalers can 
reestablish themselves in business more 
quickly, as a rule, than retailers or 
manufacturers following a loss. 


Maryland Casualty Extends 


Fire Business to Pacific 


The Maryland Casualty announces ex- 
tension of its fire and marine operations 
to the Pacific Coast States. Most local 
agencies will report their fire and ma- 
rine business to the same general agen- 
cies and branch offices which now han- 
dle the casualty and surety business. 

The Maryland entered the fire and 
marine field in 1951, and in less than 
three years has expanded these facilities 
to practically all states where multiple- 
line operations are permitted. 


North America, Union Labor 
Life Awarded Top Honors 


Annual reports from the Insurance 
Co. of North America and Union Labor 
Life Insurance Co. won top honors in 
their respective fields in yearly ratings 
by editors of The Spectator. 

Insurance Co. of North America’s 
report, winner among fire and casualty 
companies for the second consecutive 
vear, was followed by reports from 
Fireman’s Fund of San Francisco. Glens 
Falls Group, Glens Falls. N. Y., Kansas 
City Fire & Marine and Fire Associa- 
tion and Reliance Insurance Companies 
of Philadelphia. 

Winning top place among life insur 
ance reports for the first time, the en- 
try from Union Labor Life Insurance 
Co. placed ahead of New York Life 
Insurance Co., Prudential Insurance Co. 
of Newark, Canada Life Assurance Co. 
of Toronto and London Life Insurance 
Co., also of Toronto. 


Windshield Pock-Marks 
Due to Normal Road Wear 


After examination of hundreds of 
windshields in scattered areas with 
sensitive instruments for detection of 
radioactivity, chemical amalysis, and 
spectrophotometry, Dr. George B. Wat- 
kins, director of research of Libbey- 
Owens-Ford Glass Company, comes to 
the conclusion that “the windshield 
damage hysteria is nothing more than 
normal road wear and the defecis caused 
by this wear are in general directly pro- 
portional to the mileage on the car.’ 

Dr. Watkins, an authority on auto- 
motive laminated glass, said that it was 
found that the heaviest pock-marked 
windshields would not interfere with 
vision looking through the glass. 

“If impacts were severe enough to 
cause glass structure, however, vision 
could be impaired if fractures were suf 
ficiently numerous or is so placed as to 
be in the direct line of vision,” he re- 
ported. From the study it was forecast 
that such minute pock-marks might be 
expected to imcrease in the future due 
to heavy increase in number of cars on 
highways and increased speed of cars. 


FIREMAN’S FUND CHANGE 

In the interest of improved service 
the Fireman’s Fund Insurance Group 
has divided its north Georgi ia field into 
two territories, which in the future will 
be known as the northeast and north- 


west. Special Agent Lewis H. Swann 
will continue servicing the northeast 
area. George H. Whiting, assisting him, 
has been appointed special agent for 


the northwest field. Mr. Whiting’s head- 
quarters will be in the Fireman’s Fund 
departmental omee-s at Atlanta. 


Bis Bill 


(Continued from Page 17) 


abandoned the production field and en- 
tered the loss division, starting with 
Harold Hyer, another prominent inde- 
pendent adjuster. Later he was asso- 
ciated with the loss department of the 
National Union in New York when Wil- 
liam Rattelman headed the branch here 
and with the Greer Adjustment Co. In 
1944 he joined the Prentiss B. Reed or- 
ganization and remained there continu- 
ously until after the death of Mr. Reed. 

John J. McAndrews has long been 
active in the Honorable Order of the 
Blue Goose, International, fire insur- 
ance fraternity. He is currently an 
officer of the New York City Pond and 
is slated to head the Pond about a year 
from now. 

Mr. McAndrews’ younger brother, 
Felix J., gained his early experience as 
a state trooper in New York State, fol- 
lowing graduation from Mt. St. Mary’s 
College at Emmetsburg, Md. During 
World War II he went overseas as a 
major in the intelligence division of the 
8th Air Force in Europe. 

When he entered insurance after the 
war Felix McAndrews was connected 
with the Greer Adjustment Co. and also 
with Edward R. Reilly, Inc., another 
well known adjuster. Mr. Reed, favor- 
ably impressed with the adjustment 
skill of Jack McAndrews, decided that 
two from the same family would be 
better even than one. Consequently 
more than four years ago Felix became 
a member of the Reed organization. 
Today Jack and Felix head an adjust- 
ment firm new in name, but actually old 
in skill and years of experience. 
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Smith Says Actuary Now 
More Than Technician 


AT ACTUARIAL SOCIETY MEET 








Increased Talent Demand Due to Rat- 
ing Laws and Regulations Affecting 
Pricing Structure 





Emphasizing that since rate making is 
not an exact science, and since regula- 
tion is resulting in a much greater re- 
quirement for actuarial techniques in 
the industry’s pricing practices, Sey- 
mour E. Smith, associate actuary, Trav- 
elers, and president of the Casualty 





SEYMOUR E. SMITH 


Actuarial Society, pointed out to mem- 
ber actuaries attending the _ society’s 
spring meeting, May 24, in Lenox, 
Mass., that the present day actuary 
must be more than a technician. Mr. 
Smith stressed that “certainly he must 
have a sound grasp of actuarial proce- 
dure, but more is required. He should 
be familiar with major underwriting 
considerations and problems, since in- 
formed judgment is essential in the ap- 
plication and interpretation of statis- 
tical data to rates and rating plans.” 

In his remarks, Mr. Smith indicated 
that “the changes of the last few years 
have profoundly affected this picture, 
and at the present it appears reasonable 
to assume that even more changes will 
be forthcoming. Laws and regulations 
in regard to rates have in varying de- 
grees affected the whole pricing struc- 
ture of a substantial portion of the in- 
surance business. Since most of these 
laws and regulations are comparatively 
new, and since there are many widely 
divergent views as to their proper ap- 
plication, it will undoubtedly be some 
time before it can clearly be determined 
exactly what they do and do not mean. 


Justification of Rates 

“However,” he continued, “there ap- 
pears to be reasonably general agree- 
ment that the price paid by a policy- 
holder must meet certain standards and 
that there will be a far greater require- 
ment for the explanation and justifica- 
tion of rates than has existed in the 
past. 

“This has produced a_ tremendously 
increased demand, not only for actuarial 
talent, per se, but also for such a talent 
with a broader understanding of insur- 
ance functions than was previously re- 
quired by the limited field traditionally 

(Continued on Page 37) 







INDEMNITY 


FORMING BOSTON 





Boston and Old Colony Cos. to Have 
Casualty Mate Ready in Few Months; 
Innovations Probably 

A new multiple line casualty company, 
to be named Boston Indemnity Insur- 
ance Co., is in the process of receiving 
a Massachusetts charter. It is being 
formed as a wholly owned affiliate of the 
Boston and the Old Colony Insurance 
Companies in Boston, and will have the 
same official staff as the parent organi- 
zation. It will be ready for launching 
in a few months. 

Donald C. Bowersock, president of the 
Boston and the Old Colony, said that 
while it is too early to discuss plans in 
detail for the new company’s operation, 
it will definitely operate on the agency 
system. However, he indicated that 
there will probably be innovations in- 
stalled to reduce the cost differential be- 
tween agency service and direct writers. 
The company’s plans will largely depend, 
he explained, on agency reaction to any 
such innovations. 

“We are going to try an idea but 2f it 
proves repugnant to agents we will with- 
draw it,” Mr. Bowersock promised. “We 
will ae nothing which in any way hurts 
the American agency system.” 


Amer. Health to Have School 
For Field Underwriters 


With the full endorsement of its ad- 
visory board of field underwriters, the 
American Health of Baltimore is estab- 
lishing a home office school for its men 
in the field and will conduct the pilot 
class for a five day period in June. 
Twelve field underw riters who have met 
with the minimum requirements— 50 re- 
newed applications certified by their 
managers—will attend this first class. 

The dean of the school will be William 
deV. Washburn, president of the com- 
pany, assisted by H. Clay Dodson, ex- 
ecutive vice president, and C. I. W arneke, 
promotional director. 


Reaffirm NAIC Resolution 
On Lloyd’s Reserve Credit 


The National Association of Insurance 
Commissioners subcommittee on Lloyd’s 
reinsurance, headed by Artemas C. Les- 
lie of Pennsylvania, has distributed its 
report. This recommends reaffirmation 
of the NAIC resolution of November 
21, 1951, that credit in premium reserve 
for Lloyd’s reinsurance should be ruled 
out. This has been a provocative and 
long debated issue. 

There is a minority report from 
George A. Bisson of Rhode Island fa- 
voring the California program to give 
special recognition to Lloyd’s. 





MacDuff Stresses Number 
Of N. Y. Uninsured Drivers 


The New York State Motor Vehicles 
Commissioner, mindful of Governor 
Dewey’s campaign for compulsory auto- 
mobile liability insurance, has begun 
stressing the number of uninsured 
drivers involved in accidents. 

Commissioner James R. Macduff re- 
cently reported that the licenses of 6,509 
New York drivers had been suspended 
last month under the New York finan- 
cial responsibility law, after the motor- 
ists had been in accidents. 

Mr. Macduff emphasized that the 
motorists apparently were uninsured. 

A spokesman for the Motor Vehicle 
Bureau told a newsman that it would 
“point up wherever possible” the num- 
ber of uninsured drivers involved in 
crackups. 





Professional Liability 
Rates Up in 15 States 


ANNOUNCED BY NAT’L BUREAU 


and Dentists’ Classifications; No 
Changes in Ten States 





The National Bureau of Casualty Un- 
derwriters announced on May 24 revised 
rates for some classifications of physi- 
cians’, surgeons’ and dentists’ profes- 
sional liability insurance for certain 
states and territories on behalf of its 
member and subscriber companies. 

Reflecting recent experience of the 
carriers, the rates have been increased 
for physicians, surgeons and dentists in 
15 states and the D. of C.; for the 
physicians and surgeons in 15 states and 
Alaska, and for the dentists’ classifica- 
tion in two states. 

Charges are also revised for certain 
physicians, surgeons and dentists clas- 
sifications for which additional charges 
are made. Charges for the employed 
physicians, employed surgeons and em- 
ployed dentists classifications are re- 
vised from 50% to 3314% of the rates 
for, respectively, the P. S. and D. clas- 
sifications. Also the charge for partner- 
ship liability for physicians, surgeons 
and dentists is revised from 50% to 
3314% of the per person rate for each 
individual comprising the partnership. 
These revised charges are effective in 
all states and territories except those 
where rate revisions are pending. 

Where rates are changed for the 
physicians and surgeons classifications, 
revised charges also apply to the fol- 
lowing additional charge classifications: 
Shock therapy by insured physicians or 
surgeons, shock therapy by employed 
physicians or surgeons, X-ray therapy 
by insured physicians and X-ray therapy 
by insured surgeons. 


Charges Which Remain Unchanged 


In all states and territories charges 
remain unchanged for the following 
classifications: Employed — technicians, 
dentists in active U. S. military service, 
physicians in active U. S. military serv- 
ice, surgeons in active U. S. military 
service and X-ray therapy by physicians 
or surgeons in U. S. military. A new 
additional charge classification is estab- 
lished for physicians or surgeons who 
perform shock therapy work while in 
active U. S. military service. 

The following classifications continue 
to be (a) rated: X-ray therapy by in- 
sured dentists, X-ray therapy by em- 
ployed dentists and X-ray therapy by 
dentists in active U. S. military service. 


States Taking Upward Revision 


New rates for the physicians, surgeons 
and dentists classifications are effective 
for: Arizona, California, Colorado, Con- 
necticut, Georgia, lowa, Maine, Mary- 
land, Massachusetts, Minnesota, Mis- 
souri, Montana, New Jersey, Pennsyl- 
vania, Vermont and the District of 
Columbia. Rates are revised upward for 
all these jurisdictions. 

Revised rates for the physicians and 
surgeons classifications are effective for: 
Arkansas, Idaho, Illinois, Indiana, Kan- 
sas, Kentucky, Louisiana, Michigan, 
Nevada, New Mexico, Oregon, South 
Carolina, Utah, Virginia, Wisconsin and 
Alaska. Rates are increased for all these 
jurisdictions except Indiana, where rates 
are reduced. 

For two states, Alabama and Ohio, 
rates for the physicians and surgeons 
classifications remain unchanged, but 
the rate for the dentists classification is 
revised upward. 

New rates are now effective in Texas, 
where the Board of Insurance Commis- 
sioners approved the Bureau’s physi- 
cians’, surgeons’ and dentists’ profes- 
sional liability insurance program, as 
well as its miscellaneous medical pro- 
fessional liability insurance program, 
effective May 24. 

In New York, revised rates for the 
dentists classification became effective 


(Continued on Page 36) 
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Dilliard Hall Gives 


Two Pittsburgh Talks 


ENCOURAGES YOUNG AGENTS 


Tells Them of Insurance Selling Oppor- 
tunities Ahead; Urges U. S. F. & G. 
Girls to Learn Bonding Rate Manual 





J. Dilliard Hall, associate agency di- 
rector of United States F. & G,, had a 
busy but interesting time in Pittsburgh 
this week. On May 24 he was chief 
speaker at the graduating exercises of 
the insurance course conducted jointly 
by the Insurance Club of Pittsburgh 
and the Pittsburgh Agents Association. 
Two days later he gave the luncheon 
address at the All Girls Forum, annually 
held by George Avery, United States 
F. & G. manager in Pittsburgh, which 
is attended by 150 to 200 girls from 
all agencies of the company in western 
Pennsylvania. 

Mr. Hall, who has devoted his career 
of 45 years in the insurance field to 
agency development with the emphasis 
on education of the younger people in 
the business, emphasized in his talk at 
the graduating exercises the opportuni- 
ties that lie ahead for multiple line 
agents. He predicted that insurance for 
the home will be in far greater demand 
than ever before, especially with the 
advent of the home owner’s policy. 

He anticipates a sizable increase in 
the sale of fidelity bonds due to con- 
stant changes of personnel in business 
and bank organization. 

Mr. Hall also foresees building opera- 
tions advancing to a _ gigantic scale 
which “will mean a tremendous volume 
of contract bonds and other insurance.” 
At the same time, he said, the market 
for other forms of casualty and _ fire- 
marine insurance will be expanded tre- 
mendously. 


His Advice to Young Agents 


In giving his sizeup of the ideal agent 
Mr. Hall offered some friendly advice 
to the graduates. He recommended: 

“Advertise in local papers and get ac- 
quainted with the local editor; engage 
in civic activities; seek opportunities to 
speak about insurance at local meetings. 
Tell people about the insurance research 
that is going on, the economic impor- 
tance of insurance, the wide range of 
investment activity and active partici- 
pation by insurance companies in the 
growth of America. If you do all these 
things you will find a much better pub- 
lic appreciation of the value of insur- 
ance.” 

Acres of Diamonds 


Addressing the All Girls Forum, Mr. 
Hall took as his theme “Acres of Dia- 
monds.” He brought with him to the 
platform the fidelity, forgery and surety 
bond rate manual and called attention 
to its vari-colored pages. “Each section 
of this manual, if studied thoroughly, 
will give you a working knowledge of 
the bonding lines that will prove invalu- 
able to you in your agency work. Fur- 
thermore, it is a veritable acre of dia- 
monds—representing millions of dollars 
in commissions,” the speaker said. 

“Don’t be afraid of the manual. 
There’s nothing formidable about it. 
Get familiar with it and you will find 
all the answers you need to know in 
your agency jobs.” 


W. O. Hall Killed in Auto 


Accident; Reinsurance V.P. 

William ©. Hall, 55, vice president of 
the North American Casualty & Surety 
Reinsurance Corp. of New York who 
was well known in the surety underwrit- 
ing field, was killed May 20 in an auto- 
mobile accident at Savona, N. Y. 

Born in England, Mr. Hall was en- 
gaged in the reinsurance business in 
Loadon before coming to the United 
States in 1926. He was a member of the 
Surety Underwriters Association of New 
York, Insurance Federation of New York 
and Insurance Society. 
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American Management 


Association Meeting In New York 





Carson Cites Evils 
Of Under-Insurance 


COMMON IN FIDELITY FIELD 


Panelist at AMA Meet; Six-Figure 
Losses Prevalent; Offers Buying 
Guides; Suggests Corporate Bonds 


Under -insurance is probably more 
prevalent in the fidelity field than in any 
other, Ellis Carson, president, Na- 
tional Surety Corp., New York, told 
executives attending the American Man- 
agement Association’s national insurance 
conference at the Hotel Statler, N. Y., 
on May 24. He spoke on fidelity and 
surety coverage as part of a panel of 
insurance company presidents who dis- 
cussed trends in the insurance industry. 

Six-figure fidelity losses are no longer 
unusual, Mr. Carson warned, and all too 
frequently they exceed the amount of 
insurance in effect. Thirty-three losses 
that his firm recently analyzed totaled 
$1,125,800 whereas the bond amounts 
applicable aggregated only $382,500. Even 
though fidelity bonds are not subject 
to co-insurance, because of inadequate 
limits of liability, payment of the full 
bond amount often leaves the insured 
with a large deficit. 

Collateral Services Important 

While an insurance buyer could not 
afford to rely too heavily on the chance 
that under-insurance would be made 
good by salvage recoveries from de- 
faulters, this aspect of the collateral 
services rendered by insurance compa- 
nies is quite important, Mr. Carson 
pointed out. Efficiency on the part of 
the surety in recovering salvage is also 
important when a fidelity bond is sub- 
ject to experience rating. His company’s 
experience over the years, he said, in- 
dicates that about 25 cents of every dol- 
lar embezzled or otherwise misappropri- 
ated by bonded employes can be recov- 
ered. 

Bond Amount Increase Necessary 

In addition to the increasing severity 
of individual losses, corporate insurance 
buyers should consider the increase in 
their exposure to losses because of eco- 
nomic expansion and inflation, Mr. Car- 
son suggested. Amounts at risk have 
enlarged materially, and defaulters seem 
to have become increasingly avaricious, 
perhaps partly because of the reduced 
value of the dollar. All this indicates, he 
pointed out, that many companies may 
need to increase bond amounts in their 
fidelity coverages. 

National Surety, he said, recently sur- 
veyed, on a cross-section basis, 35 bonds 
of sizable businesses in various parts of 
the country. All the bonds ‘had been 
in force for six years or more; in only 
one instance had there been any in- 
crease in the bond amount since incep- 
tion. During the same _ period these 
companies had increased their fire in- 
surance by amounts ranging from 10% 
to more than 350%. Except for the sin- 
gle firm that had increased its bond 
amount, none had blanket bonds that 
could be considered as “approaching 
adequacy to protect against catastrophe 
losses,” he declared. 








Guides to Adequate Fidelity Insurance 

Special studies are now being con- 
ducted by the fidelity insurance indus- 
try in an effort to arrive at minimum 
amounts of coverage that might be sug- 
gested to buyers. Meanwhile, Mr. Car- 
son offered the following guides to ade- 
quate fidelity insurance: 

Group 1: service organizations such as 
real estate agents and educational insti- 
tutions—$2,000 per Class A employe un- 
der a primary commercial blanket bond; 

Group 2: organizations with relatively 
large amounts of assets represented by 
equipment but with small merchandise 
inventory, such as hotels, hospitals, con- 
tractors, and publishing companies—5% 
of gross sales; 

Group 3: manufacturers or vendors of 
durable goods—5% of current assets; 
Group 4: distributors and retailers of 





food, drug, and chemical products—10% 
of current assets or 5% of gross sales. 


Recommends Corporate Surety Bonds 


Government has led the way in use of 
construction surety ‘bonds, Mr. Carson 
pointed out. In public works construc- 
tion the requirement for bonding con- 
tractors is practically universal. Objec- 
tives are to save money and to eliminate 
risk. Even though open competitive bid- 
ding is not so common in private con- 
struction, the elimination of risk is sure- 
ly a strong enough motive to make 
specifications call for corporate surety- 
ship, according to Mr. Carson. He com- 
pared building contracting to dealing in 
futures and recommended a _ corporate 
surety bond as a hedge in the futures 
market. 

A fluctuating price market, he pointed 
out, makes it more desirable than ever 
that those embarking on building pro- 
grams try to make certain of completion 
for not more than the contract price 
by demanding performance and payment 
bonds. An advantage in requiring surety 
bonds on a building program lies in the 
elimination of loadings for the credit 
risk when the credit men of material 
supply houses know that payment bond 
is posted. 


Jainsen Predicts More 
Casualty “Jumbo Cases” 


PANELIST AT AMA MEETING 


Declares Society Now Responsible for 
Injured Victims; Foresees Statutory 
Disability Laws 





of casualty cases 
and there will be 


The average cost 
will continue to rise, 
more “jumbo cases,” Wilson C. Jainsen, 
president, Hartford Accident & Indem- 
nity Co., predicted May 24 at American 
Management  Association’s insurance 
conference in the Hotel Statler, New 
York. Mr. Jainsen discussed develop- 
ments in casualty insurance as part of a 
panel of insurance company presidents 
who evaluated trends in the industry. 

The world is growing more litigious, 
Mr. Jainsen said, and social concepts 


seem more and more to require that 
when someone is injured, no matter 
what the cause, the resulting burden 


of cost shall fall not upon the victim 
but upon society. Casualty insurance 
increasingly is oe the medium for 
this transfer of liability from the indi- 





Stellwagen Evaluates Job of Corporate 
Ins. Manager; Offers Helpful Advice 


The corporate insurance manager is 
busy enough protecting his company 
against “the slings and arrows of out- 
rageous fortune” without trying to pro- 
tect the company against itself. There- 
fore, he should not seek that “illusive, 
ambiguous, vexatious coverage known as 
property damage liability on an occur- 
rence basis.” 

This advice was given to insurance 
managers this week by Herbert P. Stell- 
wagen, executive vice president, Indem- 
nity Insurance Co. of North America, 
who spoke at the opening session of a 
three-day insurance conference  con- 
ducted at Hotel Statler, New York, by 
the American Management Association. 


Puts Emphasis on “Pure Risk” 


The insurance manager, according to 
Mr. Stellwagen, should concern himself 
only with “pure risk” and not with 
“speculative risk” involving the possi- 
bility of profit. He should not try to 
deal with loss arising from wrong exec- 
utive decisions, from the inadequacy of 
a research labor: atory, from the failure 
of a product to perform as intended, 
or from the incompetence of salesmen. 
Instead, he should seek protection 
against such hazards as the following: 
Destruction of property in which the 
concern ‘has a pecuniary or insurable 
interest by fire, wind, explosion, and 
other perils; contingent and consequen- 
tial loss, including loss of income fol- 
lowing such destruction; loss by theft, 
including the infidelity of employes; and 
loss from workmen’s compensation and 
third party claims. 

In evaluating these hazards, Mr. Stell- 
wagen suggested, the controlling factor 
is not the absolute value of the possible 
loss but its relation to the available mar- 
gin for contingencies. In a small newly 
established business, a $10,000 loss may 
very well impair free assets, he pointed 
out, while the free asset position of 
large firm in business for many years 
may be relatively unaffected by a loss of 
$100,000 even though such a loss occurs 
two or three times a year. 

In relating possible loss to contingency 
margin, the degree of probability that 
the loss will occur should not be the 
determining consideration, he advised. 
Although loss frequency and aggregate 
annual loss may dictate important ele- 
ments of a business concern’s insurance 
program, the capacity of a big loss to 





hurt a business is not diminished simply 
because there is a relatively small chance 
that it will occur. 


Loss Control and Accident Prevention 


The insurance manager can reduce the 
effect of these hazards by loss control 
and accident prevention measures, and 
he can eliminate the risks involved by 
transferring them to the shoulders of an 
insurance underwriter. The competent 
insurance manager, according to Mr. 
Stellwagen, will operate in both fields. 
“Tt seems to me inevitable that the indi- 
vidual responsible for protecting his 
company’s asset position against pure 
risk should have authority in the prose- 
cution of accident and loss prevention 
as well as in the purchase of insurance. 
The two are ‘bound together ; they 
should not be separated.” 

The function of insurance, Mr. Stell- 
wagen said, is to destroy risk by sub- 
stituting cert: uinty for uncertainty. The 
individual risk is transferred to a risk- 
bearing agency which combines that risk 
with a sufficient number of similar risks 
so as to allow the law of averages to 
operate. This process enables such an 
agency to establish premiums which, 
when accumulated from the many, will 
pay for the loss suffered by the indi- 
vidual. 


Self Insurance Is “Gambling” 


So-called self-insurance is really non- 
insurance or “gambling” unless the com- 
pany has a sufficient spread of homo- 
geneous exposure, absence of heavy 
exposure at one or two or three places, 
and a free asset position of considerable 
magnitude, Mr. Stellwagen declared. 
“When in doubt, insure.” 

Decisions about the purchase of insur- 
ance are affected to some extent by the 
loss prevention and claims services pro- 
vided by the insurance company, Mr. 
Stellwagen pointed out. In this area, he 
offered the following general principles : 
Where the service feature of insurance 
is of major importance, the purchase of 
primary insurance is indicated. Where 
indemnity is paramount and service is of 
little consequence, excess coverage may 
be an alternative to primary insurance 
for certain hazards. However, he said, 
in the majority of cases it will prob ably 
be found that service and indemnity are 
of equal importance and primary insur- 
ance will be required. 





vidual or corporation to society. If more 
and more jolting verdicts are handed 
down, he forecast, “we can look for in- 
creasing agitation for a system of stipu- 
lated payments to compensate for in- 
jury or loss of life, regardless of fault.” 

Mr. Jainsen also predicted that the 
valuable papers policy and the acounts 
receivable policy will become more im- 
portant and that more employers will be 
required by law to provide statutory dis- 
ability insurance covering their workers. 
Continuing agitation for comprehensive 
coverage through ‘ L pags, ii policies also 
can be anticipated, he said. 


200% Expansion in Past Decade 


Within the past decade, Mr. Jainsen 
reported, the casualty insurance business 
has experienced a 200% expansion in the 
annual volume of premiums written. In 
the assimilation of this growth, he said, 
it has had to endure some severe diges- 
tive disturbances. In 1950 a severe de- 
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terioration in the casualty underwriting 
situation produced an abrupt and pre- 
cipitous decline in profit showing. For 
1951 the industry, over-all, went into tle 
red to the extent of $160,000,000. How- 
ever, by the closing months of 1952 a 
degree of stability became apparent, and 
improvement was sufficient in 1953 to 
make it a more or less normal year. 

A rate level adjustment factor has 
been introduced into the compensation 
rating structure, and “it appears that 
current results in compensation rate- 
making are proving satisfactory. How- 
ever, we must accept the probability that 
compensation benefits will tend to in- 
crease and that additional influences, 
such as the inclusion of injuries pre- 
viously excluded and the advancement 
of remedial medicine, will produce new 
types of claims and add to medical 
costs.” 

3ecause of the post - Korea inflation, 
trend factors and projection factors 
were introduced into automobile and lia- 
bility insurance rates to make them 
more quickly responsive to fast-chang- 
ing conditions. Much work has _ been 
done by the casualty industry to develop 
a capacity for the handling of farge 
interstate risks under one uniform rating 
program and at a reasonable and under- 
ste andable cost level. As a result of all 
these adjustments, Mr. Jainsen said, 
ren the insurance buyer is able to 
purchase the coverage he desires and at 
a price that is fair to both the insurer 
and insured.” 


Allow for Revolutionary Changes 


Today, he pointed out, the corporate 
buyer of casualty insurance must allow 
for “the somdationats changes that have 
occurred in social thinking; the pres- 
sure for high damage awards voiced by 

(Continued on Page 36) 
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Joint Committee Formed To Coordinate 


Bureau And Conference Activities 


First Steps Taken Toward Eliminating Duplication Of Effort And To Promote Efficiency 


In Other Areas; 


Individual A. & H. insurance was the 
topic of wide discussion at New York’s 
Biltmore Hotel, Wednesday and Thurs- 
day, May 26-27, when the Bureau of 
Accident & Health Underwriters played 
host to accident and health men at its 
annual spring seminar. 

The two-day deliberation on individual 


insurance boasting a 22 speaker roster 
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drew an all-time record attendance. In 
addition to the unprecedented number 
of Bureau company registrants, there 
Were present, as guests, representatives 
of 22 non-member companies and emi- 
nent personnel of college faculties. 

Soper Extends Welcome 

In officially opening the proceedings, 
Laurence B. Soper, assistant vice presi- 
dent of New York Life and chairman 
of the Bureau governing committee, de- 
livered the address of welcome. 

Cordially greeting the participants on 
behalf of the Bureau, Mr. Soper took 
note of the excellent attendance that so 
admirably bespoke the interest of the 
industry in the seminar and the eager- 
ness of all for a better understanding 
of accident and health insurance and 
its many problems. 

He was particularly impressed with 
the array of speakers .who had given 
time, thought and labor to the prepara- 
tion of papers that his audience would 
find of the greatest value in the impor- 
tant daily operation and in the future 
development of accident and health in- 
surance. Then with a special word of 


congratulation for the educational semi- 
nar committee on its development of 
such a comprehensive program of such 


Number And Improve Caliber Of Meetings 


timely subjects, Mr. Soper said: 
Trade Association Cooperation 

“This meeting marks one of the first 
steps in what I sincerely hope will be 
a continuing and growing move to bring 
about closer cooperation with other 
trade associations. I think you are all 
aware of the very real efforts being 
made to have the accident and health 
industry present a more united front in 
order more effectively to deal with the 
many problems facing it in the areas of 
legislation and public relations. 

“Steps are being taken also toward 
eliminating duplication of effort and pro- 
moting efficiency in other areas. A joint 
committee representing the Bureau and 
the Health & Accident Underwriters 
Conference is studying ways and means 
of coordinating their activities for the 
purpose of promoting efficiency and effi- 
cacy. 

“It is hoped that it may be possible 
before too long to arrange joint educa- 
tional meetings. This would reduce the 
total number of meetings and it is 
hoped improve the already high caliber 
of such meetings. 

“Your educational seminar committee 
believed that even though it will take 
some time to arrange for joint meet- 
ings, it is not too soon to start working 
more closely with our friends in the 
Conference. You will notice that among 
those who will participate in this semi- 
nar there are several representatives of 
Conference companies. 

Welcome Conference Companies 

“T am sure they will add materially 
to the discussions, and I know you all 
join me in thanking them for their as- 
sistance and in welcoming them to this 
educational seminar. I want to welcome 
also those representatives of Confer- 
ence companies who are in attendance.” 

Mr. Soper concluded his welcoming 
address with personal greetings for each 
of the distinguished visitors present. 

Seminar Committee Chairman Peter J. 
Burns, New York Life, then briefly out- 
lined seminar procedure, and the semi- 
nar got down to the business of its 
heavy agenda. 

P. J. Burns Chairman 

The opening session of the four ses- 
sion program featured primary topics 
of importance in today’s A. & H. busi- 
ness. Under the chairmanship of Mr. 
Burns well known authorities on the 
various subjects wove the many strands 
of industry thinking into an informative 
pattern. 

Joseph Norton, resident vice president, 
eastern department, Continental Casu- 
alty, set the stage with a review of 
present and future A. & H. experiment 
in a paper titled “Opportunities Unlimi- 
ted.” 

With “A Fresh Look at Hospital Ex- 
pense Insurance,” James E. Powell, vice 
president, Provident Life & Accident, 





proposed some advanced thinking on the 
comprehensiveness of hospitalization 
benefits. 

Morton D. Miller, associate actuary, 
Equitable Life Society, ably eee yed 
the great experiment in modern A A. & H. 


coverage in discussing “Individual and 
Family Major Medical Expense To- 
day.” 


The growing demand for permanence 
of protection was expertly treated by 
Richard N. Morse, associate actuary, 
Monarch Life, in a paper, “Non-Cancel- 
lable Accident and Sickness Insurance— 
Current Trends and Outlook.” 

Cancellable insurance, its present and 
“ future was carefully analyzed by 
Gerald S. Parker, A. & H. secretary, 
Guardian Life, in his dissertation, “To 
Be or Not To Be,” which successfully 
concluded the first session and a lucra- 
tive morning of ideas. 

Agency Management Panel 

The seminar resumed, when Rex H. 
Anderson, New York Life, took over as 
discussion leader of a panel on agency 
management problems, strong!y  sup- 
ported by panel members Rudolph C. 
Larson, casualty field supervisor, Aetna 
Life; W esley Jones, field representative, 
Mutual Life of New York; Alfred D. 
Perkins, vice president, Union Mutual 
Life; and Robert J. Mueller, Washing- 
ton National. 

Mr. Anderson conducted a stimulating 
afternoon discussion of the many and 
varied problems encountered in the sale 
and service of A. & H. in the recruit- 
ing and training of career agents, and 
in the competitive field of merchandis- 
ing. Consideration of these and numer- 
ous other practical points of interest to 
A. & H. salesmen and sales managers 
wound up the opening day for partici- 
pants. 

Mustering Biltmore Hotel hospitality, 
Chairman Burns and his seminar com- 
mittee provided a relaxing aside from 
the pressure of the tightly knit program 
with a first-day reception to which all 
were cordially invited. 

Medical Underwriting Discussed 


The Thursday morning session saw 
seminar participants begin the second 
day of A. & H. deliberation, when Dis- 
cussion Leader Francis J. Haran, who 
is assistant secretary, accident depart- 
ment, Connecticut General Life, called 
the meeting to order for a panel dis- 
cussion on medical underwriting of ac- 
cident and health insurance. 

Audience approval of this feature of 
the program was again proved by at- 
tendance for the doctor discussion on 
common and uncommon medical prob- 
lems of everyday underwriting. 

In the opening consideration of 
“Female Conditions,” Dr. Howard Mc- 
Cue, Life Insurance Co. of Virginia, of- 
fered valuable facts and figures on 
gyneologic diseases. 

The large problem of underwriting 





Joint Educational Meetings Planned To Reduce Total 


heart cases was considerably simplified, 
after Alfred F. Seibert, associate medi- 
cal director, Travelers, expressed him- 
self on “Heart and Circulatory Condi- 
tions.” 

The significance for the underwriter 
of gallstones and kindred organic com- 
plaints was ably explained by Dr. Jo- 
seph C. Horan, associate medical di- 
rector, Metropolitan Life, in an inter- 
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esting paper on “Diseases of the Liver 
and Gall Bladder.” 

Dr. Harry Cochran, associate medical 
director, Lincoln National Life, revealed 
a score of practical pointers on risk 
evaluation of “Asthma, Bronchitis, Bron- 
chiectasis, Hay Fever, and Other Aller- 
gic Manifestations.” 

An effective climax to the panel dis- 
~~ came in the place of Dr. Harry 

Christensen, medical director, Union 
ere: Life, Portland, Me., for thought- 
ful consideration of the psychotic and 
psychoneurotic in his paper, “Nervous 
and Mental Disorders—Functional and 
Organic.” 

Modern Role of A. & H. Claim 

Department 

Logically programmed as a conclusion 
with an impact was the panel discussion 
on the modern role of the claim depart- 
ment in accident and health insurance. 

Living up to full expectations, Discus- 
sion Leader Douglas N. Morrison, as- 
sistant secretary, claim division, Aetna 
Life, and his panel of: George F. 
Monks, A. & H. claim manager, New 
York Life; Gilbert FE. Erickson, as- 
sistant secretary, life, accident and 
group claim department, Travelers; 
Godfrey M. Day, secretary, claim de- 

(Continued on Page 35) 
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The 94 companies, good, bad and indif- 
ferent, indicated approximately 23, 


Parker Discusses Can. And Non-Can.; 000 individual cancellable Siecle 


Offers Solution to Present Dilemma 


Debating the pros and cons of the 
“cancellation problem” confronting the 
A. & H. industry, Gerald S. Parker, sec- 
retary, accident and health department, 
Guardian Life, told a large and attentive 
audience gathered for the opening ses- 
sion of the Bureau of Accident & 
Health’s educational seminar at the 
Biltmore Hotel, N. Y., May 26, that 
‘if we don’t solve this problem our- 
selves, legislatures are going to try to 
solve it for us—to our sorrow.” Mr. 
Parker gave an address entitled, “To Be 
or Not To Be.” 

He pointed out that the fact that al- 


though non-cancellable accident and 
health is now being widely and success- 
fully sold it does not mean that the 
cancellable type is obsolete. “Far from 
it,” the speaker continued, “90% of the 
accident and health insurance in force 
is still cancellable. It is likely to re- 
main so for a long time to come. | 
believe this is in the public interest. 
There is a place for both types of cover- 
age. There is a market for each.” 

Mr. Parker clearly indicated that be- 
cause of the rather high cost of the 
non-cancellable coverage the market for 
commercial accident and health is much 
wider than the market for non-cancel- 
lable. “To outlaw cancellable accident 
and health insurance,” he said, “would 
be to kill the goose that lays the golden 
eggs and leave millions of people un- 
able to secure protection they need and 
can afford.” 


Theory of Cancellation 


“The theory of cancellation originally 
applied to accident and health insur- 
ance,” the speaker explained, “was sub- 
stantially the same as the theory of can- 
cellation in property insurance. This 
theory is that the premium rates for the 
coverage are set for average risks. If a 
risk becomes substantially greater than 
average, the carrier has the right to 
retire from it. 

“In property insurance, it is usually 
possible for the cancelee to improve the 
risk enough so that it can again be in- 
sured, unless the coverage was cancelled 
because of the bad character of the 
named insured. Unfortunately, it is not 
always so easy to improve impaired ac- 
cident and health risks so that they 
may again be insured. Therein lies a 
major part of our so called ‘cancellation 
problem.’ 

“That a problem exists is no longer 
in question,” he emphasized. “It has 
been demonstrated. What is in question 
is the exact nature of the problem, the 
extent of the problem—and of course 
the solution to the problem.” 

Mr. Parker hit hard at the distorted 
press reports concerning the nature of 
the cancellation problem which have had 
wide notoriety lately. He pointed out 
that both the nature and the extent of 
the problem have been distorted by the 
press reports which invariably assume 
that each policyholder is lily white and 
honest, each carrier scheming to de- 
fraud. “I am sure,” he continued, “we 
all know the reverse would be nearer 
to the truth of the matter.” 


Reasons for Cancellation 


As the reasons for cancellation of 
A. & H. policies, Mr. Parker indicated 
the following which he stressed were 
contrary to the opinion often assumed 
by the public press that the only rea- 
son why carriers cancel policies was due 
to claims. They are: misrepresentation 
in the application; fraud, malingering, 
collusion, and all manner of gross ex- 


force in the United States in calendar 
year 1952. Of them, about 120,000 were 
cancelled for all causes. That’s a can- 
cellation rate of about five per thousand, 
a half of 1%! I think that figure alone 
speaks eloquently for the extent of the 
problem. Yet there is more. 

“Mr. R. W. Potts, life actuary of the 
North Carolina department, further 
studied the reports applicable to North 
Carolina. Fifty-nine companies reported 
3,862 cancellations in North Carolina in 
1952. Of these, 1,334 were for deteriora- 
tion in health; 966 were for ‘excessive 
claims.’ Of the cancellations for exces- 
sive claims, some were undoubtedly 
‘moral hazard’ cancellations, some were 
for deterioration in health by another 
name. 

“Suppose,” the speaker continued, 
“that half the cancellations reported for 
‘excessive claims’ did not involve moral 
hazard. That would leave about 1,820 
cancellations out of 3,862—47% for de- 
terioration in health by one name or an 
other. Let’s be pessimistic and make it 
50%. Applied to the nationwide figures 
of the companies involved, that means 
that only about a quarter of 1% ot 
policyholders of all those companies lost 
their coverage under circumstances 
which they might reasonably feel to be 
of questionable justification. 

“In my book, that’s not a problem of 
large extent. It’s certainly not a prob 
lem justifying legislation to outlaw can 
cellations which would jeopardize the 
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aggeration of claims; unsatisfactory coverage of the 23,000,000.” 
moral risk; insanity; insured just plain In this connection, Mr. Parker pointed 
cantankerous and difficult to deal with; out that the North Carolina study 


overinsurance; change of occupation; showed up some other interesting facts. 
permanent foreign residence; cancella- “Keep in mind,” he said, “the 50% figure 
tion of all like policies; cancellation of for cancellations due to deterioration 
agency; and the deterioration in the in the health of the people insured. The 
health of the insured. ni itionwide figures of the 94 carriers re- 

Mr. Parker then took up the question porting in the North Carolina survey 
of the extent of cancellation. He cited showed: 35 companies reporting less 
the special industry committee’s figures than 1 cancellation per thousand; 22 
which were gathered as a result of an companies reporting 1 to 3c ancellations 
ree age conducted by the North per thousand; 12 companies reporting 
Carolina legislature last year when re- 3.1 to 5 cancellations per thousand; 14 
strictive legislation was proposed. This companies sept 5.1 to 8 cancella- 
survey, he said, covered 94 insurance tions per thousand; 1 company reported 
companies, four fraternals and three 8.5 cancellations per geeniast 1 com 
hospital associations which had reported pany reported 9.8 cancellations per thou- 
business. sand; 1 company reported 10 cancella- 
tions per thousand; 1 company reported 
: : 11.9 cancellations per thousand; 1 com- 

“Fortunately for our purposes,” said pany reported 12 cancellations per thou- 
Mr. Parker, “the reporting companies sand; 1 company reported 13 cancella- 
furnished nationwide cancellation fig- tions per thousand; 1 company reported 
ures in addition to North Carolina sta- 14 cancellations per thousand; 2 compa- 
tistics. The figures are most interesting. nies reported 20 cancellations per thou- 
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sand; 1 company reported 29 cancella- 
tions per thousand; 1 company reported 
90 cancellations per thousand. 

“From these figures, it would seem 
that not only is the problem a very 
small one, percentage wise, but that 
most of it arises from less than two 
dozen companies. I believe most of the 
troublesome companies operate in North 
Carolina, as they do in most states. 


Legislation Not the Answer 


“T think one obvious conclusion from 
what we know about cancellation is that 
legislation of the type proposed in North 
Carolina last year is not the answer to 
the problem. Such legisation would pro 
tect a minute portion of the insuring 
public, one-half of which does not de- 
serve protection, to the loss of the 
994%4% who are now buying first-rate 
accident and health insurance at reason- 
able cost—and would be deprived of it 
by such legislation.” 

Mr. Parker brought forth the impor 
tant conclusion that although the one 
half of 1% cancellation figure is small 
percentagewise at least, it assumes 
huge proportions when applied to the 
number of policies throughout the coun 
try. He emphasized that industry men 
who claim that this is not a real problem 
and that recent adverse publicity will 
eventually run its course, are wrong 

He compared the figures of 1939 to 
those of the present day. “In 1939,” he 
said, “approximately three and a quarter 
million individual commercial accident 
and health policies were in force. If 
the cancellation rate in those days was 
the same one-half of 1% it is today 
(and it was probably lower in view of 
the preponderance of accident insur 
ance), about 16,250 individual policies 
were cancelled in 1939 throughout the 
entire United States—perhaps 8,100 for 
deterioration in health. 

“Spread the 8,100 through the 48 
states, and the noise of their complaints 
would hardly have been loud enough 
to disturb the peace of any Commis 
sioner, let alone the press or the insu 
ance industry—even if they all com 
plained, which they most certainly all 
didn’t. 


The Situation Today 


“Now what is the comparable situa 
tion today? From the information avail 
able and without indulging in extensive 
research, i estimate that there are 
about 36,000,000 individual cancellable 
policies in force in the United States 
right now. Applying a cancellation rate 
of five per thousand, we can fairly as 
sume that about 183,000 people will lose 
their coverage this year against their 
will—91,500 for deterioration in health 

“Gentlemen,” continued Mr. Parker, 
“we are dealing with the same quarter 
of 1% of the public which is losing the 
protection it wants and feels it should 
have. But the handful has grown to an 
army. As the clippings behind me tes- 
tify, you can’t hide 91,000 dissatisfied 
people, even in this big country of ours 
Their voice has been heard. It will con- 
tinue to be heard. And that’s one rea- 
son why we have a ‘cancellation problem’ 
today. 

“There’s another reason too. That 
reason is that the present practices of 
many companies are wrong in the judg- 
ment of the insuring public. I agree 
with that judgment. I believe that a 
wrong is no less wrong for being a 
small wrong—percentagewise or other- 
wise. I believe that we must, in the 
end, provide the public with what it 
wants or suffer the consequences. What 
the public wants is accident and health 
insurance which gives the protection it 
is sold to provide and which will not be 
discontinued upon the very occurrence 
of the event insured against! 

“We meet the first want; we fall 
short of the second. It is not a com- 
plete defense to say that we only fall 
one-quarter of 1% short. It is not an 
adequate answer to say that health in- 
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F. J. Haran Leads Panel on Diseases 


Prominent in Routine Underwriting 


Drs. McCue, Seibert, Horan, Cochran and Christensen Point 
Out Limiting Factors Considered in the 
Evaluation of Risks 


A medical directors’ discussion of dis- 
eases prominent in the routine day of 
the underwriting department opened the 
second day of the Bureau of Accident 
& Health Underwriters educational 
seminar, May 27, at the Biltmore Hotel, 
New York. The panel under the leader- 


ship of Francis J. Haran, Connecticut 
General Life, comprised Dr. Howard 
McCue, assistant medical director of 
Life of Virginia; Dr. A. F. Seibert, 


associate medical director of the Travel- 


ers; Dr. Joseph Horan, associate medi- 
cal director of Metropolitan Life; Dr. 
Harry A. Cochran, medical director of 


Lincoln National Life, and Dr. 5 Ge 
Christensen, medical director of Union 
Mutual Life. 


McCue on Female Conditions 


A paper on Female Conditions by Dr. 
McCue began the panel proceedings. 
Telling his audience that female disor- 
ders were number one on his list of 
claim costs, the speaker briefly sketched 
the four-year experience of his company 
from its entry into the field of individual 
hospital and surgical experience. 

After stressing the necessity of a 
statistical approach to determine the 
problems of female disorders in hospital- 
surgical insurance, Dr. McCue cited 
figures upon which he based his con- 
clusion that the average duration of 
hospital stay is approximately the same 
for adult males and adult females, that 
the major point of difference is the 
much greater frequency of claims for 
females than in males. He pointed out 
that the claim frequency is 57% greater 
in females than in males. However, he 


said, the average cost per claim, exclu- 
sive of surgery, varies little between 
males and females. Dr. McCue then 


quoted figures which showed that the 
surgical expense is more than twice as 
great for adult females as for males. 


Gynecologic Procedures Most Common 


Pointing to appendectomy as_ the 
leading claim cost for males and skin 
surgery as the most frequent, the 
speaker continued, “in females, by num- 
ber of claims, gynecologic procedures is 
not only the most common category, 
actually it is three times as common as 
any other type of surgery and composes 
31.4% of the total number of claims 
for surgery on females. By amount this 
trend is even greater. Gynecologic pro- 
cedures were responsible for 45.8% of 
the total, and this was four and one-half 
times as great as any other cost.” 

Advising the need of considerable care 
in underwriting hospital and_ surgical 
insurance in regard to female disorders, 
Dr. McCue at the same time recognized 
the difficulties experienced because of 
the applicant’s conscious withholding of 
facts, lack of knowledge or restraint in 
discussing such matters. Adding to the 
underwriter’s problems was the fact 
that the majority of gynecologic proce- 
dures were elective surgery which left 
their timing largely up to the patient or 
the doctor. And the presence or absence 
of insurance in such instances strongly 
influenced decisions. 

In further relating his company’s ex- 
perience Dr. McCue stated that a his- 
tory of previous hospitalization for a 
gynecologic disorder with no surgical or 
with only a minor procedure frequently 
indicated a future claim for a more ex- 
tensive procedure. The reverse was true, 


major gynecologic repair had 
been done. Stressing the importance of 
accurate information from female ap- 
plicants with no past definitive genea- 
logical treatment, Dr. McCue felt that 
the problem of underwriting female con- 
ditions must be handled by the use of 
general measures. He further felt that 
it was generally unwise to issue hos- 
pital-surgical coverage on a married 
woman without the inclusion of her 
husband and children. 

While approving a higher premium 
structure and longer waiting periods for 
adult females because of female disor- 
ders the speaker recognized the limita- 
tions of such methods by reason of 
administration and competition. Dr. Mc- 
Cue concluded with a reiteration of the 
approach to the problem of female 
disorders through general measures and 
not on an individual case basis. 


when 


Seibert on Heart and Circulatory 


Conditions 
Dr. A. F. Seibert, the second speaker, 
turned audience attention to the con- 


sideration of “Heart and Circulatory 
Conditions.” Stating the underwriting 
difficulty in the case of blood pressure 
and cardiac disorders, Dr. Seibert pointed 
up the extent of the problem by citing 
the results of a 12-month statistical 
survey conducted by Frank Anderson, 
M.D., and Edward Urich, Pacific Mutual 
Life. 

“Cardiov ascular disability,” the speaker 
said, “represented better than 40% Yo, and 
I understand that later figures now 
available have shown that cardiovascular 
disability alone represents better than 
50% of those disabled for a period of 
12 months or longer. Psychiatric reasons 
account for 14%, arthritis. 9%, gastroni- 
testinal 9%, neurological 7%, cancer 7%, 
tuberculosis 5%, ruptured discs 3%, mis- 
cellaneous 6%. This experience should 
teach us a number of things. 

“Here we see,” he continued, “that 
better than 50% of claims lasting over 
12 months are due to heart disease. 
Secondly, if we add to this the second 
category, namely, psychiatric, we have 
considerably better than one-half of all 
the claims. When also we realize that 
these two are often superimposed one 
upon the other, that very frequently the 
second prolongs the first, we have even 


FRANCIS J. HARAN 


a more impressive regard for these two 
cripplers. Claimwise, we are aware each 
day of the great number of heart dis- 
ease cases who, because of a natural 
fear of their ailment, are made invalids 
or semi-invalids due to over-cautions 
advice of their physician or well-mean- 
ing friends. 

“The psychological effect of being told 
one has heart disease cannot be over- 
emphasized, and certainly to many it 
has come as the killing blow to hopes 
and aspirations. Fortunately, it is now 
being recognized and appreciated that 
this attitude is not entirely a valid one 
and that many who have suffered an 
early coronary attack go on to apparent 
complete recovery. If they have learned 
a little through their experience in re- 
gards to a healthier way of life, it can 
be said that some good has come of 
their illness.’ 

Other Considerations in Picture 


Acknowledging the unpleasant duty of 
cutting off coverage because of the de- 
velopment of a cardiac condition, Dr. 
Seibert went on to say: “Many times 
other consideration radi good medical 
underwriting come into the picture as 
you well know. When any _ individual 
suffers from hypertension or heart dis- 
ease he already is in a precarious posi- 
tion so far as his health is concerned 
and although neither of these two con- 
ditions, per se, may not cause him dif- 
ficulties for a number of years, it is 
certainly going to make considerable 
difference in his health program. 

“Now when we consider these two 
physical abnormalities in relation to the 
issuing of health and accident insurance, 
we must also take into consideration 
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the type of policy being granted. My 


particular company does not offer a 
non-cancellable form, but my feeling 
would be that anyone not qualified as 
being free from either hypertension or 
heart disease would represent a hazard 
that would not be acceptable. However, 
under a policy, where at renewals, a 
review may be expected from time to 
time, leniency can and will be shown. 
“Where the heart disease is one in 
which we know the hazard grows and 
becomes more significant as the years 
mount and in which the hypertension is 
not too severe, we can by careful scru- 
tiny and review give individuals in this 


category coverage for a great many 
years. Murmurs, when known, are not 
sufficient in themselves to militate 


against coverage. Those, of course, that 
are associated with heart disease that 
may be considered rheumatic in nature 
must be carefully evaluated. Those asso- 
ciated with congenital heart defects are 
not acceptable. 

“The two types of heart disease that 
present the bulk of the problem today 
in the average adult will be found in 
the rheumatic group and in the arterio- 
sclerotic. There was a time, not so many 
years distant, when syphilitic heart dis- 
ease too represented a fairly large fig- 
ure. These, of course, would not have 
been accepted. Today with the advent 


of the use of the antibiotics, it gives 
promise of being a rarity.” 
Emphasizing the important bearing 


the individual’s occupation had on this 
type of risk and also the economic 
status, Dr. Seibert went on to explain 
further that in accepting a cardiac risk 
for accident insurance underwriters can 
expose themselves to a factor difficult 
to evaluate in the case of sudden death 
or accidental injury. 

“It is often difficult to persuade the 
bereaved family that the cause of death 
was not the mishap but the insured’s 
physical impairment. So, in the case 
of an individual who is carried for many 
years the advice is often given to lower 
or remove the principal sum, when 
hypertension or heart disease becomes 
a prominent feature. 

Weekly indemnity, Dr. Seibert added, 
was a somewhat less hazardous liability, 
since with a living subject one can come 
to a more satisfactory and amicable 
solution. 


Horan on Liver Ailments 


Underwriting cases with adverse his- 
tories of liver and gall bladder diseases 
was the subject of the third paper by 
Dr. Joseph Horan. Calling the liver the 
most forgotten man of all the organs 
of the body, Dr. Horan after briefly 
touching on the liver’s historic place in 
man’s design for living said. “Modern 
medical science tells us that the liver 
has more different vital functions than 
any other organ or combination of or- 
gans. All this modern concept about 
cholesterol and its relation to degen- 
erative diseases, and the billion dollar 
claim tab that life insurance companies 
will have to pick up for heart deaths in 
1953, may eventually be related to the 
silent mal-functioning of the liver in 
these cardiovascular fatalities during as 
much as the last 20 years of their life- 
time. If any one organ can be said to 
be the most essential to life, the liver 
might get this nomination.” 


Knowledge of Liver Ills Helpful 


He further added that if the colloquial 
phrase, “How’s your liver?” could be 
properly answered, it would be of great 
help to A. & H. underwriting. Continu- 
ing Dr. Horan said: “Actually, the many 
diseases of the liver may go unrecog- 
nized unless one of the two things hap- 
pen—the patient becomes jaundiced and 
his family recognize that he looks like 
a Chinaman, or, in the course of some 

asual examination the palpating hand 
of the physician feels a liver enlarge- 
ment.” 

Further along in his talk, Dr. Horan 
pointed out: “Probably the most fre- 
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quent adverse past medical history that 
you will get in your applications will 
refer to gallstones and inflammations of 
the gallbladder which is cholecystitis. 
There are two different surgical opera- 
tions which have underwriting connota- 
tion. If for either of these conditions, 
or both, you are told that they did a 
cholecystostomy, that group of cases is 
not as quickly back into the standard 
risk group as if the surgical operation 
was a_ cholecystectomy. In the former 
the gallbladder is left in position with 
drainage tubes inserted into it and you 
mav have a recurrence several years 
later of gallstones or gallbladder infec- 
tion after the draining wound has closed 
up. 
Soi. of infectious hepatitis, Dr. 
Horan pointed out that it was a new 
name for an old disease previously 
called catarrhal jaundice. Though mod- 
ern medicine considered infectious hepa- 
titis caused by a virus, it was different 
from serum hepatitis. Both for pur- 
poses of underwriting could be dealt 
with in one group, and an acute attack 
of either in the past did not necessarily 
forecase a future attack. Dr. Horan 
said: “However, not all of the cases 
fall into this category and, if the his- 
tory is less than three years old, some 
of these applicants will have recurrent 
attacks and others of them may go on 
to serious liver damage. 

“Some of these latter cases will de- 
velop a marked tendency to recurrence 
and there may be a second, third and 
even a fourth exacerbation of their 
symptoms with loss of time and hospital 
and medical costs. Some of the cases 
that are not fully cured after the first 
attack develop enlarged livers or im- 
paired liver function and even the more 
serious sequelae which is an enlarge- 
ment of the liver wtih subsequent inter- 
ference with the portal circulation, and 
they may have symptoms similar to 
cirrhosis. Some of the investigators de- 
scribed a definite cirrhosis following an 
acute infection. 

“Therefore, even after a case has ap- 
parently recovered, during the first 
three years you should have an exclu- 
sion rider that the policy will not pay 
for any sequelae or residuals of acute 
infectious hepatitis or serum jaundice. 

“Statements from the attending phy- 
sician or examinations by the company 
examiner, wtih special attention to the 
liver size or the presence of spider an- 
gimas (those are the dilated varicose 
veins that look like a spider around the 
belly button), should be requested. You 
cannot in our business undertake the 
various blood chemistry tests which are 
also a help in diagnosis. The attending 
physician may have had these made, 
however, and if he reports them as 
normal, that is helpful.” 


Cochran on Allergic Manifestations 


Dr. Harry A. Cochran then followed 
with a paper on “Asthma, Bronchitis, 
Bronchietasis, Hay Fever, and Other 
Allergic Manifestations.” Changing the 
order of his subject of discussion, Dr. 
Cochran first took bronchitis and bron- 
chiectasis because of their similarity of 
symptoms, characteristics and difficul- 
ties in diagnosis and treatment. 

Noting the difference between the 
two, he classified bronchitis as acute and 
chronic. The acute of short duration 
and full recovery he dismissed as of 
little underwriting significance but 
warned that chronic bronchitis must not 
be treated lightly. 

He said: “We cannot, however, dis- 
miss so lightly a diagnosis of chronic 
bronchitis. This condition is manifested 
by recurring episodes of cough and ex- 
pectoration, occurring occasionally dur- 
ing the day, in paroxysms during the 
night or in the early morning, when 
there may also occur an increase in the 
production of sputum. Blood-streaked 
sputum is not infrequent. 

“Although chronic bronchitis may fol- 
low repeated attacks of acute bronchi- 


tis, it is usually secondary to some 
other pulmonary or generalized infec- 
tion. Some cases develop insidiously 
without any discoverable cause. Indi- 
viduals so affected may continue their 
usual occupations without discomfort, 
but some will find their field of ac- 
tivity limited. Abnormal findings on 
physical, x-ray, and laboratory examina- 
tions are as frequently absent as pres- 
ent. Careful search may, in many, re- 
veal in the history or on examination 
associated diseases of the lower respira- 
tory tract or of the nose, throat, and 
paranasal sinuses. 

“These cases are a problem in differ- 
ential diagnosis since tuberculosis, can- 
cer of the lung, bronchiectasis, asthma, 
and the failing heart must be ruled out 
by x-ray, by bronchoscopy or other ap- 
propriate procedures.” 


Underwriting Caution Needed 


Emphasizing the need for underwrit- 
ing caution in dealing with bronchitis 
to be sure it is not a more serious dis- 
ease, Dr. Cochran continued: “Once 
this is achieved, the process of classifi- 
cation, although not simple, can proceed 


on the thesis that most histories of 
bronchitis can be accepted for health 
and hospital coverage, and that all can 
be given unrestricted accident coverage. 

“This positive approach is further 
stimulated by the belief that in the 
more severe types of acute bronchitis— 
those with duration over 30 days and 
within the first year of recovery—con- 
sideration might be given to excluding 
liability for bronchitis in any form; 
that in the mild to moderately severe 
types of chronic bronchitis considera- 
tion might be given to excluding lia- 
bility for bronchitis and/or any disease 
of the lungs and bronchi. This kind of 
approach will certainly permit us to 
offer accident and sickness insurance 
to the great majority of people so im- 
paired, and reserve outright rejection 
for those few cases of severe chronic 
bronchitis in which the hazards are be- 
yond our present methods of accep- 
tance.” 

Coming to the subject of bronchiec- 
tasis, Dr. Cochran said the course of 
underwriting action was suggested by 
the fact that it was a chronic, progres- 
sive disease of the bronchi or bronchiles, 


He then described the condition and ex- 
plained that most sufferers felt fine, un- 
til the disease became extensive. 

Tue speaker said: “Evidence on 
physical examination other than those 
general signs suggesting illness may not 
be distinctive. Early rales in the chest 
may not be distinguishable from those 
of bronchitis ; however, they persist and 
are better localized than in bronchitis. 

“It is our feeling that by our present 
standards and methods of acceptance, 
cases with a history of bronchiectasis or 
with bronchiectasis on examination are 
not in general acceptable for any form 
of health and hospital insurance. Some 
thought may be given to individual 
cases in which complete reports indicate 
that the disease, diganosed early, was 
limited to one lobe or segment of a 
lobe. 

“Given adequate medical care with re- 
liable follow-up studies, and no symp- 
toms within five years, we would like 
to think these cases could be accepted 
with a comprehensive rider excluding 
bronchiectasis or any disease of the 
lungs or bronchi for sickness or hos- 
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Panel Holds Good Policyholder 


Relations as Adverse Criticism Cures 


Morrison Is Moderator; Monks, Erickson, Day, Berry, Debate 
Company Policy and Claim Practice in A. & H. 
Benefit Payments 


Good policyholder relations for better 
public relations summarized the advice 
offered by a group of claim experts to 
participants in the 1954 individual A. & 
H. insurance seminar of the Bureau of 
Accident & Health Underwriters, May 
27. The final session of the two-day 
deliberation at New York’s Biltmore 
Hotel was devoted to the modern role 
of the claim department in accident and 
health insurance. 

Under Discussion Leader Douglas N. 
Morrison, Aetna Life, a panel of speak- 
ers comprising George F. Monks, New 
York Life, Gilbert F. Erickson, the 
Travelers, Godfrey M. Day, Connecti 
cut General Life, and Kenneth C. Berry, 
Lumberman’s Mutual Casualty, dealt in- 
formatively with the many sided ques- 
tion of company policy and claim prac- 
tice in the payment of A. & H. benefits. 

Monks on Selection and Selling 
subject, “Simplifying 
the Administration of Claims Through 
Proper Selling and Selection,” Mr. 
Monks opened the discussion by stating 
that “If we are to concentrate on the 
claims man’s duty of helping to obtain, 
and retain, the support of the public for 
this type of private industry protection 
we must see how he can be best helped 
through proper selection and _ selling. 
Nothing will better assure our success 
with the public than our prompt pay- 
ment of presented claims and conversely 
nothing will prove more deterring than 
our surprise refusals no matter how 
sweetly, logically, or legally the bitter 
pill of ‘no payment’ is coated. A re- 
fusal to issue is less condemning than a 
refusal to pay If we are to consider 
the claim as our progeny then, gentle- 
men, we had better look into the pre- 
natal influences.” 

Declaring that it 
agreed that 75% of 
able problems originated in the time 
between the salesman’s opening sen- 
tence and the signing of the applica- 
tion, Mr. Monks said he would restrict 
his discussion to that danger period. 

He then pointed to the field under- 
writer as the key to the solution of his 


Taking as his 


was unanimously 
potentially avoid- 


problem. Stressing proper field selec- 
tion, right appreciation of the moral 
hazard, and systematic training of field 


ie ge Mr. Monks explained, “In 
opening the discussion, the agent should 
first melt ia that his prospect probably 


has some pre-conceived idea of what 
he thinks you are selling. 
“TI won’t dwell here on the evils of, 


or the direct or indirect objections to 
misleading advertising. We here can be 
proud of the efforts and results this 


group of companies has achieved along 
these lines. I raise this point, however, 
as the advertisements of any one com- 


pany can cause problems to the agents 
of another company. They can be mis- 
leading, even if they completely and 


adequately list the provisions of the 
specific contract they are describing, as 
the coverage you are offering might be 
entirely different in character 


Public Is Unaware 


“Unfortunately, the public is not yet 
sufficiently aware of the variations and 
it is, therefore necessary that he know 
exactly what you are offering as your 
suggestion for the best cover: age to fit 
his particular needs and premium pay 
ing ability. It is not sufficient that we 
know that no single policy is a ‘panacea,’ 


nor that each can only offer that which 
its premium charge can support.” 

Emphasizing the need for the agent to 
understand policy limitations so thor- 
oughly that he can not only point them 
out but turn them into a sales factor, 
Mr. Monks went on to challenge the 
theory that if sales were left to claims, 
there would be no claims problems and 
no policies in force. He said a cautious, 
proper, and complete approach might 
not result in an immediate avalanche of 
premiums but that there would quickly 
develop a satisfied clientele with needs 
for other coverages and leads to other 
prospects. 


Temptation to Exaggerate Benefits 


Speaking of an agent’s temptation to 
exaggerate benefits or minimize limita- 
tions, when he fears his product not 
quite good enough to close a sale, Mr. 
Monks reasoned that such an agent was 
either improperly trained or was an un- 
desirable representative. He warned 
agency management to be alert to spot 
those situations and overcome them and 
again advocated that a well trained agent 
inevitably increases sales. 

Mr. Monks added that claims men in 
seeing subsequent information furnished 
for claim proof often wondered if the 
insured had been given the chance to 
tell his medical history at the time of 
sale. Realistically appraising the agent’s 
problem of making a sale and of his 
irritation at added exclusions, riders or 
waivers, the speaker said that a rightly 
informed agent should be able to turn 
such to the advantage of a sale and 
should be able to explain to his client 
why the policy cannot cover injuries or 
sickness existing at the time of applica- 
tion. 

In relation to bad will, Mr. Monks 
declared that if the policyholder hasn't 
received what he had a right to expect 
we have started another fire. “Unfortu- 
nately, too many of these insureds have 
had righteous objections. The industry 
must see that such situations are elimi- 
nated. We should not have any fear 
that certain claims will have to be de- 
nied as long as we know that that re- 
sult was not due to our failure. Sales 
forces must recognize their obligations 
and that the industry cannot afford to 
include sidewalk hawkers or carnival 
speelers. They must be learned, capable 
and responsible insurance advisers.” 


Gives Three Pointers 


Giving three pointers: (1) adequate 
coverage designed to needs; (2) in- 
sured’s exact understanding of limita- 


and (3) an accurate 
and complete application, Mr. Monks 
concluded: “paid claims mean business 
and there will be plenty of business for 
the man who on delivering our checks 
hears his client say, ‘I am certainly glad 
I took your advice and purchased this 
coverage.’ Only if the agent sells it 
properly to a selected clientele can he 
expect trouble-free claims handling. In 
that way, he will not only build prestige 
for himself and the industry but will 
create opportunities for widely increased 
earnings. And, gentlemen, to make sure 
that the title of the subject has not 
been ignored, those are the ways that 
you can help us simplify the problems 
of claims administration.” 


tions of coverage; 


Erickson on Policy Payments 


As a logical follow-up to the remarks 


of the previous speaker, Gilbert Erick- 
son addressed the panel on “Expediting 
the Payment of Policy Benefits by 
Keeping Requirements to a Minimum.” 
Of this Mr. Erickson said: “Making it 
easier for an insured to collect under 
his policy involves two fields of insur- 
ance work. The first area in which the 
objective can be accomplished is in the 
original underwriting of the policy. The 
coverage should be plain and _ clear. 
There should be a minimum of excep- 
tions and qualifications to the insuring 
clause.” 

A further means, instanced by the 
speaker, for holding benefit payment re- 
quirements to a minimum was the claim 
department, since in many companies 
for better claim administration under- 
writers consult with the claim depart- 
ment before marketing a new policy. 

Dealing with the public who relied ex- 
clusively on the wording of the contract, 
the claim department must operate in 
to other activities 


proper relationship 
and objectives of the company. Mr. 
Erickson said: 

“In the claim department, we must 


set up requirements that have to be met 
before a claim can be paid. Compliance 
with these requirements invloves not 
only the insured, but his agent, his doc- 
tor, possibly his lawyer, and conceivably 
the State Insurance Department and the 
Courts. Because of the number of peo- 
ple involved, the manner in which the 
claim department develops requirements 
and demands compliance with those re- 
quirements is extremely important.” 


Minimum of Requirements 


To further company relationships 
with policyholder and public, Mr. Erick- 
son suggested the claim department de- 
vise means of paying legitimate claims 
with a minimum of requirements and 
take larger business risk because the 
majority of claimants were honest. 

Instancing “notice of claim,” as one 
requirement that can be reduced by a 
reasonable business risk, the speaker 
said, “the claim department can take a 
reasonable risk and accept notice which 
comes to it in any form from the in- 
sured, his doctor, or a member of his 

family even though it does not meet the 
stated requirement. If, in the mind of 
experienced claim personnel, a delayed 
notice represents prejudice to the car- 
rier, notice language in the contract can 
be relied upon. In those cases where 
delayed notice indicates fraud or where 
it has closed the avenues of investiga- 
tion, the claim department could not be 
expected to and should not take a risk.” 


To a second requirement, proof of 
claim, Mr. Erickson applied his prin- 
ciple “reasonable risk” and reminded his 


audience that “reasonable proof” was 
the decision handed down by the courts 
and not any particular form of proof 
demanded by an insurer. 

In the matter of possible misrepresen- 
tation or of disease pre-existing the date 
of the policy, Mr. Erickson advised that 
rather than impose all requirements of 
proof on the insured, a check should be 
made with the agency on the informa- 
tion disclosed at the time of the writing 
of the policy and with the underwriting 
department to learn if there had been 
a waiver. 

Claim Form Complaints 


Then coming to claim forms and the 
problems they create, Mr. Erickson said, 
“The claim department can assume risks 
so far as processing a claim is con- 
cerned, but the underwriters request in- 
formation inasmuch as underwriting is 
frequently done from the claim file. The 
subject of claim forms is having the 
attention at all levels in the insurance 
industry, the medical profession, and 
hospital associations. The complaints 
on existing claim forms are, broadly: 
1. Forms are too long and too com- 
plex. 2. There are too many different 
claim forms. 3. The same question on 
different forms is worded in different 
ways. 


4. The questions included are 
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often an imposition on the doctor’s time 
and frequently on his integrity. 5. The 
claim form makes an insurance investi- 
gator out of the doctor. In some areas 
doctors and hospitals have devised their 
own forms and are refusing to complete 
others. Some doctors and "hasein ils are 
charging either the insured or the com- 
pany a fee for completing claim forms. 

“These developments have prompted 
a move by the Insurance Industry to de- 
velop uniform claim forms, acceptable to 
the medical profession and hospital as- 
sociations. The uniform forms now un- 
der consideration attempt to eliminate 
basis for existing complaints. If, and 


when, a final uniform claim form is 
adopted by the industry, such a form 
would undoubtedly give many compa- 


nies less than they are now asking for 
and would give to some companies more 
than they are now requesting.” 

Claiming that the claim department 
can dispense with certain forms under 
certain conditions and that reduction of 
payment requirements simplified the 
processing and payment of claims, Mr. 
Erickson stated: “The early payment of 
legitimate claims is perhaps one of the 
most effective means at the disposal of 
the claim department in carrying out its 
function as an integral part of its com- 
pany.” 


Day on Limiting Clause Use 


Godfrey M. Day then discussed “The 
Use Rather Than the Abuse of the 
Limiting Policy Terms and Clauses in 
the Administration of Claims.” Mr. Day 
said: “The recent rash of articles at- 
tacking the accident and health  busi- 
ness is a natural growth of the political 
philosophy that was drummed into a 
whole generation: bigness in business 
is prima-facie evidence of wickedness. 
The editors must have been convinced 
of reader interest aside from mere 
sensationalization, or they would not 
have printed them. Therefore we must 
conclude that our product is misunder- 
stood by a substantial segment of the 
public. We have a public relations job 
to do to present the truth to the peo- 
ple.” 

Hailing the claim department as a po- 
tent force for good, Mr. Day stated the 
unfortunate practices object of all the 
criticism were “munuscule” in relation 
to the over-all picture of the billion 
dollar A. & H. business. But it was 
still the duty of all to see them even 
smaller. 

Mr. Day believed much of the shout- 


ing was due to misunderstanding. 
“Though misunderstanding cannot be 
eliminated, it can be reduced to the 
minimum. It was there the claim could 


help by relaxing the cautious limiting 
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clauses of the earlier days of experi- 
ment.” Mr. Day went on: “Today no 
reputable company uses the limiting 
clauses as a loophole to avoid a legiti- 
mate claim and even our bitterest de- 
tractors admit that the vast majority of 
the accident and health business is han- 
dled by reputable companies. What then 
is the purpose of leaving any of these 
clauses in the policies? 
Purposes of Limiting Clauses 

“To my mind they are necessary a: 
the protection of the insured pu 
rather than for the companies, and they 
serve four purposes. 

“1. Clarification of coverage. 

“2. Elimination of situations which ex- 
perience has shown cause widespread 
misunderstanding. 

“3. Affording the company a reason- 
able opportunity, to determine its ob- 
ligations. I am referring especially to 
the time limitation clauses in the poli- 
cies. 

“4. Defense against fraudulent claims. 
While these are few in number in rela- 
tion to the total volume, they do make 
the greatest demands on the claim man’s 
abilities in order to protect the interests 
of the company and the insuring public.” 

Pointing to a place for compromise or 
negotiated settlements in the accident 
and health field, Mr. Day turned to 
specific clauses. Instancing an accident 
policy’s “Against loss resulting directly, 
and independently of all other causes, 
from accidental bodily injuries,” the 
speaker declared that it was abundantly 
clear that loss caused or contributed 
by disease was not covered and that 
the company mapa use the limitation 
in defense of a cl aim. 

He then asked: “Is it reasonable to 
invoke the clause if it is established that 
the disease did not contribute to the 
accident nor increase the amount of the 
loss? I do not think so.” 


A General Restriction Suggested 


Reminding his audience of compa- 
nies’ generous attitude on the war ex- 
clusion “double indemnity” clause in 
World War II, Mr. Day continued: 
“There is one general restriction I 
would impose on the waiving of limit- 
ing clauses. That is, it would be done 
on an exception basis and at an admin- 
istrative level. If it becomes the an- 
nounced policy of a company to ignore 
these clauses, or if it can be proven to 
be the established practice to waive 
them, we are deprived of their use, 
in defending that occasional claim on 
which we must, in the public interest, 
avail ourselves of every possible de- 
fense. 

“If we are going to go beyond the 
policy terms in our administration of 
claims, let us do it in a manner that 
will be a real plus in our public rela- 
tions and therefore a valuable sales tool 
in promoting the acceptance of our 
product.” 

After remarking that whether the ad- 
ministration was done by the home 
office or in the field the delegation of 
authority was in direct ratio to the size 
and competence of the field claim force, 
Mr. Day continued: “We must remem- 
ber that these clauses are tools to aid 
the company to settle claims as nearly 
as is humanly possible on the basis of 
the payment of 100 cents per dollar of 
its obligation. 

“When they are used to reduce the 
payment below that figure, be the ob- 
ligation legal or moral—they are being 
abused. Give me the insight to evalu- 
ate accurately the company’s moral ob- 
ligation and I will take my chances of 
the lawyers pulling my occasional hot 
chestnut out of the fire. And I am sure 
that I am speaking for the typical claim 
representative—1954 model.” 





Berry on Adverse Decisions 
Kenneth C. Berry, the last speaker on 
the panel, took up the discussion on 
“Minimizing the Effort of Adverse De- 
cisions to Policyholders.” Mr. 
declared: 


Berry 
“No arbitrary standard is 


recognized whereby adverse decisions 
may be minimized. Each claim should 
be considered on its merits. This does 
not mean that there is no recommended 
procedure but rather that any suggested 
recommendations be tempered by the 
facts and the circumstances. 

“The psychological and the legal im- 
port of adverse decisions to policyhold- 
ers is such that many companies do not 
permit a disclaimer in questionable 
claims, without first obtaining home 
office approval. An adverse decision to 
the policyholder may be of no small 
consequence to a multiple line insurance 
company. The rejection of a small hos- 
pital or disability claim may jeopardize 
other large lines of insurance, if the 
negotiations with the policyholder are 
not propertly handled. 

“All insurance companies being public 
servants owe a duty to the public, the 
larger the company, the greater the 
duty. This ‘New Look’ in the adminis- 
tration of claims in our company, is fos- 
tered by emphasizing to the claim staff: 
first, that they are engaged in the pro- 
fession of insurance; second, that they 
are valued associates of the Lumber- 
men’s Mutual Casualty Co.; third, that 
their immediate assignment is to admin- 
ister the claim policy of our company 
creditably and equitably, respecting the 
rights and interests of all concerned.” 

Announce Decision Tactfully 


Considering the matter of a disclaimer 
to the policyholder, Mr. Berry stated 
it was the company’s aim to announce 
the decision as tactfully and as promptly 
as possible with a minimum of dis- 
pleasure to the policyholder and a maxi- 
mum of good will to the company. He 


then went on to explore the policy- 
holder’s mind in such a situation and 
reduced it to two reactions. “What good 
is A. & H. coverage?” and the many 
versions of the “fine print” charge. Mr. 
Berry said: “This type of thinking must 
be replaced by an entirely different re- 
action to adverse decisions such as: 

“I thought my claim was proper and 
that benefits should be paid. It is now 
understood that the circumstances of 
my claim are specifically excluded by 
the policy.” 

Then stating that the ounce of pre- 
vention begins with the way the policy 
is sold and especially with the agent’s 
representation, Mr. Berry resumed: 
“Many troublesome claims and misun- 
derstandings, much ill will can be elimi- 
nated by the proper selling of policy 
coverage and particularly selling the 
policy exclusions to the policyholder. 

‘It is only the ill-advised producer 
who, knowing that benefits are not pay- 
able, suggests to the policyholder that a 
formal claim be filed and — what hap- 
pens. What can possibly happen other 
than the company is required to incur 
the cost of investigation, the policy- 
holder is encouraged to hope that bene- 
fits will be paid, only to have his hopes 
dashed by adverse decision and a pos- 
sible clash of personalities, and a pos- 
sibly friendly booster of the company 
needlessly changed into a hostile one. 

“When claim or coverage problems 
arise and the producer of the business 
has reported the claim to the company, 
or has otherwise manifested an interest 
in the claim, we have found it helpful 
to state frankly to the agent, the com- 
pany’s attitude and proposed procedure 
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of EARNINGS! 


Until the property can be replaced, after a fire, 
windstorm, or other insured peril, expenses 
continue—payrolls—office maintenance and 
other expenses. With earnings STOPPED, this 
continuing outlay is a dead loss, unless 
reimbursement is provided for by a 
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Business Interruption Insurance may be the 
difference between STAYING in business or 
being OUT of business. 
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This approach serves two purposes : 
1. It gives the agent the company’s ver- 
sion of the question presented and pre- 
pares the agent for a possible complaint 
from the policyholder. 2. It also per- 
mits the company to obtain any infor- 
mation in the agent’s possession before 
notifying the policyholder of an adverse 
decision.” 

Mr. Berry added that an agent con- 
vinced of the correctness of a company’s 
position was the best person in most 
cases to explain to the client and obtain 
voluntary withdrawal of ‘a non-payable 
claim. He then emphasized time as the 
essence in accepting, rejecting or dis 
continuing benefits. 


Decision Should Be Based on Facts 


“An adverse decision to a_ policy 
holder,” said Mr. Berry, “should be 
based on the facts and not conveyed to 
the policyholder until all pertinent in- 
formation has been developed. It is 
generally recognized that the courts are 
reluctant to vitiate a contract. All doubt 
is usually resolved in favor of the policy- 
holder and benefits are not denied with- 
out good and sufficient factual or legal 
reasons. Once an adverse decision is 
made, the door may then be closed to 
ready access to pertinent information 
It should be recognized also that the 
loss of good will may be immediate anc 
that irreparable loss may be occa- 
sioned.” 

Stressing personal contact as of first 
importance, Mr. Berry asserted that a 
frank, free discussion of the facts usu- 
ally resolves differences of opinion and 
minimizes the effect of an adverse de- 
cision. When a personal interview is 
not possible the speaker recommended 
the telephone with confirmation by let- 
ter. If the telephone was not expedient, 
then a letter was the only thing. Re- 
garding a letter as the least desirable 
method of conveying a first notice, Mr. 
Berry asserted: “A letter too frequently 
is cold and impersonal. Unusual care 
and thought should go into the prepara- 
tion of letters of denial, disclaimer, dis- 
continuance of benefits, or other ad- 
verse decisions. When a letter is the 
only expedient it must be accepted and 
its limitations recognized. Form letters 
for this purpose are generally recog- 
nized as ineffective and most, companies 
do not recommend their use.’ 

Pointing to the claim department as 
the hub of a company’s public relation 
program, Mr. Berry defined the acme 
of public relations and claim service as 
the ability to visualize the possible 
attitude and reaction of the policy- 
holder. 


Joint Committee Formed 


(Continued from Page 30) 


partment, Connecticut General Life; and 
Kenneth C. Berry, third vice president, 
Lumbermens Mutual; expertly treated 
the numerous problems of the claim 
man. 

Unanimously the panelists agreed that 
policyholder relations were of the very 
essence of the theme struck in the first 
session of the seminar—better public re- 
lations for the great new industry of 

& H. 

Participants of the 1954 spring semi- 
nary voted it one of the most successful 
seminars yet staged by the Bureau. 

It was announced that the seminar 
attendance reached an all time high 
with 225 registrants representing 95 
insurance companies. 


A. & H. CLUB OUTING MAY 20 

The Accident & Health Club of New 
York held its 18th annual outing at 
Sun Dance Lodge, near Singac, N. J 
on Thursday, May 20. The program of 
activities included golf, swimming, fly 


casting, tug-o’-war, softball and horse- 
shoe pitching. 
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Program Ready for NACSA 
Midyear Meeting in Detroit 


The program has been completed for 
the board of 
Association of Casu- 
alty & Surety Agents, to be held June 
4-5 in Sheraton-Cadillac Hotel, Detroit. 
With Lyle S. McKown of Minneapolis, 
chair, the full 
board Friday, 
June 4, and again at 10 a.m. Saturday, 
June 5. Among the subjects on the 
agenda are the following: 
Consideration of automobile insurance 
problems including competition of direct 
writers, independent flings and related 
subjects. Compulsory automobile insur- 
ance developments in New York, New 
Jersey, Wisconsin and Maryland. Report 
on progress of unsatisfied judgment fund 
legislation in New Jersey. Report on de- 
velopment of the voluntary automobile 


the midyear meeting of 
directors, National 


board chairman, in the 


will convene at 9 a.m. 


insurance plan, relative to protection 
against financially irresponsible drivers 
in New York. 


The NACSA board will also consider 
uniform accounting developments, opera- 
tion of various rating laws and possible 
changes therein, tax questions affecting 
conduct of agencies, the countersignature 
program, conferences and cooperation 
with other producer organizations. In 
addition, Speed Warner of Kansas City, 
will discuss surety bond problems. 

Final item on the agenda is a review of 
membership activities, NACSA financial 





Jainsen Talk 


(Continued on Page 29) 
a segment of the legal 
encouraged by the altruistic 
some juries; the good but 
developments in the field of medicine; 
and all the other elements at work in 
our modern social order which have pro- 
duced new concepts to swell and com- 
plicate the problem of costs inflated by 
economic forces beyond our control. 
Catastrophic losses are occurring with 
such alarming frequency that their 
threat cannot be ignored by the insur- 
ance buyer—and, by the same _ token, 
insurance must obtain rates commensu- 
rate with the greater risk.” 

‘he age, he said, is also marked by 
new and great problems of products lia- 
bility exposure. A small nut or bolt, 
defectively machined, may turn up as 
the proximate cause of an airplane crash 
resulting in death or terrible injury to 
80 or more persons. A small button on a 
woman’s dress, set in a combustible 
fabric, may become a lethal force in 
contact with a hot iron. The substitution 
of a raw material “can have far-reaching 
repercussions through the creation of 
tremendous dollars-and-cents liability.” 

The rg! industry has expended 
millions of dollars for safety engineer- 
ing, according to Mr. Jainsen. However, 
the insurance companies never can ac- 
quire the intimate knowledge of specié il- 
ized industrial processes which those 
who work with them must and should 
have. Therefore, he said, in the products 
liability field casualty insurance prob- 
ably should limit its functions to insur- 
ing the unforeseeable and unpredictable 
and leave the inherent problems of a 
business to those engaged in that busi- 
ness. 

The speaker also predicted that by 
compulsion of law more employers “will 
be required to provide statutory disabil- 


profession and 
gifts ot 
expensive 


ity insurance covering their workers. 
While the availability of this coverage 
is not confined to the casualty field, 


casualty companies are 
this market. 


very active in 





Blames Stock Cos. for 


a : 
Direct Writers’ Success 
President E. J. Seymour of the NAIA 
told the American Association of Man- 
aging General Agents, May 19, at Old 
Point Comfort, Va., that stock compa- 
nies are to blame for the current suc- 
cess of the direct writers in the auto 
liability field. He likened today’s situa- 
tion in this field to the early ’30’s when 
compensation rate were inadequate due 
to deflation, and the company solution 
was to write as little compensation as 
possible. “Direct writers were practi- 
cally forced into leadership in compen- 
sation insurance,” he declared, “and now 
we see the same results in the auto lia- 
bility field.” 

The NAIA leader said that “this loss 
of compensation business was not due 
to failure of the American agent to sell 
piven teas just had nothing to 
sell. History is now repeating itself in 
the auto and liability picture.” 

While his sympathies are with the 
companies, Mr. Seymour said he could 
not condone the course they have taken. 
“They have depended upon market re- 
strictions to minimize their losses. 

In contrast, direct writers and specialty 
companies have ‘wanted the business, 
advertised for it, and made an all-out 
effort to get the best business... .’” 








report, and arrangements for the joint 
White Sulphur Springs annual meeting 
in October including committee appoint- 
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Professional Liability 


(Continued from Page 28) 


May 10, while rates for the physicians 
and surgeons classifications remained 
unchanged. 


rates for the physi- 
cians, and dentists classifica- 
tions are contemplated at this time for 
Delaware, Nebraska, New Hampshire, 
North Dakota, Oklahoma, Rhode Island, 
South Dakota, West Virginia, Wyoming 
and Puerto Rico. However, the country- 
wide revisions in charges for employed 
physicians, employed surgeons, employed 
dentists and partnership liability clas- 


No revisions of 
surgeons 


sifications are, of course, effective in 
these jurisdictions. 
In several jurisdictions revisions of 


rates for physicians’, surgeons’ and den- 
tists’ professional liability insurance are 
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Parker on Can. Problems 


(Continued from Page 31) 


surance is pure term insurance, that it 
provides the protection purchased dur- 
ing the period for which each premium 
is paid and fully earned. That concept 
has been honored for a hundred years, 
but it is nearly worn out. The human 
body is not a house, or a car, or a fac- 
tory. It cannot be replaced when it be- 
comes obsolete. Our pure term insur- 
ance needs a few impurities. It needs a 
new concept, a concept of continuing 
obligation in the absence of bad faith 
or changes in insurability within the 
control of the insured. 


The Solution 


“Our industry has had nearly a hun- 
dred years of experience,” said Mr. 
Parker. “We know a good deal about 
our business. I think we know enough 
to improve it. This problem has been 
with us almost long enough. The time 
is at hand when we shall have to solve 
it. I believe there is only one solution 
which will long satisfy either the public 
or our own conscience. 

“There are many good reasons why 
policies ought to be cancelled. I have 
mentioned some of them this morning. 
I believe that deterioration in health 
is not one of them. I believe that the 
carriers in our industry should begin 
now to develop a method of underwrit- 
ing and administering this business so 
that it will no longer be necessary to 
exercise the right to cancel otherwise 
renewable health insurance solely be- 
cause a person insured shall have de- 
veloped a bodily infirmity or disease 
which did not exist on the date of issue 
of his coverage. 

“This thing can not be done over 
night. It can be done over the next 
few years—if we want to do it. Shall 
we now say that no change is possible, 
that we are operating in the only pos- 
sible way? If we do, we are false to 
our own history. We did not reach our 
present state by refusing to try any- 
thing new. Shall we hide our heads in 
the sand, or shall we grow in imagina- 
tion as we have grown in size? Medi- 
cal science, mechanical techniques, un- 
derwriting techniques have made tre- 
mendous strides in the last 15 years. 
Shall we remain where we were 15 years 
ago—or 50—in our concept of public 
service? We do not progress by bowing 
to the impossible, but by conquering it. 
American business, including our busi- 
ness, does it every day. 


MORRISSEY SAILS FOR PARIS 
George E. Morrissey, who is insurance 
consultant to the Corps of Engineers, 
Department of the Army, Washington, 
D. C., sailed May 22 on the Ile de 
France for Paris, accompanied by Mrs. 
Morrissey. They will remain on the 
Continent for approximately six weeks. 
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Guy Fergason Views 1954 Prospects 
For Recruiting College Graduates 


Guy Fergason, well known personnel 
specialist of Chicago who heads his own 
insurance personnel placement business 
in that city as well as being a consultant 
to insurance management, gave a talk 
recently on the subject “Recruiting the 
College Graduate for the Insurance In- 
dustry” which attracted widespread at- 
tention. He spoke before the Insurance 
Society of Kansas City and following 
his formal remarks there was a 45- 
minute question and answer period that 
was indicative of the keen interest dis- 
played in his talk. 

Chief recommendation made by Mr. 
Fergason was that insurance companies 
should set up a well planned campus 
recruiting program if they are inter- 
ested in attracting college graduates to 
their organization. He maintained that 
tomorrow’s executive will be today’s 
college student, so if mz inagement today 
is going to solve tomorrow’s problems, 
“they will have to select men now and 
train them to handle these problems. 
The trend is definitely toward the col- 
lege graduate.” 

Based on his own knowledge, Mr. 
Fergason said that college placement of- 
fices are “very cooperative if you are 
cooperative with them.” They have been 
arranging interviews for many years and 
have set up a pattern that seems to be 
most helpful to the student and to the 
prospective employer. 


Urges That Brochure Be Tailor - Made 


To that an insurance company may 
bring itself to the favorable attention of 
college placement offices, it is desirable 
in Mr. Fergason’s opinion to prepare 
a brochure containing the history of 
the company, type of insurance it sells, 
its operation and territory covered; also 
pictures and career data on its officers. 
He observed that companies which have 
been most successful in their college 
recruiting programs have, in many cases, 
tailor- made this brochure to the school 
in which it is to be used. He thought 
that the play should be given to alumni 
of the college who are on the manage- 
ment staff of the company; also any re- 
cent graduates who are employed by the 
company. 

It was also suggested that the com- 
pany should provide the college place- 
ment office with samples of house or- 
gans and employe handbooks, pamphlets 
on career opportunities, financial state- 
ment, pictures of various offices and 
branches, comparative standing of the 
company in the industry, its training 
program and its future plans for expan- 
sion, 

Mr. Fergason was generous in his sug- 
gestion on “Do’s and Don’t of College 
Interviewing,” giving 14 points on how 
best to proceed, especially on the inter- 
viewer’s initial visit to the college cam- 
pus. He urged that the interviewer have 
definite specifications and a definite po- 
sition for which he is interviewing, and 
that the student be required to have 
ready a resume of his qualifications to 
turn in with the request for an inter- 
view. Mr. Fergason was insistent that 
salary be discussed with the student so 
that he will know the company’s salary 
range. “There is no need to bring him 
to the home office and then have him 
turn you down because he doesn’t feel 
he can work for the salary being of- 
fered,” he said. Since salary is such 
an important point he advised that it be 
handled by one person and not discussed 
by all the interviewers. 


Highlights Survey by Frank S. Endicott 


One of the most interesting portions 
of Mr. Fergason’s talk was his high- 
lighting s a survey recently conducted 
by Frank S. Endicott, director of place- 
ment at Northwestern University, based 
on the results obtained by 210 companies 
that had interviewed students on North- 
western’s campus in 1953. These compa- 
nies had hired 11,559 students from all 
colleges; among them seven insurance 


companies had hired 54 graduates. And 
from the June, 1954 graduating class at 
Northwestern five insurance companies 
expect to employ 55 students. 

“Out of the 210 companies,” explained 
the speaker, “six offered less than $225 
per month as a starting salary. while 17 
companies offered $375 to $400. How- 
ever, 12 of these companies were seek- 
ing engineering graduates, and the sup- 
ply is about half the demand, hence the 
higher starting salary. The average sal- 
ary was $323 for all industries. The 
majority of salaries offered were in the 
$300 to $350 bracket. Many progressive 
insurance companies are employing col 
lege men without business experience 
in this bracket.” 

Mr. Fergason then observed that only 
the larger, more progressive companies 
do campus recruiting. He said: “The 
personnel departments of two of the 
companies contacted were not in favor 
of it but were doing it to a limited de- 
gree because management had said it 
should be done. Perhaps they had heard 
about some of the salaries paid gradu- 
ating engineers and felt that they would 
not stand a chance. However, if they 
do a good seiling job on the campus 
and have practical specifications, insur- 
ance companies will get their share of 
the graduates.” 


Turnover on College Graduates 


As to the Turnover on College Gradu- 
ates—a difficult question on which to get 
answers—Mr. Fergason reported: “A 
large midwestern multiple line company 
made a survey and found in June, 1952, 
they employed 33 young men from vari- 
ous campuses and 16 months later, No- 
vember, 1953, found they had only ‘ll of 
the original 33 still on the pay rol]. Thir- 
teen of these men, or 40% of the men 


(Continued on Page 38) 





CRONIN’S CHALLENGING TALK 


Boston Agent in Addressing Casualty 
ctuaries Scores Negative Attitude of 
Cos. and Strait-jacket Rating Laws 

The challenging views of a big town 
agent on major problems of the indus- 
try were set forth by Arthur D. Cronin, 
of Kaler, Carney, Liffler & Co., Boston, 
in addressing the spring meeting of the 
Casualty Actuarial Society, May 24, at 
Lenox, Mass. Mr. Cronin, who started 
his career in 1907 as an office boy with 
the Travelers, paid his respects to the 
actuarial science in general and casualty 
actuaries in particular. Although he in- 
dulged in some fun-poking his remarks 
were serious withal, especially when he 
referred to the ‘complexities of the ex- 
perience rating plan,” the constant need 
for judgment rating, the strait-jacket 
effect of state regulatory laws, and the 
American Agency System. 

In Mr. Cronin’s seasoned opinion the 
trend that has marked the business over 
the years is the change from “one of 
affirmative consideration to that of 
negative approach.” He brought out 
that underwriters today search for as 
many arguments as they can find as 
to why a line should be declined. This 
is in contrast to the attitude of 25 years 
ago of “let’s see if we can’t agree on 
a restrictive form and an adequate rate, 
thus surrounding ourselves with reason- 
able safeguards, and make it possible for 
Mr. Cronin to serve his customer.” 

The speaker pointed to three reasons 
for the negative attitude: (1) The un- 
derwriter must select for his company 
only better than average business; (2) 
Complete elimination of the agent from 
any voice in the rate making process 
and in policy writing “has stifled his 
incentive and ingenuity and deprived the 
business of the benefits of those talents 

When agency companies so ham- 
string their agents they reduce the value 
of the most important segment of our 
business.” (3) The combined fire-casu- 
alty premium writings have grown tre- 
mendously in the past ten years—$l,- 

800,000,000 to $6,500,000,000. “You can’t 
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increase any business at that rate with- 
out substantial accompanying increases 
in capital facilities. There have been 
no such accretions to existing capital. 
When there is more business to be 
written than can be absorbed, no one 
wants anything but the better than 
average business.” The end result is 
that “we are not serving the public, 
which is best evidenced by the siphon- 
ing off of a terrific volume of preferred 
business eitiher to self-insurance, spe- 
cialty companies, or to London. They 
are taking the cream—we can have the 
skim milk.” 

_Mr. Cronin offered four solutions which, 
highspotted, were (1) scrap the rating laws, 
write some new ones and make them applicable 
only to those companies who want to make rates 
in concert; (2) restrict all rate making to pure 
premiums—let each company add its own mul 
tiplier; (3) abolish the agency system as pres 
ently constituted. Take acquisition cost out of 
the premium dollar, and let the public retain 
the agent on a fee basis; (4) whatever system 
is employed, restore the producer to his rightful 
and proper place in our business. 


N ith’s 

eymour Smith's Address 
(Continued from Page 28) 

assigned to the actuaries. This demand 

comes from individual companies, from 

rating organizations, and from regula- 

tory bodies.” 

Again pointing to the qualities of the 
present-day actuary, Mr. Smith said: 
“He should understand and be familiar 
with the problems and aims of his sales 
stablishment. Rates may be calculated 
with a wondrous degree of mathematical 
preciseness, but they are no good at all 
if they appear ridiculous in a competi- 
tive market. With this problem in mind 
he must also make a profit for his com 
pany.” 

“The actuary,” he said, “must be 
thoroughly familiar with the applicable 
rating laws and regulations in develop- 
ing rates that will meet the applicable 
standards. Subsequent to this, there is 
a wide variety of procedures that must 
be followed to secure the approval of 
these rates.” 

Mr. Smith continued: “In addition to 
the above, there is one more aspect that 
is worthy of consideration. That is the 
very substantial increase in recent years 
in the interest displayed by the general 
public in the price it pays for insurance 
coverage. Whether this is a temporary 
situation resulting from a combination 
of new rate regulatory laws and post- 
war inflation, or whether it is a growing 
and permanent development in our busi 
ness, I do not know. 

“It would seem reasonable to assume, 
however, that the manner in which this 
problem is handled in the present and in 
the immediate future will have a large 
bearing upon the extent of our dith- 
culties in the years ahead. This public 
concern over the price of insurance 
varies considerably from place to place 
and also between individual forms of 
coverage. 

“In any event, the question invariably 
is concerned with price, and the solu- 
tion to the problem is likewise almost 
invariably the same. Although individ- 
ual cases may call for varying degrees 
of analytical thoroughness, almost all 
instances the problem is satisfactorily 
resolved by a clear and complete ex- 
planation of the various items affecting 
the final cost. This may sound simple 
enough at first, but it calls for a con- 
siderable amount of talent. . Basically, 
it calls for a combination of actuarial 
ability, insurance knowledge and an ap- 
preciation of public relations.” 

President Smith emphasized the fact 
that the object of the Casualty Actuarial 
Society is the promotion of actuarial and 
statistical science as applied to the prob- 
lems of insurance, other than life insur- 
ance. “This is basically an educational 
function, and I believe that our society 
has made, and is continuing to make, 
substantial progress in meeting the 
needs of our business in this connection, 
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pital coverage. Similar 
successfully by lobectomy or 
resection, might conceivably be 
in the same way.” 

In describing asthma, 
tics, symptoms and types, Dr. 


its characteris- 
Cochran 


named bronchial asthma a serious dis- 
ease and said it was of two _ types, 
“atopic” or “extrinsic” (inherited) and 


“non-atopic” or “intrinsic.” This classi- 
fication he offered as a basis for selec- 
tion. He said: “Those histories which 
fit the characteristics of non-atopic or 


intrinsic asthma appear to us declinable. 


There will be of course questionable 
cases neither clearly atopic or non- 
atopic where we think coverage could 
probably be given to the best cases in 
which there are no complications, the 
attacks have been few in number, and 


with a broad exclusion rider for diseases 
of the respiratory tract. Cases with on- 
set after age 45, we would consider be- 
yond our present limits and methods of 
acceptance.” 

Of hay fever so called because hay 
was first considered the suspect, Dr. 
Cochran stated uncomplicated cases do 
not cause true disability in the sense 
of being confined to bed. But it does 
cause discomfort. 

After a word on treatment the speaker 
went on to say: “If the seasonal occur- 
rence of this condition—its fairly defi- 
nite time limits—and the fact that it 
tends to disappear as the person gets 
older were our only concern, a waiting 
period consistent with the duration of 
the pollen season might well be ade- 
quate. 

“However, many cases are complicated 
by the development of paranasal sinus 
disease, nasal or sinus polyps, and 
asthma, the latter either during the pe- 
riod of hay fever symptoms or years 
later. Since the latter possibility is the 
greater hazard, we like to enhance a 
waiting period with an exclusion rider 
for both hay fever and asthma in health 
contracts.” 

Christensen on Mental Nervous 
Disorder 

The difficult underwriting problem of 
nervous and mental hg chee was next 
taken up by Dr. H. E. Christensen in a 
rains and Mental Dis- 


paper titled 
orders—Functional and Organic.” 

Dr. Christensen at once classified all 
nervous and mental disorders under two 
headings—“Psycho-neuroses and Psy- 
choses.” j 

Describing the psychoneurotics as the 
group that lives within reality with no 
serious antisocial tendencies, he listed 
under the classification neurasthenia, 


psychasthenia and hysteria and charac- 
terized the behavior, symptoms, obses- 
sions, and common phobias of each. He 
then defined the psychotic class as 
those who lived in their own world di- 
vorced from reality and and convention 
and instanced among other types the 
schizophrenic, the paranoic, the maniac 


depressive and the alcoholic psychotic. 

Noting the scope and immensity of 
the field of nervous and mental disor- 
ders, Dr. Christensen said that a re- 


ported one million psychotics were con- 
fined to institutions with some three- 
quarters of a million of lesser severity 


not posited Psychoneurotics also 
reached into the millions, the doctor 
said, with half a million of sufficient 


severity to produce a substantial degree 
of incapacity. And more and more it 
was found that the tension states of the 
psychoneurotic short-circuited through 
one of the organic systems to produce 
the increasing list of psychosomatic 
problems. 

In discussing nervous and mental dis- 
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orders as an underwriting problem, Dr. 
Christensen stated: “In coming to the 
actual selection and consideration it is 
only natural that we follow the usual 
procedure in obtaining all the pertinent 
facts and information relative to the 
specific case. The history and medical 
facts are of particular value in these 
instances and should include reference 
to history of previous episodes, the 
situations or circumstances possibly pre- 
cipitating or leading to the present dis- 
order with the diagnosis and duration of 
the disability. 

“It should be noted if such disability 
interfered with work or usual activities, 


or, if prolonged vacation, rest, retreat 
or hospital care was necessary and also 
the nature of treatment used; rest, 


psychotherapy or shock treatment. 
Since we know errors of diagnosis are 
possible in the early cases, in that incipi- 
ent organic disease or psychoses may not 
be recognized, it is essential to have dates 
of the episode to answer the all impor- 
tant question as to the period of elapsed 
time from the disability and completion 
of therapy. These facts naturally need 
the supplementary information as_ to 


current status regarding the readjust- 
ment to the responsibilities of mar- 
riage, family, community and employ- 
ment. 


Variation in Degree of Severity 


“With the advantage of these com- 
piled facts relative to the type of dis- 
order, duration and readjustment, one 
will note the obvious variation in de- 
gree of severity among these disorders. 
It would be safe to assume, that like 
most other medical conditions, the de- 
gree or severity is in proportion to the 
duration of the disability, or at least 
would be an indication of the possible 
instabilities or inadequacies of the indi- 
vidual. The degree or severity of these 
disorders would thus tend to interpret 
themselves as mild, moderate or severe 
in nature. 

“From this I would feel that perhaps 
a purely arbitrary working basis could 
be established with the mild degree or 
type including such cases of single epi- 
sodes not exceeding two months’ dura- 
tion and with no interference of work 
and vacation not exceeding one month. 

“The moderate degree would include 
such cases not in excess of four months’ 
duration, resort treatment or loss of 
time from work or usual activities not 
exceeding one month or vacation not 
exceeding two months. The severe de- 


gree or type would include all cases 
in excess of four months’ duration or 
such cases requiring retreat or _ hos- 
pital confinement, or psychotherapy 
over a year’s duration, or shock therapy. 

“T would assume that in the mild 
types, accident only would be accept- 
able and sickness coverage after the 
elapse of three years. With a recur- 


rence of the mild type it would perhaps 
be wise to postpone for five years from 
last attack. With the moderate type, ac- 
cident could probably be granted after 
three years and sickness after five 
years. A recurrence of the moderate 
type would probably require the elapse 
of five years for accident and eight 
years for sickness from the date of the 
last episode. The severe type would 
probably require the elapse of ten years 
before consideration.” 


Sees A.& H. Field as First 
Compulsory Battleground 
IN VIRGINIA AGENTS TALK 
James E. Powell Concerned Over Efforts 


to Establish Govt. Bureaucracy; Lauds 
Life Cos. for Fine Record 





James E. Powell, vice president, 
Provident Life & Accident, in address: 
ing the Virginia Association of Insur- 
ance Agents, on May 24, gave one or 
the best talks in his career. Featuring 
government encroachment of privaie 
industry, he declared that the field of 
accident and health is the first to be 
chosen in the battle between compulsion 
and socialization on the one hand, and 
free enterprise insurance on the other. 

In the course of his address, Mr. 
Powell brought out that the idea of 
compulsion has appeared in other seg- 
ments of the business. He explained 
that in certain states the field is closed 
today to compensation writers because 
of monopolistic state funds. Laws have 
alse been suggested under which the 
various states shall enter the field of 
automobile insurance to the end that 
every automobile accident be covered 
and the possibility of unsatisfied judg- 
ments be ended. 

“Albeit without government subsidy, 


compulsion in the field of automobile 
liability has been present in Massa- 
chusetts for several years. Reports 


would indicate that, entirely aside from 
the distastefu) idea of compulsion, the 
law has created more problems than it 
has solved. 


The New York State Battle 


“As you well know, the casualty com- 
panies have just gone through a bitter 
battle in New York State on this same 
subject of compulsory automobile cover- 
age and a spokesman of the Dewey ad- 
ministration was quoted last month to 
the effect that the battle will be re- 
sumed in the next legislature. 

“Should the accident and health in- 
dustry lose the fight against compulsion, 
it would mean first the establishment of 
a tremendous bureaucracy, the size of 
which we have never seen, with all of 
its political implications and costs which 
aren’t even mentioned. 

“An example of cost exists today in 
3ritish Columbia where, to finance a 
compulsory plan of hospital benefits, 
they have now resorted to a 5% sales 
tax. And, having won the battle in this 
field of accident and health insurance, 
advocates of compulsion of all types 
would be greatly encouraged to push 
their ideas. It would be most naive to 
think that these same advocates of com- 
pulsion and socialization would stop with 
the A. & H. business and leave the re- 
mainder of insurance to private enter- 
prise.” 


A Great Job Accomplished 


Mr. Powell went on to say that he 
trusted that his remarks had not been 
too gloomy. “We are doing a great 
job,” he continued. “I saw a statement 
the other day that the life insurance 
companies alone paid over a billion dol- 
lars in health insurance benefits in 1953. 
We have written a fine record. We 
have many staunch friends. We must 
realize that the job is not done until 
every person who is a prospect for in- 
surance is insured and adequately in- 
sured. Only then can we relax our 
efforts and really point with pride to 
our record. 

“And, in the interim, I urge that each 
of you help to straighten the think- 
ing of the people in your community 
and particularly that of your state and 
national representatives and to clarify 
the issues. Let us admit that there is a 
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hired, left for various reasons. Nine, or 
26% are in the military service. The 
average length of service was six months. 
In a 4-year period to 1952, this company 
hired 43 young men, all college gradu- 
ates, who thad held one, two or three 
positions prior to joining the firm. Only 
8 of these 43 men left the company in 
that period. 

“One of the large Pacific Coast com- 
panies said it did not have any formal 
college recruiting program, preferring to 
wait for the college graduate to seek the 
company. But its experience with turn- 
over was quite similar to the companies 
who did campus recruiting. 

“One of the large Hartford companies, 
which has no definite statistics on turn- 
over, said its group department had had 
good luck with men right out of college, 
but this company prefers to hire its field 
men after military training. It feels (but 
has no statistics to prove it) that the 
college men will return after military 
service. 

“One of the direct writing mutuals felt 
that college men with one or two posi- 
tions between college and employment 
made the best employes. This company 
had made it a practice to hire exclusively 
college men for the last 25 years. It 
employs 50% of its men direct from the 
campus and the balance who have had 
previous experience. This company feels 
an obligation to the colleges because 
in their campus recruiting they find that 
many men with some previous business 
experience are referred to them by col- 
lege placement officers. 

“IT was very much interested in the 
reply from the personnel manager of a 
large eastern multiple line company. He 
said: ‘From 1946 through 1950, we hired 
direct from over 100 colleges over 400 
men. On the basis of this experience 
our actuary computed that we could ex- 
pect 51% retention of such men into the 
sixth year of employment. Of the 49% 
who left us, 15% went into agencies rep- 
resenting us. The rest left the business 
or went with agencies who do not rep- 
resent us. This experience compared 
favorably with that of the General Elec- 
tric Co., which, over a 25-year period, 
found it could expect a 52% retention 
into the sixth year.’ 

“This company feels the turnover is 
quite in line. However, it didn’t feel 
these are normal times and hoped that 
the manpower market would soon be 
stabilized ; also that the college graduate 
would be more humble. 

“Finally, a large midwestern stock 
company said its organization was not 
geared to hire the 21 or 22 year old col- 
lege graduates but had had excellent 
results as far as the 24 to 28 year old 
college graduate is concerned. They 
felt these men gained their maturity in 
the armed forces, and their turnover was 
negligible.” 


LoVULLO NOW DISTRICT MGR. 
Leonard S. LoVullo has been ap- 
pointed district manager in Buffalo, 
J. Y., for the A. & H. division of the 
General Accident of Philadelphia. His 
office covers eight counties in western 
New York. 





segment of the population for which 
health insurance is not designed. 

“Let us realize that this is the burden 
of the community and the state and ac- 
cept that burden. Unless and until both 
of these things are done, we will have 
these continued assaults upon our busi- 
ness and these continued attempts to 
collectivise and socialize a great free 
enterprise.” 
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1 He lives near you 


2 He’s an expert on Marine 
and Inland Marine Insurance, 
a $500,000,000 business. 


He’s the specialist you need when you're confronted with a problem on 
Bailees’ Customers insurance, an Installation or Processing risk, a Cargo 
risk — whether it be waterborne or by land carrier — or on any form 
of Marine or Inland Marine coverage. 

He represents progressive, pioneering companies with a world-wide claim 


organization noted for its prompt, fair claim settlements. 


He is specially trained to team with you in serving your clients and 


prospects. 


AUTOMOBILE INSURANCE COMPANY 
STANDARD FIRE INSURANCE COMPANY 
HARTFORD 15, CONNECTICUT 
Fire and Marine Insurance — All Forms 


Affiliated with ATNA LIFE INSURANCE COMPANY «+ AZTNA CASUALTY AND SURETY COMPANY 























TIME IS CANCER’S GREATEST ALLY... 


A" TOO OFTEN, a person who notices a 
symptom that could mean cancer de- 
lays seeing his doctor. In so doing, he allows 
cancer’s greatest ally ... time . . . to reduce 
the chances for cure or control. 


You can easily see why time favors cancer 
when you consider the nature of this disease. 
It usually develops in just one place and as 
long as it remains localized, complete cure 
is possible by surgery, X-ray, radium and 
certain other radioactive substances. 

If treatment is delayed, however, cancer 
can spread to many parts of the body and 
become incurable. This is why early detec- 
tion of cancer is so important. While pain is 
not usually an early symptom of cancer, 
there are certain symptoms by which the 
commonest kinds of cancer can be diagnosed 
early. These warning signs are: 


. Any sore that does not heal. 
. A lump or thickening in the breast or 
elsewhere. 
. Unusual bleeding or discharge. 
. Any change in a wart or mole. 
. Persistent indigestion or difficulty in 
swallowing. 
6. Persistent hoarseness or cough. 
7. Any change in normal bowel habits. 
These danger signals do not mean that a 
person necessarily has cancer. Indeed, many 
people who suspect they have the disease 
find, upon examination, that they do not 
have cancer. However, the danger signals 
do indicate that something is wrong, which 
you should have checked by your doctor. 
Being on the alert for cancer’s warning 
signs is your responsibility in the drive for 


early cancer detection. In fact, the American 
Cancer Society has estimated that early can- 
cer treatment saves the lives of 70,000 people 
in our country each year—and another 
70,000 could be saved if more people were 
aware of the danger signals of cancer. 


Unfortunately, cancer often develops si- 
lently without noticeable symptoms. Here 
too, there is a safeguard—periodic medical 
examinations. These are particularly impor- 
tant for all men and women who have 
reached the ages of 40 and 35 respectively. 
The value of these examinations is under- 
scored by the fact that half of all cancers 
occur in body sites that the doctor can 
readily examine. 

You can deprive cancer of its greatest ally 
simply by acting promptly, should any of its 
warnings occur. 





COPYRIGHT 1954—METROPOLITAN LIFE INSURANCE COMPANY 


Metropolitan Life Insurance Company 


(A MUTUAL COMPANY) 


1 Madison Avenue, New York 10, N. Y. 





This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 32,000,000 including Collier’s, Time, 
Newsweek, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, Cosmopolitan, 
McCall’s, American Magazine, Woman’s Home 
Companion, National Geographic. 
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